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every HOME agent has a partner — 


DON WILSON, selling YOUR services on the 


JACK BENNY SHow.......... THE HOME 


. 7 MCE (OMIM, 
every Sunday night Sennunsone: Cetin 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


on CBS Radio FIRE - AUTOMOBILE - MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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UNITED STATES 
CASUALTY COMPANY 


Marine 


Home Office 


60 John Street New York City 




















more and more agents 
prefer 


INDIANA LUMBERMENS 


. because solid support from all departments makes 


their selling job easier, more profitable. Indiana 
Lumbermens' prompt and equitable claims service, 


\ new and improved coverages, planned advertising 
NN work for you. 


WRITING 


\ -FIRE - CASUALTY 
> \ -IMLAND MARINE - AUTO 


Write to Home Office 
for Details 


Qa eo 
INDIANA LUMBERMENS 


MUT vat 4 WANE 


429 NORTH PENNSYLVANIA STREET 
INDIANAPOLIS, INDIANA 
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c—— 1986 fam 1957 
30 Fire 90 30 Fire 90 
& Cas. Stocks & Cas. Stocks 


278.1 
286.3 
299.6 
285.2 
268.6 
266.7 
277.7 
266.5 
251.8 
257.2 





January 31 
February 28 ..... 


348.0 
360.0 
385.0 
384.2 
358.9 
373.0 
392.2 
377.3 
360.1! 

362.0 


265.4 
265.8 
276.9 
281.7 
283.9 
276.8 
270.7 
252.6 
245.1 
223.0 
251.8 358.0 231.9 41.7 
252.2 370.6 240.0 40.0 


The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined 
‘The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944 

* Standard & Poor’s new index of 500 stocks. Comparable figure fo 
February 28, 1957 is 43.3. 


355.0 

343.5 

*44.| 
45.7 
47.4 
47.4 
47.9 
45.2 
42.4 
41.1 


August 31 : 
September 30 ... 
October 31 
November 30 
December 31 


building cost index 


eos & O 
Avg. Nov. 
1939 1957 

202 641 


Avg. Nov. 
1939 1957 

210 692 
New York 219 712 
Buffalo 205 715 
Baltimore 198 674 
Philadelphia 196 667 
Pittsburgh 219 661 
Cincinnati 209 656 
Cleveland 206 683 
Chicago 205 623 
Indianapolis 206 690 
Detroit 208 712 
Milwaukee 209 708 


Boston Minneapolis 
Kansas City 209 608 
St. Louis 208 665 
Atlanta 186 730 
Dallas 171 603 
New Orleans 194 687 
Denver 195 580 
Seattle 196 644 
San Francisco 183 624 
Los Angeles 167 644 


Nation Average 200 672 


This index (1913 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system, etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 
and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Company. 
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insurance stocks 


Furnished through the courtesy of The First Boston Corporation. 


Fire & Casualty Companies 


Aetna Casualty Company 

Aetna Insurance Company 
Agricultural Insurance Company 
American Equitable Assurance Co. 
American Home Assurance Co. 


American Insurance Compaay 
American Re-Insurance Company 
American Surety Company 
Bankers & Shippers Insurance Co. 
Boston Insurance Company 


Camden Fire Insurance Assoc. . 
Continental Casualty Company 
Continental Insurance Company . 
Employers Group Associates 
Employers Reinsurance Company 


Federal Insurance mae gd ‘ 
Fidelity Deposit Co. of 

Fidelity Phenix Fire Ins. Co. 
Fire Assoc. of Philadelphia (*) 
Firemen's Fund Insurance Co. 


General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republic Insurance Co. 
Great American Insurance Company 
Hanover Fire Insurance Company 


Hartford Fire Insurance Company 
Hartford Steam Boiler Insp. & Ins. 
Home Insurance Company 
Insurance Co. of ogee America 
Jersey Insurance Co. of ¥ 


Kansas City Fire & Marine Ins. Co. 
Maryland Casualty Company 

Mass. Bonding & Insurance Co. 
Merchants Fire Assurance Co. 
Merchants & Mfrs. Ins. Co. 


National Fire Insurance Company 
National Union Fire Insurance Co. 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Co. 
New York Fire Insurance Company 


Northern Insurance Company 
North River Insurance Company 
Northeastern Insurance Company 
Northwestern National Ins. Co. 
Ohio Casualty Company 


Pacific Insurance Company 
Pacific Indemnity Company 
Peerless Insurance Company 
Phoenix Insurance Company 


Providence Washington Insurance Co. 


Providence Washington Ins. Co., Pfd. 


Reinsurance Corp. of New nag 
Republic Insurance Compa 

St. Paul Fire & Marine Tes. "Ox (f) 
Seaboard Surety Company 


Security Insurance Company F 
Springfield Fire & Marine Ins. Co. 
Standard Accident Insurance Co. 

U. S. Fidelity & Guaranty Co. 

U. S. Fire Insurance Company 


Westchester Fire Insurance. Co. 
St. Louis Insurance Corp. ''B'' (d) 


Life Companies 


Aetna Life Insurance Company 
Columbian National 

Connecticut General Life Ins. Co. 
Continental Assurance Company 
Franklin Life Insurance Co. (e) 


Gulf Life Insurance (c) 

Jefferson Standard Life Ins. Co. (a) 
Kansas City Life Insurance Co. 

Life & Casualty Insurance Co. 

Life Insurance Co. of Virginia 


Lincoln National Life Insurance Co. 
Monumental Life Insurance Co. 
National Life & Accident Ins. Co. 
Philadelphia Life Insurance Co. (b) 
Travelers Insurance Company 


U. S. Life Insurance Company 
West Coast Life Insurance Co. 


High 


150 
75'/2 
33 
38'/4 
a4 


29'/4 
30% 
20'/2 
59'/, 
35'/2 


31% 


Wy, 
310 
136!/ 

755, 


31% 
104'/, 
1500 


26'/2 
124'/2 


227 
90 

107!/, 
90 
863, 
36'/, 
48 


(*) Name changed to Reliance Insurance Co. as of January |, 


) Adjusted for 25% stock dividend. 


a 
b) 
c) Adjusted for 10% stoc 
d) Adjusted for 3% stock dividend. 
e) 


( 
( 
( 
( 
( 
( 


f) Adjusted for 15% stock dividend. 


For January, 1958 


Adjusted for 50% stock dividend. 


Adjusted for 2 for | i aA — 25% stock dividend. 
ividend. 


Low 


47 
68 


24 
38 


1958. 


Bid Price 
12/31/57 


124 


someone* should have told him about 


the NEW eae is se ears 


Pity the poor merchant, with the hundreds 
of things he must see to every day, trying 
to keep track of the adequacy of his many 
insurance coverages. He won't have to if 
you'll introduce him to Norfolk and 
Dedham's new all-in-one COMMERCIAL 





PROPERTY COVERAGE, the policy that's 
tailored to fit each individual business. 


ATTRACTIVE 
Here's a wide open opportunity for you to 


build new clients, to help your present CONTRACTS 
ones with CPC. AVAILABLE 
*before this happens, why don't you? 


HOMER 


BRANCH OFFICES: 
600 So. New Hampshire Ave., Los Angeles, Cal. 


PHONE OR 
WRITE 











3024 Sandage St., Fort Worth, Texas 
A MULTIPLE LINE COMPANY + Dependable Since 1825 








NORFOLK ano DEDHAM 


Mutual Fire Insurance Company DEDHAM, MASSACHUSETTS 











Appleton & Cox, Inc. 


111 JOHN STREET * NEW YORK 38, NEW YORK 


Insurance Managers and 
Underwriters since 1872 


FOUNDERS AND MANAGERS 
OF THE 


. | Washington General 


INSURANCE CORPORATION 


FIRE AND ALLIED LINES 
AUTO PHYSICAL DAMAGE - INLAND 
AND OCEAN MARINE - YACHTS 
AIR CARGO 














The value of complete PROTECTION 


You should protect your clients against the bleakness 
of financial loss as completely as the bear is protected 
against the elements. Show them that today’s rising 
replacement costs carry potential out-of-pocket 
penalties. Protect them with modern 

comprehensive package policies. 


The current advertising program of 
the National Board of Fire Under- 
writers offers a fine opportunity for 
tie-in advertising in your local area. 
Take full advantage of the material 


provided for you by the N.B.F.U. = 
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mm UM-& FORSTER GROUP 


of Insurance Companies 
MSU ALTY « FIRE «+ MARINE «+ SURETY 
UNITED STATES FIRE INSURANCE CO...... Organized 1824 


THE NORTH RIVER INSURANCE CO. ... Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO.., U.S. Branch. . Incorporated 1833 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. * PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT., ATLANTA * ALLEGHENY-OHIO DEPT., PITTSBURGH + VIRGINIA-CAROLINAS DEPT., DURHAM. N.C 
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JANUARY, 1958 


Chambersbura 
Needmore 
German M itual Fire Ir _ Cc e Ze ienc pie 
rgas Mutual Fire Ins. Co. ake Shippersburg 
rotection Mutual Fire Ins. C Littlestown 
tewartstown Mutual Fire Ins. Co. C+ ; 
SOUTH CAROLINA Admitted 
Michigan Surety C 
3 Examined 
tuminous xie Fire & Casualty C 
GEORGIA Licensed UTAH 


Mutual Mennonit Aid of eorgia 


ILLI 
Bu 


company developments (0. 8S 


ia 


ARKANSAS Admitted 
Automobile Clut : 
DELAWARE 


Admitted 


~asuait 


Admitted 
American Reliable Insurance Co. 

NOIS Admitted Argonaut Insurance C 
keye Union Fire a mbus, Ot Jefferson Insurance C 


VIRGINIA Admitted 


Atlantic Nationa Cc 
Hardware Mutua ns Co. 
Mid-Union Indemnity 

Motor Club of Amer 

inan City. ineurst 


WASHINGTON 
Home M tua Ir urar 


WEST VIRGINIA 
Farmers Mutua! Ha ul 
Worcester Mutua! Fire Ins. & 


- Warren WISCONSIN Admitted 


Glee aia tredail tame isla Pannculuania Ger incurauce: Cancen 
MARYLAND Admitted Wale b Fire ® .Gxtunlty insurance C ee 


Withdrew 
Admitted 


Admitted 


Admitted Admitted 


Examined 


4 

DOMINION OF CANADA Admitted 
Munich Reir rance 

River Thames Insurance Co. 


ALBERTA 
Merchants & Traders Assura 
Western Union Insurance Co. 


MASSACHUSETTS Examined 
Massachusett B na } & e 
MICHIGAN 


R 


Cay orate 


rar 


Admitted Examined 


MISSOURI 


Admitted 
kaaes. conventions ahead 
won ‘ FEBRUARY 


Health Insurance Association of America, group insurance 
forum, Drake Hotel, Chicago. 

Texas Association of Mutual Insurance Agents, midyear, 
Roosevelt Hotel, Waco. 


Merged 
perty rance C 
NEW YORK 


Examined 


MARCH 
pr egy eae het Licensed Sark Rhode Island Association of Insurance Agents, midyear, 
er Sheraton-Biltmore Hotel, Providence. 
OHIO Licensed 


American Management Association, special insurance con- 
= ; : cae ference, Drake Hotel, Chicago. 
Admitted 


rao a ea ery Cleveland Insurance Day, fifth annual. 
Rand dts i ‘ Health Insurance Association of America, methods and 


Examined 


ves nit procedures forum, Biltmore Hotel, New York City. 
POPES TEV AMA Tri-State Mutual Agents Association of Pa., Md. and Dela., 
f : : annual, Lord Baltimore Hotel, Baltimore. 
Eastern Agents Conference of the NAIA, annual, Hotel 
Claridge, Atlantic City. 
lowa Association of Insurance Agents, Fort Des Moines 
Hotel, Des Moines. 
Midwest Territorial Conference of the NAIA, Fort Des 
Moines Hotel, Des Moines. 
Far West Agents Conference of the NAIA, annual, Sheraton- 
Palace Hotel, San Francisco. 


MA + 


—— 


* 
FRANK BURNS 
< 


STUART BUILDING 


SEATTLE, WASHINGTON 


APRIL 
New Hampshire Association of Insurance Agents, midyear, 
Manchester. 


Ohio Association of Mutual Insurance Agents, annual, 
Neil House, Columbus. 


New Jersey Association of Insurance Agents, midyear, 
cruise to Bermuda. 


Mutual Insurance Agents of New York State, Inc., annual, 
Hotel Syracuse, Syracuse. 


Illinois Association of Accident and Health Underwriters, 
sales congress, Chicago. 


Mississippi Mutual Agents Association, Inc., annual, Edge- 
water Gulf Hotel, Edgewater Park. 


Best's Fire and Casualty News 





got a few hours a day 
to work a gold mine? 


With Combined’s Wholesale Group Plan you're in 
for some mighty profitable prospecting in the acci- 
dent and health field. In just a few hours a day— 
the time you spend between appointments—this 
Combined Plan can do wonders for your income. 

Here is one of the most remarkable small-group 
A&H coverages ever devised. Complete with sales 
tools, it’s a salable package to practically every 
small business you'll find listed in your phone 
book: service stations, jewelry, grocery, furniture 


Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 


stores, theaters, hardwares, real estate firms— 
you name it! 

The Plan provides comprehensive A&H and 
Hospital-Medical-Surgical coverage for 5 or more 
employees—even covers pre-existing conditions! 

If you haven’t made your strike in the rich 
A&H field, now is the time to get started. Mail 
the coupon below—and find out about Combined’s 
Wholesale Group Plan—a gold mine you can 
work in your between-appointment hours. 


= a om © © 6 6 6 6 © 6 6 6 6 6 6 6 6 oe oe eS 


Combined Insurance Co. of America, Dept. 1 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


MAIL 
THIS 
COUPON 
NOW! 


Name 





Address 





City. 
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The American lady, resident in 
France, was almost frantic as she 
inpacked., 

A three-centuries-old jade carving 
lav shattered in its case! Back in the 
U. S. A. it had been insured for 


S3.000, 

The lady was in tears when she 
called the local insurance man, Amer- 
ican International Underwriters’ 
representative in Paris. He did more 
t} He spent weeks in 
searching for an expert in the re- 


lan Pav ¢ ain 
pall Tat | ace 

When tl rK Was completed, the 
owner gasped: “But where are the 
cracks?” It actually took an ultra- 
Violet lamp to reveal the masterful 
repairs 

AIU is famous for this kind of 
attentive service all over the world 








and famous for bringing new 
profits to American brokers and 
agents. Private American invest- 
ments abroad have passed the 23 bil- 
lion dollar mark—a great opportunity 
for American insurance coverage of 
overseas risks. 

AIU policies are written in fa- 
miliar American terms. The facts 
required are the same as for domes- 
tic risks. Claims are paid promptly, 
in the same currency as premiums 
including U. S. dollars where local 
laws permit. 

You don’t have to be an expert to 
handle foreign risks. Take them to 
AIU — and AIU is vour expert. For 
full information and literature, 
write Dept. C of the AIU office near- 
est you. Or call in person. 


Puzzle: 
find the 


$3,000 


eracks 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston Chicago Dallas Donver Detro| 
Houston Los Angeles Miami New Orleans New Yo 


Portland San Francisco Seattle Tulsa Washingtd 





that 1957 


years in 


knows 
the 
fire and casualty insurance history. 


—< I: veryone 
ranks among worst 
Virtually all classes of business re- 
ported rising loss cycles which is 
most unusual. Usually good experi- 
ence on some lines offsets unfavor- 
able experience on others. On top of 
severe underwriting losses, the com- 
panies are faced with lower security 
prices. Our and 
Preview examines some of the un- 


annual Review 
derlying causes of the present situa 
tion and describes just where the 
industry stands as it enters the new 
year. It is on page 14. 


eee Since with all //ospital Patient 
Accidents there is the potential 
threat of a serious injury and an 
insurance liability claim, every effort 
should be made to the 
number of accidents. According to 
the authors on page 21, falls are by 
far the most common type of patient 
An prevention 
should be based on 


minimize 


accident. accident 
program facts. 
Accidents that occur frequently in 
one hospital may be practically non- 
existent in another. Accidents need 
not happen if scientific facts, which 
can be measured and evaluated, are 
used in an accident prevention cam- 
paign. 


eee Pespite rising loss and expense 
ratios, despite an inability to get in- 
creased rates when they are needed, 
despite fantastic jury verdicts and 
despite the fierce competition from 
cut-rate and direct sales, when our 
author on page 24 asks the question 
Where lre We Going? he can an 
with The 
American Agency System has sur 


swer great) conviction 
vived many great shocks in the past, 
and it the future.” 
There may have been long delays 
and much legal action before rates 


will do sO in 


were adjusted, but this is in a proc- 
ess of correction; efforts have been 
made in Washington to stem infla 
tion; and the insured will come to 
realize that the sense of security he 
feels is enhanced by having an agent 


he can depend on to protect his 


affairs. 
eee There are two important points 
regarding rating bureau rates that 
may be ignored by company under- 
writers. It takes a lot of good under 
writing to put a company’s experi- 
ence on the good side of that average. 
This is particularly true with multi 
ple line underwriting where so many 
factors must be taken into account 
in both the rating and the 
The 


has been ignored extensively during 


under 


writing. second factor which 
the past couple of vears is the fact 
that 
current trend of experience. 

are some of the JJ/ultiple Line Ilead 
aches 


rating bureau rates trail the 
These 
facing insurance companies 
today. The author on page 29 says 
diversification of underwriting can 
be used to level off a company's ex- 
perience if it is approached with an 
open mind, and the realization that 
rates are only averages. 


eee In 1920, a total farm popula 
tion of 32 million supported the 
nation’s 109 million people; today, 
only 22 million support 169 million. 
The that 

when its factories 


exerts 
the 
smaller towns, coupled with price 


appeal industry 


move to 


and acreage controls, seem to be the 
the and 
continuing, movement of farmers to 
the 
mechanization 


leading factors in oreat, 


cities. Hlowever, because of 


and higher = crop 


vields, the ones that do remain have 


experienced a larger income and 


higher living standard. In order to 
constantly achieve maximum bene- 
fits, modern machinery and sufficient 


maimtamed 


type farm that results and its 
cesstul farmer make an exc 


learn Ins 


explained on page &3 


market for 


eee /)-h) rf 


epres 
ot several tern 
tively New 

where settlement 1s | 
ment cost rather tl 


value. being 


Coming into 
thirties, it now has g 1 wide 
1 


secql con 


spread acceptance and is u 
monly. One of the principal concerns 
age Was the 


in approaching the cover: 


possible Increase in moral 
l 


hazard, 
but time has proved the concern was 


lay 


can not be said that one 


greatly exaggerated. 
more advantageous than 
It depends on the particul 
ation. The author on pag 
out that replacement 

the r 


bothersome item of de preciati 


] 


advantage of elimi 
more important, is the 
ultimately best serves 
purpose of insurance. 
See A clear, simple, fl 

prehensive contract contai 

various policies and endorsements 
now existing in individual fire and 
allied peril contracts would be the 
ideal 


of coy erages that 


1 
compiles 


exists 


answer to the 
now 
theory is further expounded i 

second part of the two-part article 
Residential Package Contracts. 


Spe 


| 
cific ways to simplify and standard 
ize existing 


forms by changes in 


g 
perils covered, interests covered, 
places covered, time covered, limits 
of liabilitv and eligible internal haz 
ards are discussed on page 95. 


ee? Countrywide 


recognition as 


ird H 


Morris for the services his organ} 


recently been given to Rich: 
zation has performed in improving 
the quality 
quantity of business letters \n 
Mr. Morris and his the 
ories was featured in the Saturday 
Evening Post last Shortly 
after it appeared he was a guest on 


and cutting down the 


article on 
month 


Jack Paar’s television show “To 


night.” Some of our readers may 


series of 
Letters” 
wrote in 


remember a 
titled “Better 
Morris 


News several vears ago. Oun 


articles en 
Which Mi 
Best's Insurance 
Con 
eratulations on a 


well deserved 


recognition, Mr. Morris 





nine months’ 


experience 


f | Vidi: CALLFORNIA INSURANCE Department recently 


made a compilation of the quarterly operating re- 


sults of nearly 450 fire and casualty carriers licensed 


in the state 


The approximately 350° stock companies 


included in the tabulation reported a statutory under- 


writing loss of just over 6% of earned premiums 1n the 


Companys 
\ceident & Casualty 
\etna Cas. & Sur 
\etna Insurances 
\gricultural Ins 
Allstate lire 


\llstate Insurances 
American & bore 

\merican \utomo 
\merican Aviation 
\merican € asualty 


American Central 
\merican Employers’ 
\merican lid & Cas 
\merican Genera 
American (Giuat 


\merican Hom 
American Indemnity 
\merican Insurance 
\merican Motorists 
\merican Reinsurance 


\merican \ 
\nchor Casualt 
\ssociated Indemnity 
Bankers & Shippers 


Boston Insurance 


British & Foreign 
alif. Comp. & Fire 
alvert Fire 
amden Fire 
entennial Tnisurt 
entral National 
entral Surety 
enturyv Indemnity 
tumbia Casualt 


ommerci 

ommercia 
mnectt 

onnecticut 


ontinent 


ontinental Insurance 
Emmeo Insurance 
Iemplovers’ Casualty 
Emplovers’ ire 
Emplovers’ 


12 


Premiums 


earned 
$ 12,335 
186,859 
76,914 
13,352 


22,365 


197,454 
8.546 
357.078 
8,154 


5,823 


6,087 


10,926 

5,384 
67,284 
30,138 
24,968 


6.886 
2H S46 


5.420 

6,458 
19.094 
13,385 


6,167 


7.490 
7.990 
13.984 
7.605 


18,147 


7,621 
11,614 
22,784 

8,068 

167,045 


48.416 
18,151 
15,181 
12,45¢ 

51.301 


Underw 


S$ 
Ds 


or I oe 
—738 
9 336 
5,218 
1,248 
2,200 


3,964 
-579 
11,419 
502 
1,589 


6.942 
1,539 
565 
914 
1,761 


first quarter, the second quarter and the third quarter, 


Figures appearing on the following pages are for those 


stock carriers reporting more than $5 million earned 


premiums for the nine months period ended September 


30, 1957. Figures are in thousands (OOO omitted ). 


Companys 
Employer's Re-Insut 
l-ederal Insurance 
Fidelity & Casualty 
lidelity & Deposit 
lidelity-Phenix 


lire Assn. of Phila. 
l‘ireman’s Fund Indem 
lireman’s Fund Insur. 
Firemen’s Ins. of Nwk. 
Founders’ Insurance 


Gen’l, Acc. Fire & Life 
Gen'l. Exchange 
General Insurance 
General Reinsur. Corp 
General Secur. Assur. 


Glens Falls Ins. 
Globe Indemnity 
Government Employees 
Great Amer. Indemnity 
Great Amer. Insurance 


Guarantee Insurance 
Gulf Insurance 
Hanover Fire .. 
Hartford Accident 
Hartford Fire 


Hartford St. Boiler 
Home F. & M. Ins. 


Home Indemnity 


Home Insurance N. \ 


Houston Fire & Cas 


Indemnity Insuranes 
Industrial Indem. Co 
Insur. Co. of N. A, 

Inter-Ocean Reinsur. 


Liverpool & Lon, & GI. 


London Assurance 
London Guar. H. \cc 
Manufacturers’ Cas 
Maryland Casualty 
Mass. Bonding 


Mass. Protective : 
Merchants Fire Assur. 
Metropolitan Casualty 

Milwaukee Insurance 

Monarch Insurance 


Premiums Underw. 
Karned 
$ 18,840 

40,749 

85,532 

14,058 

38,687 


26,006 
20,233 
90,268 
Of )488 

7,162 


47,559 
95,962 
49,304 
A 

7.860 


58,239 


14, 
20,233 
30,129 
142,250 
6,152 


HL 
oo 


mio 

DS NS 
SI Ww UIST Ww 
lUo—to WwW 

ho rn US 


? 


8,964 
16,430 
12,387 
85,082 
28'168 


8,321 

14,631 

18,147 

18,147 ~1,794 
8,368 —1,362 
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Companys 


Motors Ins. Corp 
National Automobile 
National Ben Franklin 
National Casualty 
National Fire 


Natl. Surety N. Y. 
Natl. Union Fire 
New Amsterdam Cas. 
New Hampshire Fire 
Newark Insurances 


Niagara Fire 

N. A. Reinsurance ... 
\. British & Mercantil 
N. River Insurance 
Northeastern Ins. 


Northern .\ssurance 
Northern Insurance 
Northwestern Natl. Cas. 
Northwestern Natl. Ins. 
Ocean Acc. & Guarantee 


hio Casualty 

Ohio Farmers Indemnity 
Old Colony Insurance 
Pacific Employers 
Pacific Fire 


Pacific Indemnity 
Pacific National Fire 
Pearl Assurance 
Peerless Insurance 
Pennsylvania lire 


Philadelphia F. & M. 
Phoenix Assurance 
Phoenix Insurance 
Potomac Insurance 
Preferred Insurance 


Premier Insurance 
Providence Wash. Ins. 
Queen Insurance 


Premiums 
Larned 


26,093 
10,731 
6,049 
18,154 
45,852 


24,902 
25,092 
$5,909 
16,530 


11,011 


32,404 
22,601 
9 033 
18,518 
7.085 


8.056 
22,197 
6,341 
12,025 


14.124 


37,644 
11,247 
11,506 
16,379 

7,842 


23,104 
11,398 
8,368 
10.768 
9814 


12,268 
19,915 
37,757 
15,741 


5 990 
5,197 


16,969 
27,939 


Underw. 


G. or | 


I, 


her 


4()7 
811 
598 


wu 


Sw 


“SJ 


Company 


Reinsurance Corp 
Reliance Insurance 


Republic Insurance 
Resolute Insurance 
Royal Indemnity Co 
Royal Insurance, Ltd 
Safeco Insurance Co. 


St. Paul F. & M 
St. Paul Mercury 
Seaboard Surety 
Security Insurance 
Service Casualty 


Service Fire Insur 
Springfield Fk. & M 
Standard Accident 
Standard Fire 

Standard Insurance 


Star Insurance 
State Farm Insur. 
Stuyvesant Insur. 
Sun Ins. Co. N. Y. 
Sun Insurance Office 


Traders & General 
Transcontinental Ins 
Transport Indemnity 
Travelers Indemnity 
Trinity Universal 


United Pacific Ins. 
United States Cas. 
United States Fid. 
United States Fire 
Westchester Fire 


Western Cas. & 
Western Fire 
World F. & M. .... 
Yorkshire Insurance 
Zurich Insurance 


P 
Premiums Underw. 
Earned (3. or 


283 
470 


153 
69S 
691 
3,997 
1,258 


1.067 
1,830 
20,498 
1,266 
742 


915 
1,929 
474 
88] 


5,208 





In Our 37th* Year of Business, We are Proud to Announce an 
INCREASE IN SERVICE! 


Now, we are extending our Service and Facilities to Reinsurance 
Companies and Reinsurance Brokers . . . in addition to Insurance 
Companies, Agents & Brokers. 


Call or wire us for Unexcelled World-Wide Service! 


* W. Harold Leonhart, President, Entered Business February 13, 1921. 


Loonhart and Company, Inc. 


SOUTH & WATER STREETS SARATOGA 7-3500 


BALTIMORE 3 
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De 


ually good experience on some lines offsets 


Review 


»of near record general business activity 
ight characterize the fire and casualty 


periencing a “rolling adjustment.” Those 


re certainly painfully aware of being 
mld undoubtedly use stronger language 
hight. The current vear marks a low 

s of property-casualty carriers. 

ers considered 1956 a bad vear, things 
1 to worse and 1957 surpassed it. On 
losses on both fire and casualty 
faced with lower security prices. 
<perienced nothing comparable since 
1032 when the combined loss and 


nearly 105° and securities sank 


“convention” rather than market values 


41 


tire 


Rising Loss Cycles 
toward higher losses first) became 
was not until 1956 and 1957 that the 
eir full impact. Virtually all classes of 
ted rising loss cyeles, a most unusual 
Normally, the swings in underwriting 
e various lines do not coincide with 
particularly under multiple line under- 
1] 
perience on other lines. By its very 
id casualty business tends to eyelical 
hich a protitable period for any class of 
s the base for a reduction in rates while 
period brings about higher rates. 
most frequently advanced to explain the 
writing experience are inadequate rates 
lent ratio of insurance to value. These 
include a number of other underlying 


as intense and often unsound competition, 


] 
1 


HT 


rat 


oadened coverage without a correspond 
rates, installment payment of term pre 
commissions on some lines or contracts, 
production, an increase in carelessness, 
flation in claim costs due to rising values 


1 


services, lower purchasing power of 


increased claim. consciousness of the 


concurrently the industry faces cer 
nethods of merchandising. While it has 


lughly competitive business and price 


competition is not new, the orthodox carriers now have 
to cope with thoroughly planned and coordinated mar- 
keting programs designed to reach the new mass market 
and pre-sell the customers via newspaper, magazine, 
billboard, radio, television and direct mail advertising. 
These merchandising schemes have been followed up 
by aggressive selling that has demonstrated that to 
many customers price appeal is stronger than agents’ 
service appeal. The prominent specialty auto under- 
writers now write a very sizeable chunk of presumably 
select: business, some of it on specially tailored rating 
plans and at a lower acquisition cost. Orthodox under- 
writers face a dilemma in that they can neither atford 
to meet competition through the use of inadequate rates 
nor can they afford to price themselves out of the 
market. No matter how it is sliced there are only 100 
cents in the dollar and the road to economic suicide is 
to pay out more than comes in—the present plight of 
the fire and casualty industry. Agency companies must 
face the prospect of cutting over-all costs before they 
have lost their hold on the business. 


Actions on Commissions 

Qf course there is nothing sacred about fixed per- 
centages, it is the final “net” which matters. (sraded 
expenses and commissions have long been the rule on 
large compensation risks. Connecticut recently approved 
a revised filing of auto lability rates for male operators 
under 25 based upon a reduction in the total production 
cost allowance from 25% to 15¢¢. Due to adverse 
experience rates had gotten so high it was felt appro- 
priate to treat acquisition cost the same as public livery 
and long-haul trucking risks which for some time have 
heen on a total production cost loading of 15°. 

The recent automobile liability rate filing by the 
National Bureau in New York included an acquisition 
cost factor of 20% contrasted with the previous 25%. 
\fter the filing was turned down, not on the basis of 
acquisition costloading, some individual companies have 
taken action reducing commissions in New York and, 
unless favorable action on rates is granted following 
the January rate hearing, it is anticipated that other 
companies will follow suit. A joint advisory committee 
of the National Bureau of Casualty Underwriters and 
the Pacific Coast Advisory Association will recommend 
to the Bureau Executive Committee that the production 
cost allowance in California private passenger car bodily 
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and Preview... 


injury and property damage rates for 1958 be reduced 
from 25% to 20%. The same recommendation also will 
be made for Oregon. 

One may well wonder how an industry which is so 
fundamental to our whole economy and which has shown 
such vigor and growth should be confronted suddenly 
with so many problems. Actually some of these prob- 
lems have been building up over a period of years, 
spawned by experimental practices which gradually 
evolved and became a part of the whole complex struc- 
ture. They cannot be reversed over-night because oper- 
ating and rating methods are not sufficiently elastic to 
accommodate rapid change. lurthermore the industry 
was lulled into a false sense of security by the long 
1932 the 
stock fire and casualty companies enjoyed a combined 


period of over-all satisfactory results. Since 
loss and expense ratio below 100% each year until 1956 
and reported statutory underwriting profits except for 
1946 and 1947, 
each passing year and the investment account showed 
a profit except for 1937 and 1946. Dividends to stock- 
holders were kept well within net investment income 


Net investment income increased with 


so the major portion of total earnings was ploughed 
back into the business to finance the six-fold increase 
in volume and to provide a necessary margin of safety 
over the rapidly rising liabilities. It is very fortunate 
that the business as a whole was in sound financial shape 
before the adverse turn in underwriting and investments, 

However, averages submerge the wide differences 
differences that 
are often fundamental to their plan of operation or the 
business underwritten. 


that exist among various companies ; 
classes of The last two years 
have been far from satisfactory for a majority of im- 
portant companies and most of the 
multiple line carriers are reporting 


generally orthodox 
underwriting losses 
greater than indicated by the industry averages. Car- 
riers underwriting a relatively large volume of automo- 
bile liability business have also been hit considerably 
The 
Several 
reinsurance deals, changes in ownership and mergers 
have already been arranged and others are in the offing. 


harder than industry averages might indicate. 
situation is really serious for many carriers. 


Company managements have not been standing idly 
by watching their business deteriorate but corrective 
measures take time to inaugurate and even more time 
to be reflected in operating results. A drive is being 
made seeking a better relationship of insurance to value 


For January, 1958 


and term discounts have been reduced on three and five 
vear policies for fire, inland marine, burglary, glass and 
certain lability coverages. Obviously these changes will 
be retlected slowly. Kate increases have been sought 
and gained in most jurisdictions on unprofitable lines, 
particularly automobile. Because rates must be sup- 
ported by statistical data there is an original lag which 
becomes longer during the period of processing rates 
through the rating and supervisory machinery and then 
is further extended while waiting for outstanding poli- 
cies to expire and to be renewed on the new rate level. 
Thus rates are often already out-of-date by the time 
they are adopted, fall further behind by the time they are 
used and lag even further by the time losses are settled. 
The dollar amounts are now so large that the industry 
cannot afford to rely on rating procedures that are some- 
times unwieldy and do not function quickly enough in 
times of rapid change. The reporting and rating process 
must be further streamlined and simplified to get faster 
action 


Account Selling 


Competition for business and rising overhead costs 
have given added impetus to the new commercial prop- 
erty coverages and other package policies which open 
the door to account selling, automatically reduce admin- 
istrative and sales expense and save time on renewals. 
Combining several coverages in a single policy makes 
sense from a merchandising and management point of 
view in that even small accounts become worth soliciting 
and servicing. Some companies are pushing account sell- 
ing on the installment plan. For example, The Travelers 
Insurance Companies have inaugurated a budget plan 
under which many combinations of family insurance 
premiums may be paid on a monthly basis with one 
check. Under this plan all kinds of insurance are, in 4 
sense, wrapped up in a single package by a single agent 
in a single group of companies and the total insurance 
cost is paid monthly like rent. 

With all state legislatures in regular session, except 
Kentucky, Mississippi and Virgina, and a dozen meeting 
in special session the insurance business had a mountain 
of proposed legislation to face. Compulsory automobile 
liability insurance bills were introduced in thirty-one 
states but enacted in only one, North Carolina which 


(Continued on the next page 





Review and Preview 


will become ettective on June 1. 1958. Unsatistied 
judgment fund bills were introduced in thirteen states 
but enacted only in Maryland, effective June 1, 1959. 
\mendments to existing auto financial responsibility 
laws were enacted in twenty-one states, five of them 
including increased lability limits. 

Kveryone knows that 1957 ranks among the worst 


vears in fire and casualty insurance history. Just how 


had has it been? Where does the industry stand? On 
a basis of preliminary figures and estimates, net pre- 
and 10°% to boost the 
the stock field to almost $834 billion 
The stock 
carriers are expected to report a statutory underwriting 
loss approaching half a billion dollars for the year, 
nearly 6¢¢ of earned premiums. With stocks off about 
15%, most investment accounts are also in the red so 
many surplus accounts reflect considerable shrinkage ; 


nuums advanced by between &8% 
total 


and to about $3 billion in the mutual field. 


volume in 


the first vear since 1946 that aggregate reported surplus 
failed to advance along with constantly rising liabilities. 
Because of investment portfolio changes ona larger than 
usual scale and loss carryback provisions of the Federal 
tax laws it is impossible to estimate the extent of surplus 
shrinkage at this early date closer than between three 
quarters of a billion and one billion dollars for the stock 
carriers. Despite generally lower dividend scales among 
mutual carriers they also show a shrinkage in surplus for 
1957 


Loss Ratio 


Before the final review of loss reserves, customarily 
taken at vear-end, it 1s very difficult to pin-point exactly 
the ratio of losses incurred to earned premiums. Our 
best guess at the moment suggests a rise of 2% to 
would boost the industry-wide loss 
ratio, including loss adjustment expenses, to about 66% 


or O6/ ‘/o. 


] ] 


x I 2 pomts Wilich 


l’xpenses were fractionally lower at just under 
of premiums written so the combined loss and 
expense ratio for the stock industry apparently falls in 
the neighborhood of 103% to 1046-—nearly on a par 
with disastrous 1932 underwriting experience. 


=O 
If “A 


\utomobile insurance is the largest classification of 
business written by the stock companies, aggregating 
nearly $3! 1957—-about 40% of the over-all 
total. It is also causing the greatest trouble and losses. 
Currently automobile bodily injury liability business is 
the mayor headache 


» billion in 


In the last ten vears inflation has 
increased the average claim cost by 8207 and it is still ris- 
ing. Add an increase in claim frequeney, a jump in motor 
vehicle registrations from 37 million to 67 million and 
a substantial increase in the percentage of cars insured 
to outline the basic picture. Premium volume tripled, 
a billion dollars to $1'1% billion, but 


losses shot up even faster so that in the last ten years 


from around halt 


the stock carriers sutfered an estimated underwriting 
around S400 million. The under- 
writers enjoyed a temporary respite in 1953 and 1954 
when the line was modestly in the black but a five point 
jump in loss ratio im f 


line ot 


loss On) t] « 


1955, a further jump of seven 
points in 1956 and a continuation of the same trend in 
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1957 boosted the loss ratio to about 80%, the highest 
it has been since we began the compilation of by-line 
experience in 1923. Part of this grief has been coming 
via assigned risk pools in most of which the experience 
has been simply atrocious. Quite obviously most states 
continue to license wholly unqualified drivers and have 
been too lax in law enforcement, 


Corrective Measures 


Corrective measures have already been taken tighten 
ing underwriting requirements and obtaining rather 
substantial rate increases in almost all jurisdictions. 
In fact, rate changes have been obtained by the National 
Bureau in 47 states and territories with an average 
etfect in those jurisdictions of an increase of 20.2% in 
auto bodily injury liability rates. Based on more recent 
unfavorable experience preparations are now in process 
to file in 25 or 30 jurisdictions seeking additional in- 
creases of up to 30%. There is some slight evidence 
that the swing of the pendulum may be about at its 
peak and poised to start its long return journey toward 
profitable operation. Because of the lag of experience 
behind rates the 1957 changes were retlected only slightly 
in 1957 and the major portion of rate increases which 
will be secured in 1958 will not be reflected until 1959. 
The line will unquestionably still be in the red in 1958 
but less seriously. Volume increased by about 15% in 
1957 and it is expected to continue to rise at a rapid 
pace due primarily to rate increases. Auto property 
damage liability edged into the red in 1956, following 
three reasonably good years, but losses continued to 
mount in 1957 to push the loss ratio to about 70%, 
some five points above the break-even level. 


4 


increased by 7% or 8% 


Volume 
to reach at least $650 million, 
Because of the adverse trend and bad experience rate 
advances averaging 9.27 were secured in 47 jurisdic- 
tions by the Bureau. 

Auto physical damage premiums were up between 
8% and 10% to reach about $1,300 million. Although 
insurance to value is not a problem because premiums 
automatically increase as new car prices rise, the higher 
repair costs and increased accident frequencies are. 
Frequency of losses under the comprehensive portion 
of the coverage is going up faster than on collision. 
With so many garage men encouraging the filing of 
small claims it may be necessary to adopt a deductible 
on comprehensive to keep costs down. The new low 
look with larger windshields, flaring fenders a part of 
the body and higher speeds and horsepower have boosted 
repair costs materially. Repair costs were up some 7% 
on 1957 automobiles compared with 1956 cars which, 
in turn, were higher than 1955 and so on down the line. 
With losses readily ascertained and rapidly settled it is 
possible to gear rate-making procedures to recent ex- 


perience. Loss ratios which were very satisfactory for 


several years began to show signs of serious deteriora- 
tion in 1956 and advanced another five points in 1957 
to put the line slightly in the red for the year. However, 
rate increases secured during 1957 in 42 jurisdictions 
by the National Automobile Underwriting Association, 
are beginning to be reflected in experience and have 
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apparently brought the rising loss ratios to a halt. The 
year 1958 should see the pendulum again swing toward 
the profit side. 

Straight fire business has shown relatively little 
growth in the stock company field for the last several 
years, held in check first by the conversion of term 
premiums to an installment basis, then by lower rates, 
and finally by the diversion of more and more premiums 
to the new package forms. Straight fire premiums ad 
vanced by about $20 million in 1957 to reach about 
$1,350 million. Experience remained remarkably favor 
able through 1954 but in 1955 the loss ratio edged up 
about two points and, gaining momentum, rose six 
points in 1956 to put the line fractionally into the red. 

While the loss ratio may be up a point or so further 
in 1957 there has been evidence of improvement in the 
latter part of the year which would indicate that the 
pendulum may have already started to swing back 
toward the profit side of ledger. The drive for a better 
relationship of insurance to value and the reduction in 
term discounts should bring the line back into the black 
in 1958. Underwriters are becoming cautiously opti- 
mistic. However, with building materials, costs and labor 
up more than 37 since 1950 and still rising, the drive 
for higher insurance to value should be pressed vigor- 
ously. 


Package Policies 


The fastest growing branch of the business is in 
package policies in the homeowners’ field. Volume ad- 
vanced by about one-third to an estimated $300 million 
and shows no signs of slowing down. Something over 
one-third represents straight fire, about a third is in 
allied fire lines and somewhat less than one-third is 
casualty. Total experience has not been too good with 
the combined loss and expense ratio hovering near the 
break-even point in both 1956 and 1957. Many of the 
carriers that increased commissions in their drive for 
business are having second thoughts and are cutting 
back. 

The vear 1957 brought two changes in extended 
coverage experience: The rate of premium increase 
slowed to between 2% and 3% and the line apparently 
just squeezed into the black with a drop of about six 
points in loss ratio. [Experience had been very unsatisfac- 
tory for several years with 1952 the only recent year to 
show a profit. Premium volume in the stock field now 
stands at about $515 million as compared with just over 
$300 million in 1951 and less than $100 million in 1945. 
Introduction of higher rates and the use of mandatory 
deductibles in many territories have helped bring the 
loss ratio under control but more insurance to value is 
needed to place it on a sound basis. Vagaries of weather 
are unpredictable and the line is recognized as the most 
hazardous underwritten, with wide swings in experience 
to he expected. It is essential to have a rate base high 
enough to accumulate profits in good vears to offset 
the inevitable high losses of poor years. 

Inland marine volume advanced modestly in 1957 to 
reach approximately $520 million in the stock company 
field despite diversion of considerable personal property 
floater business to dwelling and other package forms. 
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The pendulum of inland marine experience reached a 
profit margin of better than nine points in 1953 only to 
fall back in each succeeding year, passing the break-even 
point in 1955 and going into the red by 41% points in 
1956. Losses moved higher in 1957 but at a slower rate 
Tighter underwriting, higher rates and reduced com 
missions in some areas should improve 1958 results. 


Ocean Marine Experience 


The world merchant fleet reached an all-time high 
of more than 110 million gross tons in 1957 with ship- 
vards building at a record peacetime pace. Competition 
remained keen but despite slightly lower cargo rates 
volume moved ahead. Cargo underwriters encountered 
the usual handling losses and faced new problems with 
the development of bulk shipments and the use of loaded 
truck trailers paralleling the “piggv-back” railroad oper 
ations. While there were no spectacular hull losses of 
the magnitude of the Andrea Doria, hull underwriters 
faced a steady increase in cost of repairs that in many 
instances had been deferred by over-employment of the 
Some of the tankers under 
construction may require insurance exceeding $25 mil- 


vessels, new super now 
lion per vessel and tax market capacity while additional 
problems will be presented by nuclear powered ships 
The expensive offshore drilling rigs in the Gulf of 
Mexico have already presented some serious losses and 
With both 
imports and exports at a lower level and some laying 
up of ships the rise in premium volume has halted. 
Complete experience is available on crop hail insur- 
ance because the season is already closed. Statistics 
compiled by the Crop-Hail Insurance Actuarial Associa- 
tion indicate an increase in volume of better than 25% 


require careful attention of underwriters. 


and a slight decrease in losses which knocked seventeen 
points off the record high 1956 ratio bringing it down 
to 63.3%, just under the break-even level for most 
carriers. Association members reported premiums of 
nearly $70 million. 

Workmen's compensation premium volume continued 
to forge ahead with rising wages and virtually full em- 
ployment. Premiums were up nearly 10% in 1957 to 
approach $800 million in the stock company field. Profit 
margins have been narrowing since 1954 and the loss 
ratio may have risen by as much as three points in 1957 
to above 70%. This would leave the line modestly in 
the black for most carriers as expenses are low. A new 
basis for payroll audits coupled with rate adjustments 
should lead to better results in 1958. 


General Liability 


Miscellaneous bodily injury lability, often termed 
general liability, continued to forge ahead at a rate of 
about 10% to reach an estimated $475 million in 1957 
for the stock carriers. After pulling out of the red in 
1953 it showed slight improvement in each succeeding 
vear until by 1956 it developed a profit margin of better 
than 50%. This was lost in 1957 by a jump of some five 


points in loss ratio. Rate increases and the reduction 


in term discounts on policies written for more than one 
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imsuranee stock trends 


fundamental economic reasons that cause other stocks 


bicep E SHARES fluctuate in price for the same 
to move and, over a period of vears, have kept pace with 
he rise and fall 


running ahead 


t in the general stock market, sometimes 
After 


leadership several times in the Thirties and 


of it and sometimes following it. 
swapping 
Forties, insurance shares again forged into the lead in 
the last quarter of 1953, because of excellent underwrit- 
ing earnings and increased dividends, only to sell off as 
1954. 
recove red nice lv to close the vear 1954 virtually in step 


a result of hurricane losses in the fall of They 
with the general market and kept pace in the first half 
of 1955. Then the two parted company and have not 


been on speaking terms since. 


Drifted Downward 


\fter making an all-time high in June, 1955 insurance 
shares drifted downward while the general market con- 
tinued to climb. Closing quotations at the end of 1955 
found the fire and casualty shares up only 2% for the 
27%. In 


general market was frozen in a_ relatively 


vear, while the general market was up about 
1950 the 
narrow trading range with gains and losses never more 
than 10°. It closed the year up about 3% but insurance 
shares, reflecting the disappointing underwriting returns 
and depreciation in bond portfolios, drifted lower to 


close 1956 down 13%. The vear 1957 saw the general 
market approach its all time high in July only to decline 
precipitately in tl 


Insurance sl 


e fall and close the vear off some 15%. 
had a somewhat smaller rise and, after 

in October and November, rallied 
e vear off some 8% which still leaves 


ares 


falling to lows 


new 
modestly to close t] 


fire and casualty shares at a discount of more than 
© from the level of the general stock market. 


\s pointed out in Review and Preview the year 1957 
marked a low point in the fortunes of property-casualty 
t] 


carriers with virtually all major classes of business re- 


porting rising loss cvcles and many investment accounts 


he red because of lower stock prices. The severity 


e impact has already brought counter measures. 
ave reviewed and improved operating 
pend 


nost of which have not vet been retlected 


ulum of rising losses inaugurated 
experience, Term discounts were re- 
issions lowered on some classes in high 


While 


more rapidly effectiy 


rated territories these counter measures will be 


ve on some lines than on others there 


is evidence of | that the 


will be 
but with improving loss ratios on the major lines 


worst has passed and 1958 
vear, still in 


a better 


the red for many carriers 


18 


At Discounted Levels 


Fire and casualty shares are not only historically low 
in relation to the general market but at discounted levels 
with respect to net worth and yield. Most fire and casu 
altv shares are selling substantially below estimated liq- 
uidating value and many even below book value. Yield 
on insurance shares 1s normally low because companies 
customarily keep cash dividends to stockholders well 
within net investment income and retain in the business 
all other earnings from either investments or underwrit- 
ing. The decline in market value of insurance shares has 
unproved vield at current prices to the highest level in at 
least fifteen vears. Moreover, dividends are expected to 
be maintained by most carriers in view of rising invest 
ment imcome, and the expectation of improved under- 
writing results. Market prices of many fire and casualty 
stocks are less than ten times net investment income, giv- 
ing little or no weight to potential future earnings from 
underwriting. When these earnings materialize many 
companies will be able to carry them to net profits in 
view of loss carry-forward provisions of the Federal in- 
In addition many carriers have sub- 
stantially increased their holdings of tax exempt bonds. 


come tax laws. 


At current levels well selected fire and casualty stocks 
appear attractive for medium and long term investment. 


A Twenty-four Month Comparison 


\ monthly comparison for the last twenty four months 
of Best’s Insurance Stock Index and the index com 
piled by Standard & Poor appears on page 4 with year 
end closing quotations of all actively traded insurance 
stocks on page 5. A detailed table of price trends for 
a period of years of stocks of 55 insurance companies 
appears on pages 126 and 127. 


30 Fire 90 
& Cas. Stocks 


30 Fire 90 
& Cas. Stocks 


Year Year 


1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 


48.6 
70.7 
100.3 
98.3 
71.9 
87.1 
93.5 
94.2 
91.5 
92.5 
100.6 
103.0 
123.5 


80.2 
75.4 
106.7 
136.4 
83.7 
104.9 
7:2 
84.0 
69.0 
77.6 
92.7 
105.5 
137.8 


1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 


108.7 
108.5 
124.5 
151.5 
162.5 
165.9 
204.2 
208.5 
284.0 
290.8 
252.2 
240.0 


121.5 
119.3 
119.4 
133.1 
162.1 
188.8 
211.0 
197.0 
285.7 
361.1 
370.6 
*40.0 


The index of 90 stocks is based on Standard & 
indexes of 50 industrial, 20 railroad and 20 public 
The 90 stocks and the 30 fire 

* New index of 500 stocks 


Poor's daily stock price 
utility stocks combined 
and casualty stocks were at 100 in June, 1944 
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THESE 
AMERICANS 
AND 
800,000 
OTHERS 
ARE 


Alive today . . . because they went to their doctors in time! 
CANCER Every year more and more Americans are being cured of 
cancer. But the tragic fact, our doctors tell us, is that every 
sixth cancer death is a needless death. So many people just 
don’t consult their doctors when the disease is in its early... 
and therefore more curable . . . stage. 
Let’s give our doctors a chance to head off cancer in time! 
Form the life-saving habit of a head-to-toe health checkup 
once a year. For men, this should include a chest x-ray; for 
women, a pelvic examination. 
Make ita habit... for life. 


AMERICAN CANCER SOCIETY % 
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Review and Preview—from page |7 

vear are expected to halt any further deterioration in 

experience and head the line toward profits again. 
Fidelity. premium volume showed approximately a 

? 


30°C increase over 1956 in written preniums, due to 


The Actively-traded 
Market In 
INSURANCE STOCKS 


is covered in detail 


many three vear fidelity bonds being renewed or con- 
tinued in 1957. This boosted fidelity premiums in the 
stock field above $90 million. The combined loss and 
expense ratio showed some improvement as compared 


to the 93° recorded in 1956 but statutory underwriting 
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results were substantially reduced due to prepaid ex- 
penses on the bulge in volume. In the surety lines, there 
was a7‘ to 8% increase in written premiums to about 
$170 million due to continued expansion of the bonded 
public construction program. The incurred-earned loss 
ratio remained near the 40.5% level of 1956 due to 
salvage recovery on losses of prior years rather than to 
any abatement of the competitive situation in the con- 
tracting industry which is still in the grip of the tight- 
money market. Statutory underwriting results for most 
carriers were close to the break-even point or profits 
were nominal, 

Accident and health business forged ahead again at a 
rate of better than 10% to approach $4 billion in 1957 
of which nearly $050 million was underwritten by stock 
fire and casualty carriers and at least half that figure 
by the mutual fire and casualty companies. Life insur- 
ance companies now write three-quarters of all accident 
and health business and have made rapid strides in 
group coverages, particularly major medical and hos- 
pitalization. Inflation pushed up loss costs in 1956 and 
gave them an additional boost in 1957, particularly on 
those coverages embracing hospital costs which have 
been rising at a rate of about 5% per vear. Profit 
margins remain satisfactory on individual business but 
approach the vanishing point on group. 


Summary 


While in 1956 companies writing predominantly fire 
lines did not fare as well as those writing general cas- 
ualty business, in 1957 the reverse was true and carriers 
with any volume of auto lability business were particu- 
larly hard hit. Furthermore improvement is expected 
to come more rapidly in the property classes than in 
third party liability business. However, any downturn 
in our over-all economy sufficient to halt the inflationary 
forces which have resulted in spiraling claim costs would 
give the carriers a welcome breathing spell. Volume 
of premiums is expected to advance in 1958, spurred 
on by higher rates on a number of lines. Expenses, 
which declined fractionally on the higher 1957 volume 
of business, may continue to move fractionally lower in 
1958. Companies withstood the adversities of 1956 and 
the deluge of 1957 in admirable fashion and maintained 
a market under the most trying circumstances. The 
industry has generally won the confidence of the whole 
country in its integritv and its capacity for valuable 
service. There is evidence of hope that the worst has 
passed and 1958 will be a better year—at least a less 
unsatisfactory year—still in the red for many carriers 
but with improving loss ratios on the major lines. 
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THOMAS P. WEIL,* 
and HENRY M. PARRISH, M.D.** 


HE PREVENTION OF ACCIDENTS 

4 een hospital patients must be 
based on facts—scientific facts which 
can be measured and evaluated. If 
the incidence of patient accidents is 
minimized, the number of claims and 
the premium costs to the hospital will 
be reduced, and unsavory publicity 
will be avoided. Since the insurance 
carrier spends a considerable sum of 
money each year for accident preven- 
tion programs, it would appear im- 
portant to determine when, where, 
why, and how these incidents occur. 
We suggest the epidemiological 
(medical science treating of epi- 
demics) approach to study patient 
accidents, since it has been used ef- 
fectively to determine causes of acci- 
dents occurring on highways, in in- 
dustry, among college students, and 
in the home. Patient accidents in 
hospitals result from an interaction 
of the host (the patient), the envi- 
ronment (hospital surroundings), 
and the agent (drugs, hot water bot- 


tle, etc.). Epidemiology attempts to 


* Administrative Resident and S. S. Goldwater 
Fellow in Hospital Administration, Mount Sinai 
Hospital, New York, N. Y.: B.A., Union College 
Graduate Student in Hospital Administration, 
Yale University, New Haven, Connecticut 

** Fellow in Evidemiology, Graduate School of 
Public Health, University of Pittsburgh, Pitts- 
burgh, Penn.: B.S., Wake Forest College: M.D., 
University of Pennsylvania; M.P.H., Yale Uni- 
versity 
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Hospital 


Patient 


Accidents 


define these causative host, agent, 
and environmental factors. Logical 
programs for prevention can only be 
designed after studying and utilizing 
these facts of why, where, when, and 
how these accidents occur. 

During the calendar years 1954— 
1956 there were 2,036 accidents at 
the Mount Hospital (New 
York City), which were used as the 


Sinai 


basis of this study. An accident is 
defined to include any sudden and 
unexpected event which may, and 
usually does, produce an injury to a 
person. 


A Captive Population 


The fact that patients in a hospital 
are a captive population (the period 
of risk being from the time of ad- 
mission to the time of discharge) 
makes them a rather interesting 
group to study. It is extremely im- 
portant to relate the patient-accident 
population to the general hospital 
population, since it would be rela- 
tively unmeaningful to say that 75% 
of the accidents occur among those 
over 50 vears of age without con- 
sidering how many patients in that 
age group were exposed to the pos- 
sibility of having an accident. 

The 2,036 patient 
Mount 


admissions or 


accidents at 


Sinai were among 70,048 
incidence 
rate of 28.5 per 1,000 patients ad- 


mitted to the hospital. This 


an annual 


rate 


compares favorably with the findings 
at the University of Illinois Hos- 
pitals and a study of a group of 
British hospitals. We have estimated 
that there are between 300,000 and 
550,000 patient accidents each year 
in hospitals throughout the United 
States. 

That accidents frequently occur 
among patients in the hospital is not 
surprising when one considers that 
accidents are the leading cause of 
death among persons from 1 to 35 
vears of age and the fourth leading 
cause of death among persons of all 
ages, 

The insurance underwriters often 
have raised the question, is age a fac- 
tor in accidents? When one con- 
siders the rate per 10,000 days of 
patient exposure, which is more sig- 
nificant since it considers the length 
of time a group of patients are ex- 
posed to the chance of having an 
accident, the very young and old 
were found to have the highest acci- 
dent rates at Mount Sinai. However, 
accidents among these age groups 
are not as prominent as earlier in- 
vestigators seemed to indicate. 

One would expect that pediatric, 
mental, and chronic disease hospitals 
would have a higher incident rate 
than general hospitals. Also, city 
hospitals, since they generally have 
a greater percentage of older pa- 
tients, should also have a higher ac- 


im 


Continued on the next paae) 





Patient Accidents—Continued 
cident rate than voluntary hospitals. 
Additional research is necessary to 
determine these rates among differ- 
ent types of hospitals, to find the 
major causes of accidents in each 
type, to establish equitable premiums, 
and, then, to place greater emphasis 
on those areas where a program of 
accident prevention would be the 
most useful 
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The problem of the fragile male 
is being studied further by W. T. 
Sowder, since he reported earlier 
that males succumb to most diseases, 
including accidents, earlier and more 
readily than females. The study at 
Mount Sinai Hospital substantiates 
this point, since among males there 
were 45.6 accidents per 1,000 admis- 
sions as compared to a rate of 19.1 
per 1,000 among females. 

Is there a significant difference in 
the incidence of patient accidents 
among ward patients as compared to 
semi-private, private, and obstetrical 
patients? Ward and_ semi-private 
patients were found to have approxi- 
mately three times as many accidents 
per 1,000 admissions as private and 
obstetrical patients. The factors that 
may account for this difference are 
the following: (1) physical facilities 
in the non-ward areas are superior 
(i.e. beds in the private and matern- 
ity pavilions have the hi-low feature 
and have easily attachable side rails, 
while those on the wards and in the 
semi-private pavilion are the old, 
conventional, iron-rod beds); (2) 
the longer length of stay of the semi- 
private and ward patient; (3) the 
amount of nursing care; and (4) 
non-ward patients more often have 
private duty nurses. 

Fortunately, 85°% of the patients 
having an accident resulted in no 
detectable or slight injury, and less 
than 5°% resulted in a serious injury 
or death. Since with each accident 
there is the potential threat of a seri- 
ous injury and an insurance liability 
claim, every effort should be made to 
minimize the number of accidents. 

Sixty-five per cent of all patient 
accidents occur in the patient’s room 
or in a ward within a ten foot radius 
of the patient’s bed. Less frequently 
accidents occur in the bathroom, 
hallway, out-patient department, x- 
ray, and the emergency room. Ad- 
ditional research is needed to study 
the role of the hospital bed and its 
related equipment in accidentogensis, 
so that many accidents can be pre- 
vented, 

It is not surprising that falls were 
by far the most common type of 
patient accident. In our earlier 
study of 614 patient accidents, 106 
of the 283 falls from bed occurred 
while bedrails were in place. One 
must therefore assume that cur- 
rently used bedrails are poorly de- 


signed or additional restraints on 
these patients are required. As far 
as safety is concerned, the ideal in- 
stallation would be to have motorized 
hi-low beds, the bed being lowered 
(especially when bedrails are ap- 
plied), unless the nurse or other 
hospital personnel are attending the 
patient. There is no doubt that the 
conventional iron-rod beds are too 
high when the patient is fully am- 
bulatory. Many accidents at the 
bedside could be prevented by 
lowering the bed height and thereby 
eliminating the necessity for foot- 
stools and bedside chairs. 

The patient’s disease was found to 
be a great factor in his susceptibility 
to accidents. In the study at Mount 
Sinai Hospital, approximately 30% 
of all accident victims had some im- 
pairment of their neuromuscular and 
skeletal system, while only 8% were 
found in the general population. 
This finding suggests that these pa- 
tients should be very closely watched 
by the nurse and other hospital per- 
sonnel. 

The accident prone individual 
described in studies of highway ac- 
cidents, also was found in the hos- 
pital patient accident population. 
One hundred and ninety-nine pa- 
tients (9.7%) had 474 (23.3%) of 
the 2,036 accidents studied. Pa- 
tients with neurological, neurosurg- 
ical and psychiatric conditions, and 
those over sixty years of age showed 
accident proneness, 


Emotional Condition 


The mental and emotional condi- 
tion of the patient was found to be 
a factor in patient accidents. Al- 
though at any given time about 5% 
of the general hospital population 
are confused or irrational, about 50% 
of the accident group had some al- 
teration of their mental or emotional 
make-up at the time of the accident. 
Quite surprisingly, we found that 
sedatives, narcotics, stimulants, and 
other drugs were not a significant 
factor in patient accidents. 

Hospital personnel and physical 
equipment rather infrequently con- 
tribute in any way to patient acci- 
dents. In an earlier study of 614 
patient accidents, in only 29 cases 
was there any evidence of the psys- 
ical equipment contributing or in- 
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volved in the accident and in only 
30 instances were hospital personnel 
even partially responsible for the 
accident. Since hospital personnel 
realize that serious liability is in- 
volved in these incidents, accidents 
caused by hospital personnel and 
equipment probably are under-re- 
ported, 

With hospital insurance — pre- 
mitms continually rising, the Cali- 
fornia Hospital Association during 
1954 assembled all the incident re- 
ports of its member hospitals, irres- 
pective of the seriousness or possible 
liability, hoping to obtain some ac- 
tuarial information to start a new 
group insurance company. Actually 
there has been little data available 
on the incidence of patient accidents 
and information on how expensive 
patient accidents are. 

Of the 2,036 patient accidents at 
Mount Sinai Hospital during 1954 
1956, only 37 cases to date ( Novem- 
ber 1957) have resulted in claims 
against the hospital. 
these claims have been settled and 
the remaining twenty the 
process of litigation or negotiation. 
with the 
experience of the California Hos- 
pital Association where 2,418 inci- 
dents were reported, 23 claims were 
paid to date ( March 31, 1955), and 
27 were open or in litigation. It is 
fortunate that only between 2 and 
3% of the incidents result in claims 
against the hospital. 

The reserves or settlement on the 
37 cases at Mount Sinai Hospital 
is $314,845. Fortunately, only 13 
claims for a total of $73,937 resulted 
from patient falls (83.50 of the 
patient accidents ). 

Cases of negligence on part of the 
hospital’s employees, although rather 
infrequent (5.1%), are extremely 
costly. Although there were only 16 
claims where acts of the hospital's 


are in 


This compares favorably 


employees were alleged in some way 
to contribute to the accident, the 
estimated cost for these few  inci- 
dents is $230,222. Many accidents 
involving hospital personnel are due 
to carelessness and are definitely 
controllable. With many more state 
courts now deciding in favor of the 
plaintiff and ruling against the in- 
terests of the hospital, the value of 
accident prevention based on facts 
can not be over-emphasized. 

A safety committee composed of 


For January, 1958 


Seventeen of 
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members of the hospital's adminis- 
trative staff, the house- 
heeper, the plant engineer, the in- 


executive 


surance liability clerk, nursing su- 
pervisors, and representatives of the 
insurance should meet at 
least monthly and discuss methods 


carrier 


of accident prevention. Such a com- 
mittee meets each month at Mount 
Sinai Hospital and follows the out- 
line of the American Hospital Asso- 
ciation’s Hospital Safety Manual. 
After determining the basic accident 


pattern of the particular hospital, 
one should be able to pin-point those 
committee 
should place most of its emphasis. 


areas where the safety 


An accident prevention program 
should be based on facts. Accidents 
that occur frequently in one hospital 
may be practically non-existent in 
another institution. The epidemiolog- 
ical method of studying accidents 
appears to be an orderly method to 
determine where, how, when, and 
why patient accidents occur, 





W here 


are granted. In effect, they have 
to lose money for a considerable 
period of time before an increase in 
rates is granted, and then the in- 
crease is generally less than was re- 
quested, Of course this 1s not true 
in all cases, as [T shall explain later, 
But let us consider for a moment 
the greatest cause of loss to casu- 
HUGH D. COMBS States, with the usual lag in secur 
Executive Vice President Ing compensatory rates. The fire 

U. S. Fidelity and Guaranty Co. business, good over the years, suf 


alty insurance companies personal 
injury by automobile. Just as soon 
as an automobile accident occurs in- 
fered from the vindictiveness of — volving injuries, an insurance com- 
hurricanes and tornadoes, pany has a lability to purchase a 
commodity. They are buying to 
osperity. unparal : ; 


of our country, Who is at Fault? 


companies have 


protect their insured in accordance 
with the terms of their contract. The 
The question people most often commodity is the claim or the law- 


subsistimg ask when a bad situation arises, 9 Stut arising from personal injury. 


either political or financial, is: who An injured person is entitled, Dy 
is at fault? | have heard many law, to repayment for his damages 


sur reasons given: among them it 1s | where there has been negligence on 

IOS of said there is too much competition the part of another person and no 
produced an 
casualty stock — the policies. But, of course, the Included in the damages, of course, 
000,000, The pres- principal cause of the trouble is the are all the attendant expenses inci- 
vreat demon “intlation.” It is a dental to it. The defendant must 

eighteen wonderful feeling to get a raise and compensate the injured person for 

han $20, 


and rate-cutting, too many frills on contributory negligence on his part. 


that results in 


have a little more money than the what is known as “pain and suffer- 
vinjury next fellow; but he is just as smart ing.” A few vears ago this was a 
lerwriting as you are, so, pretty soon, he asks comparatively harmless phrase, so 
for a larger raise than vou received. — far as the defendant was concerned ; 
Then the price of raw materials — but, today, we have lawyers who are 
Pen eae ye goes up and the cost of everything adept at portraying the agomies of 
vou buy follows. “pain and suffering” which have 
experience when Unregulated industries, con been and must be endured for all 
nt on some lines — fronted by higher wages and costs, time to come. These lawyers have 
ults when others immediately increase the prices of | learned to evaluate this “pain and 
ave had to their products; but regulated in- — suffering’ on an hourly and a daily 
number of — dustries, such as power and gas — basis, and on into the future for as 
errilic eX companies, telephone companies, long as a printed list, known as the 
nd bank — railroads, and, of course, the insur life-expectaney — tables, speculates 
ance companies, have to justify their that the injured person may live. 
requests for commensurate 1m The items of expense for hospital 


creases in rates before any increases — rooms, medical care, doctors’ bills, 
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Are We Going: 


and the cost of drugs and medicines, 


of course, have multiplied many 


times. At the same time, wages are 
higher than they have ever been in 
history. The net result is that, in 
New York City for example, while 
verdict in 1940 
$3,000, in 1956 it had jumped to 
$11,500! 

When you read in the paper that 
there were 40,000 people killed by 
automobiles in 1956, bear in mind 
that, in addition, there were 2,308,- 
OOO persons injured. 
ies were of 


the average was 


These injur- 
varving degrees, but 
they all required attention, and im 
most cases, a settlement had to be 
made. The cost of settlement was, 
in part, dictated by the high verdicts 
which were proper, but the danger 
verdicts factor 
which had to be taken into consid- 
eration by the claim adjusters. Ad- 
justers are a calm and well-trained 


of excessive was a 


group of men: they are seldom pan 
icked into making settlements. They 
would be more than human, how- 
ever, if they did not have a certain 
amount of trepidation, not to say 
fear, because they do not want to 
be confronted with an excessive ver- 
dict. 


Proper Settlements 


Frequently lay observers com- 
ment 


run,” 


of course, after the “race is 
after the case is settled! 

that too much was paid in settle- 
ment. But the critic is in no position 
to consider all the facts which sur 
round the settlement, facts which 
were known to the adjuster. Claim 
men have been performing a Her 
culean task: they are well-educated, 
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honest men, and | am sure that, by 
and large, the settlements they make 
are proper under the circumstances. 

To compare the settlement-cost of 
an injury or death case today with 
the costs ten vears ago is equivalent 
to talking about the five-cent loaf of 
bread which today costs 25 cents, or 
the price of pork chops, which my 
wife told me the other day used to 
cost 35 cents a pound but which to 
day cost $1.10. 

\gain, when people 
about the increased cost of casualty 
insurance, they forget that all pol- 


complain 


cies grant more coverage-pre tection 
The auto- 
mobile policy, for instance, bears no 


today than ever before. 


relationship whatsoever to the ori- 
ginal policy issued many vears ago. 
It has been said that the companies 
have added too many “frills” to the 
policies. This may be true, but the 
agents demanded them, swayed un 
doubtedly by the 
public. 


demands of the 
Most of this added protec- 
tion was necessary. Some of it un- 
doubtedly was the result of compe 
tition. In some cases, the competi 
tion was inexperienced. 

Again, there are conditions other 
and intla- 
tion threatening the agencies and 
the companies. We are in competi- 
tion with cut-raters and direct-sell- 


than accident-frequency 


ers who claim they can eliminate 
our red tape and do away with the 
agent. They offer insurance which 
is printed the same as our policies 
at a price well below what stock 
companies have found necessary to 
charge. They claim they can select 
only safe automobile drivers, and 
can apply revolutionary cost-cutting 
methods in issuing policies. 


The fact of the matter is that the 


selection of drivers and their fan 
thes who will not be involved in one 
Way or another in accidents is a 


most difficult feat. Men, with vears 


of experience, will tell vou that this 
is impossible. Even the most care 
ful driver may become involved in 
an accident. Many times he is sure 
that he was not negligent. But after 
the jury has listened to the evidence 
which sometimes bears no relation 
ship to the true facts, if serious in 
juries are involved, experience dic 
that 


verdict for 


tates there is likely to be a 
the plaintiff, 


There are, of course, many defend 


injured 


ants’ verdicts in proper cases. How 
ever, the cost of defense alone is a 
very substantial sum for the insut 
ance carrier to pay. 

Again, if there are revolutionary 
cost-cutting methods, is it not ob 
vious that stock companies have men 
in their organizations smart enough 
to use these methods ? 


Deceiving Themselves 


The fact of the matter is, in my 
opinion, that there are 
today undercutting 
product that are 


selves because of the 


companmtes 
our quality 

them 
rising volume 


deceiving 


of premiums. Perhaps their claims 


have not yet caught up with them! 
In many cases there are too many 
lawsuits pending, and there is bound 


to come a time when these cases 


must be disposed of. 


It is a known fact that in recent 
vears unsettled cases have increased 


in cost by at least 54% a vear. There 


cost ¢ yf 


must be added to this the 


Continued on +} next { 
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Where Are We Going?—Continued 


servicing these cases until they are 
settled, as the substantial 
sums which must be paid to the 
lawyers) who 


well as 
are handling them. 
While there is a margin between the 
expense ratio of the agency and the 
non-ageney company, it is not as 
large as people might he led to be- 
heve, for producers must be paid, by 
whatever called, 


There is no margin in the loss ratio. 


name they are 
Juries are no respecters of persons, 
and the same price must be paid in 
settlement or in jury verdicts by all 
companies, and the loss-ratio figures 
prove this. 


What Can We Do? 
We are with the facts. It 


is useless to attempt to place the 
blame. 


faced 
The question is: what can 
we do about it, and where are we 
\Ve the 
casualty insurance business in which 
the “fittest” will survive. The “tfit- 
test” agent will be the one who is 
up to date in his knowledge of the 
business, who takes pains with his 


going 7 are moan era in 


underwriting, who is sure that his 
client knows what he wants to pur- 
chase and what he has purchased, so 
that all sources of misunderstanding 
concerning underwriting will be 
eliminated. The “fittest” agent will 
be the one who retains the confi- 
dence of his companies so that they 
are sure he will not place with them 
a policy which he would not place 
with someone else. 

The “fittest” insurance compan- 
ies will be those who manage their 
affairs and the price they charge for 
their policies so that a reasonable 
profit will be made in order that 
they may stay in business. At the 
same time these companies will 
never forget that they are charged 
with a public interest. They will 
deal fairly with the public, with the 
agent, and with his client, and, in 
turn, they will expect fairness. They 
will settle all proper claims promptly 
and at a fair figure. They will at 
all times do the right and proper 
thing, and not merely comply with 
the harsh letter of the law. 

There will always be need for the 
trained, independent 
agent. The placing of insurance is 
an involved and complicated busi- 


professional, 


ness. It is a job for a professional 
who devotes all his time to it. Busi- 
ness men have neither the time nor 
the inclination to study policies to 
be sure that they have correct cov 
erages. Properly approached, they 
are glad to turn over the job of de- 
termining all their insurance needs 
to an agent, if won their 
confidence and proved they can rely 
on his judgment. 


he has 


The captive agent or solicitor, of 
course, represents the interests of 
the company he serves exclusively. 
Where there is a diversity of inter- 
the company and_ the 
insured, obviously the decision will 
favor the employer at the expense 
of the customer. Furthermore, this 
man is trained to sell only one or 


est between 


two kinds of policies, piecemeal, and 
without regard to the complete needs 
of the insured. 

(dn the other hand, the indepen- 
dent insurance agent has no em- 
plover: his only duty to the insur- 
ance company he selects is to deal 
fairly and honestly, making known 
to the company in which he places 
his business all conditions entering 
into the contract. The independent 
agent is concerned with taking care 
of the interests of his own client and 
with furnishing real and_ sincere 
service to him, 

Insurance coverage is not static: 
it is changed by new decisions, new 
inventions, and, of course, by the 
effect of inflation, There is hardly 
a policy which should be renewed 
without a restudy of the entire sit- 
uation affecting the affairs of the 
insured. If a clerk in an agent’s 
office sends out renewals automati- 
cally, without a survey of all the 
needs of the client, the client’s inter- 
ests are bound to suffer. It will not 
be too long before some enterprising 
voung fellow, who is still “hungry,” 
takes the line away from the com- 
placent agent who has it. The con- 
scientious insurance agent has no 
easy task today. He has to work 
hard. has said that if 
agents worked just half as hard as 
the one-shot specialty salesmen are 
compelled to do, they would not 
only double their incomes but they 
would have 


Someone 


satisfied clients. 

The time has gone by when insur- 
ance could be sold to the members 
of the agent’s church, or lodge, or to 
his personal friends and acquaint- 


more 
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ances, and no questions were asked. 
The public is being informed 
through all media that it can buy 
cheaper insurance than the stock- 
company agent is selling. Today, 
the agent must have more than per- 
sonality. He must convince his 
prospective and his present custom- 
ers that he is selling a better-quality 
product, and that along with it goes 
his knowledge of the insurance busi- 
ness, and along with that goes his 
personal service whenever it is 
needed, 

But it is not sufficient merely to 
use the hackneyed word “service.” 
“Service” must have a real mean- 
ing. It is astonishing how the mes- 
sage passes from person-to-person : 
“John Doe knows his business; he 
went over all my policies and 
straightened them out for me; when 
| had a claim he was right there to 
take care of it.” This kind of adver- 
tising is far more important than the 
printed word, although the printed 
word, indeed, has its uses in telling 
the public about the service you ren- 
der. But, in the final analysis, deeds, 


and not words, count in any busi- 


ness. 


Take Action 


The National Association of In- 
surance Agents, by its adoption of 
a national advertising program, has 
demonstrated that agents mean to 
take effective action to tell the pub- 
lic the value of their services. In 
this advertising, the public is given 
sound, factual reasons why they 
should buy their insurance through 
an independent agent, and = are 
told in words which “he who runs 
may read.” Every independent 
agent should contribute his fair 
share to the cost of this national 
campaign which will improve his 
public relations, decrease competi- 
tion, and add to his fair and reason- 
able profit. 

Faced with competition of all 
kinds, there still are agents who are, 
in effect, “serving God and mam- 
mon.” The Bible savs: “No man 
may serve two masters: for he will 
hate the one, and love the other; or 
else he will hold to the one, and de- 
spise the other.” This thought ap- 
plies forcibly today in the insurance 
business. There are agents who are 

(Continued on page 44) 
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ULTIPLE LINE UNDERWRITING 
Mi do tor the insurance busi- 
what diversification has done 
The 
single line factory and store rapidly 
are becoming rare in American busi- 


ness 


for commerce and industry. 


ness. Industry today shows such 
combinations as a camera company 
that is a large manufacturer of chem 
icals; a company whose principal 
business for many years was explo 
sives that is now principally a chem- 
ical = and 


another company that manufactures 


textile © manufacturer ; 
typewriters, electric shavers, and op- 
erates a tremendous computer busi- 
ness; a steel company that owns a 
cement company; and another com- 
pany that among its vast operations 
makes tooth powder and operates a 
radio station. 
of vesterday is a department store 


The dry goods store 
today. 


Diversification Important 


Insurance company executives 
when considering the purchase of 
industrial stocks or bonds believe 
that an important factor in the stabil- 
itv of an industrial concern is diver- 
sification of its pre xlucts and markets. 
The single line manufacturer is sub 


ject to market fluctuations, whereas 
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the diversified operation can more 
easily maintain a steady level of pro 
duction and profits. 

Those who live in farming com- 
munities understand the advantages 
of diversification on the farm. When 
hog prices are down, prices for cat 
tle may be up. In some years the 
corn farmer may tind that he ean 
make more money 
and pork, 


whereas in other years he can make 


by feeding his 
corn to hogs selling 
a greater profit by selling the corn 
itself. If the doesn't 
raise hogs, he is stuck with the state 
of the 

Diversification in the 


corn farmer 
corn market. 

surance 
business is not new, but the means 
The 


mechanics of diversifying prior to 


of diversifying have changed. 


the multiple line laws was to operate 
a fire company and a casualty com 
pany as a fleet, and write various 
lines of insurance in the two com 
panies. ‘Today, only a single com 


pany is needed to accomplish the 
same thing. 

Our present difficulties with mul- 
tiple line underwriting are brought 
about by two things. First, the com 
ination of fire and casualty cover 
ages into a single policy makes it 
desirable to have underwriters who 
are capable of underwriting the en 
tire coverage, instead of using sepa- 
rate fire and casualty underwriters 
as was the practice a few vears ago, 


The second difficulty arises from 


the fact that there 
broadening ot coverage dur 


past few vears. The facility wi 

which a multiple line policy may be 
written to cover practically any haz 
ard 


business to 


has encouraged the insurance 


write broader and 


broader policies. In some cases the 
losses outpaced the 


prem 


though in general the bad loss experi 
ence of the past couple of vears has 
come from traditional lines of in 
surance in which the loss patterns 
changed more rapidly than had been 


anticipated. 


Diversification of products 





All Insurance Companies are the same 
But P.N. is different 


All Insurance Companies are the same 
But P.N. is progressive 


All Insurance Companies are the same 
} But P.N. is profitable for 
: producers 








And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group 
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Multiple Line—Continued 


The public today tends to buy in 
packages. This is true not only in 
the insurance business but is true 
in merchandising of all kinds. This 
trend has been accentuated by mul- 
tiple line developments in the insur 


} ance business under which a mul- 


tiple line company could offer to an 
imsured a single package providing 
coverages which been 
divided into several policies just a 


would have 


lew vears ago. ‘This development 
has put tremendous pressure on all 
Msurance companies, both large and 
small, to write package and multiple 
line policies, 

There are some real problems for 
the company that finds it necesary 
to expand its operations in order to 
progress, or in some cases in order 
actually to stay alive. There are some 
pitfalls that can be anticipated, and 
company management should be pre- 
pared to avoid the difficulties which 
can be prepared against. Perhaps the 
greatest difficulties have been en- 
countered by the smaller fire com- 
panies that have been forced to ex- 
pand their operations toward the in- 
land marine and casualty fields. 

The first difficulty experienced by 
these companies is that of covering 
additional perils with which they are 
not familiar. Particularly trouble- 
some are the all risks policies which 
have been common in the inland ma- 
rine field for many years, the theft 
coverages which are commonplace 
to the casualty underwriter, and 
some new forms of coverage against 
new perils about which 
knows a great deal. 


nobc dy 


Handling of Claims 


Another and almost entirely dif- 
ferent difficulty arises when the fire 
company expands its operations into 
the liability field. The handling of 
property losses and liability claims 
are widely different. The company 
that has been accustomed to having 
its property losses closed and paid 
within a relatively short time may 
become terribly confused when a 
liability claim drags on for many 
vears before it is settled. It is a 
relatively simple matter for the prop- 
erty insurance company to set up its 
loss reserve on the basis of the prop- 
erty values, the percentage of dam- 


age to the property. and the limit of 
liability under the policy. 

extremely difficult for this com 
pany is the problem of setting up a 
loss reserve when the variables in- 
clude the extent of injury to the 
claimant, the question of whether 
there was negligence on the part 
of the insured, and the sometimes 
completely unpredictable action of a 
court and jury. 

The casualty company that 1s ex- 
tending its operations into the tire 
field has a similar problem in_ re- 
verse. [tis accustomed to setting up 
loss reserves on the basis of the in- 
tangibles of a lability claim, but may 
have difficulty in understanding the 
probable maximum loss concept of 
the fire underwriter, and the blithe 
way in which a fire underwriter will 
accept a $1,000,000 liability on a 
sprinklered risk but will be hesitant 
to cover a $5,000 frame building out 
in the country. 


Minimizing Hazards 


Probably the greatest danger in 
multiple line underwriting is the 
tendency for underwriters to mini- 
mize the hazards about which they 
know nothing. The fire underwriter 
may not recognize the chances of 
a liability suit because of a back yard 
swimming pool or of a stair lift 
which has been installed in a dwell- 
ing. The casualty underwriter on the 
other hand, may see a nice looking 
building that is fine from a liability 
standpoint, but he may overlook en- 
tirely the fire hazards which could 
result in a sudden total loss. 

The inland marine underwriter is 
a specialist in the transit exposure 
which may be missed by both the fire 
and casualty underwriter. It is ex- 
tremely important that any under- 
writer who is responsible for multi- 
ple line risks be extremely critical 
of all phases of the risk with which 
he is not thoroughly familar. He 
should make up a check list of haz- 
ards to be considered so he will not 
overlook something that is new to 
his experience. 

Multiple line underwriting may be 
divided into five general categories 
as far as large loss potential is con- 
cerned, Four of these are property 
loss potentials and consist of the 
threats from (1) wind, (2) fire, (3) 
water damage and (4) theft. The 
fifth is the liability exposure. Fire 
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and wind exposure are familiar to 


the fire underwriter, and particular 
attention must be paid to them by 
an underwriter whose previous ex- 
perience is casualty or inland 
marine. The casualty underwriter 
may have had theft experience, and 
is expected to be an expert on lia- 
bility exposures. He should be sure 
that full attention is paid to the fire 
and windstorm exposures. 

Unfortunately, nobody knows a 
great deal about the water damage 
exposure. This has been principally 
an uninsured line and we have much 
to learn about it. The age of the 
plumbing in a building, the location 
of pipe shafts and whether they are 
near expensive machines or merchan- 
dise, and the type of heating equip- 
ment, are all matters that need atten- 
tion. 

Underwriters handling the Chicago 
area got an expensive lesson regard- 
ing water damage losses during the 
month of July. Chicago experienced 
a record downpour of more than six 
inches of rain within a few hours. 
Storm drains and sewer systems 
were wholly unable to cope with the 
sudden accumulation of surface 
waters, with the result that insur- 
ance companies sustained losses 
which ran into the millions of dollars 
under the relatively new coverages 
of the personal property floater and 
Homeowners policy C. The losses 
were so severe that insurance com- 
panies are now considering the addi- 
tion of exclusions to prevent a re- 
currence of such claims. 

Another problem which faces both 
the fire and casualty companies 
which expand into the traditional 
fields of the other is that of loss ad- 
justment. The multiple line claim 
manager and adjuster must be two- 
headed. 

The primary obligation of the lia- 
bility adjuster is to protect the in- 
terests of his insured against claims. 
If he finds that liability is absent or 
doubtful, it is his duty both to the 
insurance company and to the in- 
sured to resist the claim. After all, 
rates for liability policies are de- 
termined on the basis of the losses 
paid to claimants, and the policy- 
holders’ interests are best cared for 
when these claims are kept at a 
minimum. This position is not un- 
derstood by all insureds under lia- 
bility policies, but it actually is the 
basis for liability insurance. 

(Continued on the next page) 
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Multipie Line 


The property loss adjuster, on the 
pay his 
lue for the property 
no question of negli- 
habilitv. If the 


contrary, is obligated to 
insured a fair va 


lost. TI] 


gence or 


cc is 
pre yperty 
has been lost or damaged as a result 
7 ril, then the insur- 
ance col y owes the money to the 
insured. 
tor one person to 
id practice these com- 


ance loss adjusting. 


pletely different concepts of insur- 
Where insur 
ance companies have integrated their 
property loss and liability adjust- 
ng, they have been forced to educate 
their adjusters to differentiate be- 
tween the two concepts that must 
be applied. 

(ne of the reasons for the current 
bad experience of insurance com- 
panies has been the feeling that the 
rates promulgated by rating bureaus 
are adequate, 
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There are two important points 
regarding rating bureau rates that 
are ignored by many company under- 
writers. In the first place, properly 
computed rates are averages of all 
the good and bad experience. It 
takes a lot of good underwriting to 
put a company’s experience on the 
good side of that average. This is 
particularly true with multiple line 
underwriting where so many fac- 
tors must be taken into account in 
both the rating and the underwriting. 

The second factor which has been 
ignored extensively during the past 
couple of years is the fact that rating 
bureau rates trail the current trend 
of experience. When the losses are 
getting progressively worse, com 
panies must underwrite with greater 
care than usual in order to keep their 
experience on the good side of the 
average. 

An important part of the under- 
writing for any multiple line risk 1s 
a consideration of whether the rate 
is adequate for the exposure. An 
example of the underwriting neces 
sary in these circumstances can be 
taken from our inland marine filings. 
\mong the rates that we file are 
those for cameras and photographic 
equipments. The rates apply both 
to amateur photographers and com- 
This is a 
line for which the filed rates have 
produced a satisfactory average ex- 


mercial photographers. 


perience. ‘The loss ratio consistently 
runs about 10 points lower than the 
average experience for fire insurance 
among mutual companies, 


A Case in Point 


Llowever, there are some cases in 
which a commercial photographer 
may be located in a building where 
the rate for fire insurance alone is 
higher than the total rate for the all 
risks coverage of the camera floater. 
The smart underwriter in that case 
either refuses to write the risk at the 
filed rate, or goes through the pro- 
eedure which is necessary to secure 
a higher rate based upon a loading 
which is added to the fire rate. lf 
the insured is unwilling to pay a rate 
which is commensurate with the 
hazard, including the fire hazard, 
then the smart underwriter does not 
write the risk. 

This is the type of averaging that 
occurs more and more as multiple 
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line rate making includes additional 
types of exposure. The question of 
whether or not to inspect property 
becomes difficult with 
multiple line underwriting, For com 
mercial mulitple line risks, it seems 


evell more 


to me that an inspection is essential 
to proper underwriting. 

There is not only the fire exposure 
for which many companies already 
inspect mercantile properties, but 
there are the increased exposures of 
water damage, theft and_ liability. 
The man who previously has been a 
fire inspector must be trained to look 
for over-age plumbing and heating 
equipment, for easy access by bur 
glars, and for conditions of the prop- 
erty which might produce a liability 
claim, 


Methods Need Revising 


The company that is expanding 
its operations into a multiple line 
held must revise its underwriting 
department and procedures. I do 
not believe it is possible for any com- 
pany, fire or casualty, to change 
from a single line company to a mul- 
tiple line company and operate suc- 
cessfully with the same methods 
that it has followed for single line 
operations. This not neces- 
sarily mean added personnel, but it 
does require a change in method and 
procedures. 


rat IS 


There are two possible methods 
open to the company, and the choice 
depends largely upon the size of the 
company staff. For a small company 
in which underwriting is handled by 
a small number of people, the most 
effective underwriting may be done 
by the jack of all trades method, 
This will require that the people 
handling multiple line risks actually 
acquaint themselves and literally be- 
come experts in the jack of all 
trades approach. 

You cannot merely tell a fire un- 
derwriter that starting tomorrow he 
is also to be a liability underwriter. 
That underwriter must understand 
and accept the responsibility for 
learning the liability underwriting 
business. If you have competent 
personnel, or can get them, this 
method of underwriting should work 
where the staff is not large enough 
to justify hiring separate experts. 

For the larger company, where the 
staff size can justify it, | believe the 
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service that is field tested. 
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most effective method is to have a 
corps of general underwriters for 
taking a first look at the business, 
with a second staff of experts in the 
different fields. The best 
ment probably would be 
three experts, or three 
experts, 

One, of course, would be the fire 


arrange- 
to 


sets of 


have 


expert who would be familiar with 
the fire and extended coverage haz 
ards. The second would be a liability 


underwriter who is familiar with the 





liability exposures. The third pref- 
erably should be a man with inland 
marine background so that he can 
handle the transit exposures and also 
the theft, water damage and odd 
property loss exposures. 
Underwriting should be some- 
what along the lines of the practice 
of medicine. under- 
writers should be in the nature of 
general practitioners. 


The general 


They should 
have a good knowledge of regular 
tf \ 


ed on the next paae 





Multiple Line—Continued 

should also know 
when an expert's advice is needed. 
rhey 


exposures, and 
should consult with their ex- 
perts as freely as the general practi- 
tioner in medicine consults with the 
this 
ordinated and cooperative under- 


specialist. It 1s only by co- 
writing within a company that mul- 
tiple line underwriting can be done 
ona basis that will put a company on 
the protit side of the average rates 
which necessarily are quoted by the 
rating bureaus 

What of the 


question 


future’ There is no 


that package insurance 


coverages will continue and in- 


crease. We cannot avoid the package 


dea of selling, 


| because the public 
ikes to buy that way. We 
ave to watch for the 


will also 


trends and 


changing loss patterns in our bust 


Hess 


\utomobiles have wrap-around 


} 


windshields which cost upwards of 


$150 as compared to a $20 or $25 


windshield of a few vears ago. 


Changing loss patterns must be dis- 
1 
! 


covered first by the underwriter, 


who must then put pressure on the 


rating bureaus to keep up with the 
trends. 

The diversification of multiple line 
underwriting can be used to level off 
a company’s experience if it is ap- 
proached with an open mind, with 
keen underwriting that watches the 
loss trends and patterns, and the 
realization that rates are only 
averages, and that it is still the un- 
derwriter that whether 
or not the company operates at a 
pre fit or a loss. 


determines 


MULTIPLE-LINE TREND 


CRISS-CROSSING in the ownership of 
life, accident and sickness, and fire 
and casualty insurance companies is 
a trend that will continue in the 
United States and may lead to the 
english system of allowing one com- 
pany to write all kinds of insurance, 
\. B. Jackson, president, The St. 
Paul Companies, predicted. Speak- 
ing to the American Management 
A\ssociation’s fall insurance confer- 
ence, Mr. Jackson warned that a 
change to the English system would 


be one of great importance and if 
desirable, should come slowly. He 
also forecast more package policies, 
increased installment payment of 
premiums, and a highly competitive 
market which with expensive elec- 
tronic equipment will continue to 
favor the larger insurance companies. 


FTC DECISIONS 


THE FEDERAL TRADE Commission 
has upheld the ruling of its hearing 
examiner that the accident and 
health advertising of the Postal Life 
and Casualty Insurance Company, 
Kansas City, was not false or mis- 
leading. This is the first time such 
a dismissal of charges has been up- 
held by the Commission itself. The 
jurisdiction of the FTC was not at 
issue in this case. 

Another hearing examiner, how- 
ever, has given an initial decision 
that the advertising of the Guaran- 
Life Insurance Com- 
pany of Hammond, has been mis- 
representative. He also sustained 
the FTC's claim of jurisdiction over 
the company’s advertising activities. 


tee Reserve 
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EXCESS OF LOSS 
PRO-RATA 


CATASTROPHE 











CEDAR RAPIDS, 


ies 


IOWA 





Best’s Fire and Casualty News 





A DIGEST OF SUCCESSFUL SELLING IDEAS 


ELLING PARADE 


Make Them Dissatisfied 


SALESMEN ALL AGREE that the hard- 
est prospect to sell is the one who’s 
satisfied—the complacent 
we call him. 
“What I have 


why change?” 


prospect 


is good enough 
he asks. 

\nd you find it hard to answer. 

The real way to sell this prospect 
is to make him dissatisfied. Dwell 
on the minus points of what he has 

the discomfort, the lack of per- 
uncertainty; — the 
proposition, 


formance, — the 
negatives of the 
understand. 

\nd then show him that what you 
are selling will replace these neg: 
tives with strong positive things 


vou 


Watch Your Speech 


(GOOD ADVICE COMES FROM Dr. James 
I’. Bender, director of The National 
Institute for Human Relations. 

It concerns your speech—and no 
not even a politician, relies 
more on good speech than a sales 
man, says Dr. Bender 

After analyzing many thousands 
of salesmen’s speeches, Dr. Bender 
says that the objective of a salesman 
in speech improvement should be: 

“First, to make himself easier to 
understand. Of what use is it to 
give a sales talk if the prospect does 
not understand you perfectly ?”’ 

There are three pitfalls to under- 
standing which he points out: 1) 
Indistinctness, 2) slurring, and 
mumbling. <A little attention 
eradicate all three, says he. 

“Second, make sure your pronun- 
ciation is right. The way to make 
sure you are saying your words 
correctly is to listen to those you 
know do—in other words, listen to 
your radio and TV for something 
more than mere entertainment 


one, 


will 
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“Learn pronunciation from those 
masters who are on the air.”’ 
His third objective is interesting. 
It is to sharpen your “creative lis- 
tening ability.” 

A salesman listen 
many 
salesmen 

, that is, 


will soon 


won't 
make 
points out, and 
who learn to listen creatively 
with attention and flattery. 


who 


wont learn and won't 


sales, he 


2 


their 
way 
not only easier but surer. 


learn that it is easier to listen 


way to sales than to talk their 
to sales, 
His final suggestion concerns fa 
cial expression and gestures. 
There is 
tell 
your 


only one way you can 


how you are going to look to 


prospects and that is to see 


how vou look to yourself in a mirror. 


Sell Your Confidence 
In It 


‘| CAN TELL YOI 
tool in the 
salesman, 


the greatest selling 
world if you like,” the 
big timer, told me and 
| said of course I would like 

“Sell confidence in 
pany,” said he. 
selling on earth 
must have it. It 


your com- 
‘That’s the greatest 
But to sell it you 
you haven't confi- 
outfit, 
research, its 


dence in your its officers, its 


policies, its products, 
then get out. 
“But if you have it, don't keep it 


a secret from your prospects.” 


by Chas. B Roth 


Anything Can Happen 


CHE FIRS I ever met 
drove a pair of mules for a packer 
and called on and meat 
markets. He always getting 
into trouble. About once a week he 
would show up with a black eye or 
bruised hands. He had had another 
fight. 

| remember 


SALESMAN 


groceries 
was 


asking him once how 
it was that he was always having 
such troubles, and he 
that “anything 
salesman.” 


assured me 
can happen to a 


So it can. 
ut od 
things, 


But nearly always it’s 
bad; favorable 
not unfavorable. 

In the light of what | know now 
about salesmen and selling, I see 
that my boyhood salesman friend 
was embroiled because he asked for 
it. 


things, not 


Perhaps no other organization has 
been exposed to so many salesman’s 
happenings as the Fuller 
Company. back on 
fifty million door-to-door calls, the 
Fuller Brush executives report such 
things as attacks by frequent 
(once in four vears on the average 
dog bites, 
from 


Brush 


Looking some 


lions, 


ladies in distress rescued 
falling ladders, swift trips to 
the hospital to help in childbirth, and 
other misadventures 

But by and large, the things which 
happened to Fuller 
good things. 

An old friend, retiring after sixty 
years as a salesman, summed it up 
neatly, | thought, when he told me: 
“Sixty years of wonderful human 
adventure. I’d not trade place with 
anyone. Think of the people I’ve 
met, the fun I’ve had, the trouble 
I've listened to, the satisfaction of 
serving all those customers. 

“My life’s been like a travelogue 
in humanity, with no two days alike 
Who'd want to be anything but a 
salesman if he had his choice?” 


salesmen are 











Here are the FACTS 
YOU NEED 


on 
new trends 
and 
practices 
in NON-LIFE 
INSURANCE 








Could your progress in business speed 
up if you were surer of yourself in talking 
—and in understanding—the new insur- 
ance language? 

.. if you had a “fresh, sharp slant on 
every problem the non-life insurance 
man meets today?” That’s exactly what 
this authoritative new book makes _pos- 
sible for vou now. 


Just Off the Press! 
MULTIPLE-LINE 
INSURANCE 


By G. F. MICHELBACHER 
President, Great American 
Indemnity Co. 


With the Cooperation of a Group 
of Specialists 
660 pages, 512 x 8, $8.75 

‘oOo you can see for yourself just how 
‘7 best to take advantage of revolution- 
ary trends in the insurance business, this 
authoritative book now gives you expert 
advice on how the non-life picture has 
changed. The fast-emerging outlines of 
the “new day” in insurance are clearly 
defined here. 

This book covers the whole broad field 
of multiple-line insurance, giving you the 
facts of its scope, organization, nature, 
and practices. The author also points out 
the know-how you need to keep ahead 
in this rapidly shifting business. 


Among the subjects covered: 
Agency compensation; claim  investiga- 
tion; the shift in selling and advertising 
methods; audit procedure; reinsurance; 
governmental regulation; rating problems 

these and many other topics are cov- 
ered here in detail 

Also explained are the Homeowner's 
Policy; Block Contracts (jewelers, camera 
dealers, equipment dealers, furriers, im- 
plement dealers, musical-instrument deal- 
and such covers as Comprehensive 
Dwelling; Commercial Property; Office 
Contents; Manufacturer's Output; Indus- 
trial Property; Accounts Receivable; 
Valuable Papers and Records; etc. 
i—-10 DAYS' FREE EXAMINATION— 
| McGraw-Hill Book Co., Inc., Dept. Best-! 

327 West 4ist St., New York 36, N. Y. 

me Michelbacher’s Mul 


ia Xan 4 


ers 


iItple-Line Insurance 
approval. In 10 days 
x ents for delivery 
k postpat We pay delivery 
vit thi por same retur 


City 
Sompany 


| Position 


For price and terms outside U. & 
| Write McGraw-Hill Int'l, N. ¥. c Best-! 
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new 





ublications 


| 
| 
| 
| 
| 
| 
| 


Surety Underwriting Manual by Lu- 
| ther IX. Mackall 

This is a text book designed for 
| two first 
sixth 
“The 


Surety Underwriting” 


pur] OSES 
for the 
| author’s book 


as a replace- 
the 
Principles of 


| ment edition of 
which is now 
| completely sold out and second as a 
source from which any agent can 
quickly what information is 
required for the underwriting of any 
tvpe of surety bond, how to assemble 


learn 


the information, make the required 
checks for accuracy, and submit it 
l‘or the latter 
section ‘Essential 
Underwriting Information” has been 
added to the text. 

The manual 
specifically for inclusion in the kit of 
surety supplies furnished by com- 
panies to their agencies requiring 
such kits 


to the underwriters. 


purpose a new 


new was designed 


180 pps: lvailable from the Sur 
ety <lssociation of America, 60 John 
Street \ Cu York 38, N.Y 


Fieldman's Guide by Harold F. Gee, 
vice president of the Loyalty Group. 

This book is intended as a com 
pilation of the information which top 
field but which 
would take a long time to convey to 


assistants know 
younger men by word of mouth. The 
book that 
always assign a new 


recognizes you cannot 
fieldman to 
work under an older man who will 
take an interest in him, train him, 
educate him and discipline him. You 
must on occasion assign the new 
man to with the first 
fieldman who can do the job himself, 
hut who cannot tell anyone else how 
to do it This guide is intended to 
help both men. It the 
| agency system, the branch office and 
general agency system. It tells what 
the fieldman’s objectives should be 
and what things he must do to ac 
complish these objectives. It 
tells the 


work class 


explains 


also 
fieldman how 





to develop 


business from his existing agency 
plan. 

There 1s detailed 
chapter on the recruitment of agen 
cles: quantity and quality 


appoint new agents 


an especially 


where to 
why an agent 
wants to represent a company—how 
to callvass prospective agents—what 
the agents want to know about the 
fieldman—commission — problems 

underwriting attitudes and how to 
complete 


ports. 


agency appointment re 

(ther chapters consider the use of 
a fieldman’s time, the collection ot 
agents’ balances, and a step by step 
fieldman 

line of 
insurance to his supervising or homie 


t 
demonstration of how a 


should submit an involved 


ottice. 


136 $2.00 copy. Pub- 
lished by The Rough Notes Co., Inc. 
1142 N. Meridian Street, Indian 


apolis 6, Indiana 


hhs eas 
Ps per 


Negligence Investigation Manual by 
Howard L.. Oleck, member of the 
New York Bar, Associate Professor 
of Law, New York Law School 
This is a handbook for attorneys, 
insurance adjusters, private investi 
gators and all others interested in 
the art of investigation. It 
the nature of 


covers 
negligence investi- 
gation, the principles of investigation 
and such other matters as the parties 
in negligence claims, witnesses, the 
Interview the after in- 
vestigation. The laws of negligence 
and evidence are outlined along with 
general principles for investigators 
ther chapters deal with such mat 
scientific 


and report 


ters investi 


gation, automobile accident investi- 


aids to 


vation, accidents in carriers, in 
buildings and in streets and profes 


sional malpractice 
$5.00 per copy. Published by the 
Central Book Company, Inc. 261 


Broadway, New York 7, N.Y. 


Best’s Fire and Casualty News 





Workmen's Compensation Law Pam- 
phlets 

A supplement to the last work- 
men’s compensation law pamphlet 
of the State of Kentucky and new 
editions of the workmen’s compen- 
sation law pamphlets for Florida 
and Maine have been published re- 
flecting important changes in the 
laws in those states. The Kentucky 
supplement contains a digest of the 
effect of the 1956 amendments, the 
text of the amendments, and anno 
tations of recent decisions constru- 
ing the law. 

The new editions of the Florida 
and Maine pamphlets contain the 
digest and the complete text of the 
workmen’s compensation law and 
pertinent supplementary 
cluding all amendments enacted by 
the 1957 legislative sessions. Also 
included annotations of cases 
decided since publication of the last 
editions. 


laws. in- 


are 


The Kentucky supplement 50c per 
copy. The new pamphlets $1.50 
each. Available from the Editor, 
Law Publications, Association of 
Casualty & Surety Companies, 60 
John Street, New York 38, N.Y 


Office Automation Applications by 
Rk. Hunt Brown 

Written by a consulting engineer 
in an impartial manner, this com 
prehensive catalogue type volume 
explains clearly the mysteries and 
various inte- 
erated and electronic data process- 
Ing 


accomplishments of 


describing 
methods emploved in the field of 
office automation includes these im- 
portant phases: 
equipment 
training, 


systems. A_ section 


feasibility studies, 
evaluation, 
physical 


personnel 
facility factors, 
basis programming and advance cod- 
ing techniques. Part one of the book 
deals with general considerations 
such as management considerations. 
the machines and the growth and 
development of the office. It gives 
the argument for office automation 
telling the reasons why it is justified, 
as well as a summary of attitudes on 
office automation. 

Section D of. part deals 
specifically with finance and insur 
Some of the installations 
studied in this section are those at 
\merican Life, Nationwide In- 
surance, Farmers Insurance Group. 


three 
ance. 


Pan 


For January, 1958 


Metropolitan Life, Franklin Lite 


and Equitable Life of lowa 


Four parts 
lished by 
Iné.;. I22 


10, N.Y 


$37.50 per copy. Pub- 
Consultants, 


New York 


Automation 


Sth «lvenue, 


Group Marketing in Property and 
Casualty Insurance by Dr. Richard 
M. Heins, C.P.C.U., LL.B., Associ- 
ate Professor of Insurance, Uni 
versity of Wisconsin. 

Prepared at the invitation of the 
1957 Seminar Committee of the 
C.F... S&S ciety, this is the first of 
the C.P.C.U In it 
Dr. Heins describes the forces un 
derlying group general 


.’s research series. 


insurance 
developments, explains the current 
picture in group insurance market- 
ing and analyzes the regulation of 
group property and casualty insur- 
ance. The future prospects for the 
extension of this group principle to 
general insurance are presented. The 
raw material for this study, partic- 
ularly with respect to current facts 
and opinions about general insurance 
group obtained 
The 
study is an advance reprint to the 
Society official publication, The An- 
nals. 


writings, was 


through an extensive survey. 


$7.00 per ( opy i 


Morse, 
Society of 


available from 
Robert M. executive secre- 
The Chartered 
Property and Casualty Underwrit- 
ers, 3924 Walnut Street, Philadel- 
phia 4, Pa 


tary, 


Automobile Financial Responsibility 
Laws 
These 
states of 
Illinois, 
vada, 


and related laws for the 
California, Connecticut, 
Maryland, Missouri, Ne- 
Vermont and the Canadian 
province of Saskatchewan, have been 
published in looseleaf form as part 
of the Association of Casualty & 
Surety Companies, looseleaf ‘‘ Auto- 
mobile Financial Responsibility and 
Related They contain a 
summary of the salient provisions 
and a complete text of each law. 


laws.” 


$12.00 for the complete book with 
slight additional charges for the 
supplement service. Individual state 
and province laws 50c per copy. 
Available from the Editor, Law 
Publications, Association of Casu 
alty & Surety Companies, 60 John 
Street, New York 38, N.) 





We grew up 
without growing old 


If you need an insurer with age, 
stability and experience combined 
with the energy and aggressiveness of 
youth, you will find the Hawkeye- 
Security group fits your agency needs 
without cobwebbing you with tradi- 
tions and red tape. 

If what you really want is an in- 
surer with up-to-date multiple line 
coverages, prompt action on claims, 
agency-minded underwriting and ex- 
pert safety engineering, you'll want to 
get acquainted with a group that 
gained its know-how through years 
of experience and successful manage- 
ment. 

You, too, can stay young with this 
modern and progressive organization 
on your side in today’s competition. 


Hawkeye - Security 
Group 

Serving 

the Public 


through 
Local Agents . 


. . Since 








KUND 


OF EXPERIENCE 





In today’s competitive insurance market, it pays to have well-trained and 
experienced fieldmen in the picture with you. 

Fieldmen from The Fund Insurance Companies are thoroughly trained 
to be adept with all the technical tools of their trade. And...they combine 
their knowledge with a spirit of friendly cooperation that means prompt, 
personalized attention when you need it most. 

Backing up that training is a FUND OF EXPERIENCE that makes 
them better qualified to see that your business runs a bit more smoothly 
..-more profitably. 

Why not let this FUND OF EXPERIENCE go to work for you? Arrange 
today for a meeting with the fieldman from The Fund in your area... you'll 
find him up to the challenge of making himself valuable to you. 











To: THE FUND INSURANCE COMPANIES 
AGENCY DEPARTMENT *® HOME OFFICE 
3333 CALIFORNIA STREET, SAN FRANCISCO, CALIFORNIA 


| would like to meet the fieldman from The Fund in my area. 


Name 





Address 





City 








OIns weance Compa mes 


FIREMAN’S FUND INSURANCE COMPANY ¢ FIREMAN’'S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY ¢® NATIONAL SURETY CORPORATION 
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HAND-OPERATED DUPLICATOR 


Completely new from feed 


celving 


tray to re- 
hand-operated model 
direct process duplicator is said to possess 
all the advanced features of the electric 
models, except for the electric drive and 
those controls 


tray, this 


pertaining to electronic op- 
The machine offers new engineer- 
features for increased 
1daptability both in general 
and in simple system use. In 

new inch drum 
width which can accommodate forms up to 


eration 

Ing and operating 
versatility and 
duplicating 


cluded are eighteen 
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rmation 


Hand-operated Duplicator 


Mail Master 





Small Electronic Computer 
Money Collector 

Firm Name 

Attention of 

Position 

Firm Address 

City 











10 


ERN AIDS 


office efficiency 


18 x 14 inches in size, fully adjustable 
side guides and feeder wheels which per- 
mit feeding from any position across the 
feed tray and snap-in, snap-out adjustment 
of rubber pressure pads to assure con- 
stantly similar pressure. Finished copies 
automatically fall into stacked alignment 
on the two-position receiving tray which 
can be adjusted to correspond with the 
setting on the feed tray. The master 
clamp is divided into sections, each self- 
adjusting to varying or multiple thicknesses 
of master paper and is said to feed 500 
sheets of paper automatically, at a speed of 
120 copies a minute. Other features include 
selective liquid distribution which permits 
the operator to confine the flow of liquid 
to the area being duplicated; a visual 
liquid gauge on the fluid tank; and a 
three-digit reset counter. 


MAIL MASTER 


A compact unit that will open, seal, and 
affix stamps to envelopes, the Mail Master 
helps to speed up the movement of incom- 
ing and outgoing mail. Easily portable 
since it weighs only six and one-half 
pounds, it measures eight by eight by 
seven inches high, and has a carrying 
handle. Constructed of aluminum, steel, 
and brass at points of water contact, with 
ground steel cutting knives in the stamp 
affixer and self-sharpening rotary blades 
in the opener. It is modernistic in design 
and is available in a blue-grey fine 
wrinkle finish. Coils of five hundred 
stamps, in many denominations, joined 
sidewise, are available at any post office. 
A product of the Commercial Controls 
Corporation, a subsidiary of Friden Cal- 
culating Machine Company. 


SMALL ELECTRONIC 
COMPUTER 


Efficiency and economy for small and 
medium sized businesses is claimed for 
the Monrobot IX which the manufacturer, 
the Monroe Calculating Machine Company, 
says brings the advantages of office auto- 
mation into the average office. The desk 
size electronic computer can be programmed 
to meet the requirements of any billing 
application. Information is fed into the ma- 
chine through an electric typewriter with 
a conventional keyboard. The computer 
turns out invoices which, if desired, can be 
electronically dated and _ consecutively 
numbered. All parts of the equipment are 
made in modular units for easy repair and 
programming. 


MONEY COLLECTOR 


An innovation in premium collecting to 
save the agent time and money by reduc- 
ing call-backs has been introduced by the 
Heath-Gandy Corporation. The small unit, 
constructed of heavy gauge steel with 
baked on enamel, acts as a bank for the 
policyholder; he places his payment in the 
box on payday or at some other convenient 
time and the agent picks it up during the 
week. Available in two types—-master key 
or one key with each box plus master key, 
there are four screw holes inside the box 
for easy mounting. Major feature is the Duo 
lock for which keyblanks cannot be bought 
at local locksmiths. Supplied in various 
colors, with company name imprinted if 
desired. 


Best’s Fire and Casualty News 











Meehanization 
of Agents’ 


Commissions 


MARTIN H. TINSLEY 


Chief Accounting Officer 
Union Labor Life Insurance Co. 
New York City 


r IS WELL KNOWN that account- 
Jine for agents’ commissions is one 
of the most baffling record-keeping 
jobs to mechanize. The job can be 
geared to machines on a piece-meal 
basis, but then one of the chief advan- 
tages of machine record-keeping- 
production of all related records sim- 
ultaneously—is lost. In other words, 
a loose, disconnected machine meth- 
od, while still stronger than pen and 
ink, leaves much to be desired in the 
way of speed and control. 


Before and After 


At Union Labor Life we have just 
come up with a new method. Pos- 
sibly the best way to describe it, is to 
give a before-and-after picture. A 
glimpse of our old system might 
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bring the advantages of the new into 
sharper focus. 

Old Systems 
tem statements for about two hun- 


l nder our old SVS- 


dred agents were posted by machine 
The machine only produced a_bal- 
ance ; it did not automatically accum- 
ulate totals of the other columns on 
the statement. One of the girls in the 
office would have to make an adding 
machine listing of each column to 
The totals of 
the adding machine tapes were then 


produce an analysis. 


posted by hand to the agent's ledger. 


Under the system, we were com- 
pelled to go through the statements 
during the month and pick off the 
open items—those that had 
been credited to agents, but had not 
been paid. This in itself needless to 


items 


y, Was a tedious and time-consum- 
ing detail. 


say, 


Mechanized method When 


money is received, posting slips are 


made up for group posting and for 




















































ordinary posting. ‘T] 


e posting slips 
are in duplicate. 


Che original is used 


tor premium posting, the carbon is 


used for commission 


Machine Work 


\t the bookkeeping machine, the 
operator arranges her slips by agent 
and by category (first 
After she has slipped the 
agent's ledger and agent's statement 
in the machine side by side, she is 


vear or re 


newal ). 


ready for machine work as follows: 
1. The operator picks up the old 
balance on a tally roll at the left 

2. She enters the policy number, and 
the date prints automatically on the 
statement and the account advice. 

3. She types the name of the insured 
and the agent. 

4. When she posts the commission 
and identification of the entry, she 
takes a total. The figures print auto 
matically on the agent's ledger, 

5. The operator removes the agent’s 
ledger and picks up the cumulative 
balances. When she the 
agent's ledger the totals print auto 
matically. 


re-inserts 


This machine routine has produced 
results at a speed not possible in the 
old The account 
advice is ready to be mailed and is, in 
fact, mailed daily. The statement 
itself is mailed weekly. The carbon 
of the statement is kept for reference. 


system. agent's 


It is used as a posting medium for 
posting checks to the agent’s ledger. 
It should be noted that the balance 


Cc 


your tab department 


and CUT costs 


A good example is special machine work, The same thing is true of overloads, we 
we have them all and always ready for emer- can handle them — in any volume. 
gencies. Why should you keep little-used 
machines and the people to run them on an Any R & S office can e-x-p-a-n-d your tab 
expensive stand-by basis? You only pay one department and cut costs — we'd like to hear 
known cost at R & § for actual work done. from you. 


P.S. Call or write Dept. B fortheRGS " package” plan 
for insurance accounting — it's worth your study. 


RECORDING & STATISTICAL CORPORATION 


BOSTON: 

ReS CHICAGO: 
SAN-FRANCISCO: 

MONTREAL: 


TORONTO: 
NEW YORK: 


NATION-WIDE SERVICE 


566 ATLANTIC AVENUE, BOSTON, MASS. Liberty 2-5365 

223 WEST JACKSON BOULEVARD, CHICAGO 6, ILL. HArrison 7-7357 
560 SACRAMENTO STREET, SAN FRANCISCO 11, CAL. EXbrook 2-434] 
407 McGILL STREET, MONTREAL, CANADA. Plateau 3831 

650 KING STREET, WEST, TORONTO, CANADA. EMpire 4-835] 

100 SIXTH AVENUE, NEW YORK 13, N. Y. WOrth 6-2700 





1.A.S.A. 


modern accounting theory, practice & procedure 


life... Casualty ... Fire... Accident & Health 


INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 





Interviews for Executives 


EDWARD F. O'TOOLE, 
President, 
O'Toole Associates 


ELECTION TECHNIQUES for key 
ant and the effectiveness of a 
small company’s ability to compete 
are very closely related. For in the 
final analysis an insurance company 
is nothing more than a collection of 
people, and it is on these people that 
the accomplishment of a company’s 
plans and programs depends. 

Most companies today have some 
systematic method for the selection 
of clerical personnel. Yet in most 
companies, the selection of key peo 
ple is perhaps not as systematic as 
the method that is used for putting 
on new clerical employees. There’s a 
great variety of approaches used by 
top executives to size up the key peo 
ple with whom they will work. 


The First Five Minutes 


One executive holds to the theory 
that you should be able to make up 
your mind about an applicant for a 
key job in the first five minutes of 
vour interview. Another one insists 
that he can tell whether or not a girl 
would make a good executive sec- 
retary solely by judging her physi 
cal appearance, without any discus- 
sion or interviewing at all. 

This may be hard to believe, but 
these are just common examples of 
the feeling on the part of many 
executives that they have an infalli- 
ble intuition when it comes to the 
selection of key personnel. 

Blind Spot 

We know one very fine execu- 
tive, a top man in all other respects, 
who has such a blind spot. He in- 
sists that he does not need to do 
more than to talk briefly with a 
man about any particular job in 
his company in order to determine 
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How To Organize Interviews 


For Key Jobs 


1. Above all, set aside enough time 
so that the interviewing job can be 
done right. If possible, find out 
quickly whether the job conditions are 
acceptable to the applicant (salary, 
hours, travel, etc.). If the interview is 
long, plan an “intermission.” 


2. Determine the facts needed. Put it 
another way—be sure to know what 
the job requires. 


3. Be systematic in interview work. 
Use tests, if desired, but don't expect 
them to do the job. Other helps: 
application blanks, patterned inter- 
views, rating sheets, etc. 


4. See as many job applicants as pos- 
sible; it will help in forming compara- 
tive judgments. 


5. Prepare for the interview in ad- 
vance. Privacy, courtesy, attention 
and consideration should be the 
watchwords. Remember, every inter- 
view is a public relations job. 


6. Be sure to cover the job, the com- 
pany and the applicant in the inter- 
view. After that's done the partici- 
pants can talk about anything else 
they want. 


7. Use the various types of questions 
for their intended purposes: sfarter 
questions (to put the applicant at 
ease); definitive (to get the facts); 
check-up (to validate his story); ex- 
pression (to see how he can talk and 
explain); technical (to see if he really 
does know what he claims). 


8. We are looking for certain things 
about a man in such an interview: 
What has he done? (accomplish- 
ment); What could he do? (aptitudes, 
or potential); What does he like to 
do outside work? (interests); What 
does he think of things and people 
in general? (attitudes); What about 
his health, vigor and vitality? (phys- 
ical condition). 


9. The interviewer's entire concentra- 
tion should be given over to intelli- 
gent listening. A single remark could 
give him a clue to an important ave- 
nue of inquiry. 


10. Thoughts should be summarized 
while they are still fresh in the mind; 
put in writing; checked with others. 





whether or not the man would suc- 
ceed on such a job. He can give 
you examples of very successful 
men in his company whom he has 
judged on that basis 

But he won't tell you about the 
voung man whom he interviewed 
just a few vears back, who wanted to 
vet into the agency departinent. He 
interviewed the young man for about 
ten minutes, then told him that he 
had no sales supervisory ability, and 
that he should dismiss the matter 
from his mind. 

The young man in question was 
impressed with this demonstration 
of the President’s great skill at in- 
terviewing. So much so that he 
immediately resigned his job and 
went to another company. Today 
that young man is the second in 
command in the agency department 
of his new company. He is being 
groomed to succeed the agency vice 
president when he retires some five 
vears hence. Meanwhile, everyone in 
his new company agrees that he has 
supplied the vital spark that was 
needed to greatly improve their 
agency operations. 


Actually is Tough 


It really is difficult to pick key 
people for key jobs. The President 
of one of our largest client com- 
panies told us not long ago that he 
has kept a fairly good record of his 
successes and failures over the past 
twenty years. These include men 
hoth in home office positions and 
in managerial jobs in the field or- 
ganization. (ver a_ twenty-year 
period, this man has been able to roll 
up an average of successes of ap- 
proximately 60%. He has done this 
with the use of every tool available 
to him. And he is quite convinced 
that anyone who can do better than 
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booklets 


P294—How to Chose a Copy 
Machine 


Choosing an office photocopy machine 
can be difficult and confusing because of the 
many machines on the market and the various 
types of processes they utilize to produce 
copies. However, there are four basic types 
—diazo, dye-transfer, infra-red and silver- 
transfer. This booklet describes each of them 
in easy-to-understand language, and points 
out the needs they will serve best. 


P295—Hiring and Holding Help 


This six page leaflet comprises a handy 
check list for those concerned with the 
procurement of competent personnel and 
the reduction of employee turnover. Perti- 
nent questions analyze company effective- 
ness in advertising for help, sources of pro- 
curement, in-plant facilities, treatment of 
employees, benefits, indoctrination of new 
employees, and the use of temporary or 
part-time services. 


P296—Data Automation System 


To men of management who may have had 
no experience with large scale digital com- 
puters, this 196-page manual offers not 
only orientation in the capabilities of com- 
puters but also in the methods by which 
problems are solved. The philosophy under- 
lying the design of computers is also in- 
cluded. The point of view throughout is not 
that of the engineer or the programmer, but 
of management and its problems. The two 
important benefits—record maintenance with 
less personnel, lower cost, less time and 
greater accuracy and the ability to obtain 
more complete and current reports on which 
to base more enlightened decisions—are 
thoroughly investigated. Some of the unit 
headings are: electronic computer classifi- 
cations, selection and training of personnel, 
coding techniques, characteristics of mag- 
netic tape, input and output to the system, 
file maintenance, and sorting data. 
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Interviews—Continued 


a 50% score in this regard is doing 
extremely well indeed. 

The fact of the matter is that se 
lecting key people for the important 
jobs in a company is 
work. 


very hard 
There are no 


to this problem. 


Cas\ solutions 
The only thing to 
do is to get down on paper as many 
facts as possible abou the person 
under consideration ; to review them 
carefully alone; and to go over them 
at length with who 


may be able to supply some help in 


other officers 
this regard, 
Make poor 


selection is extremely costly to the 


no mistake about it, 


company, 

Even on clerical jobs it is ven 
erally agreed that to train a clerk 
who fails on the job could run into 
a total cost of a couple of hundred 
dollars or more, To. recruit) and 
train a failure on a key job, whether 
at junior or senor officer level, could 
run into the 

A few 1 our 
smaller client companies secured a 
vice president. This 
man had a tine knowledge of the 
life insurance business and he had 
PCr 
most of his 


thousands of dollars. 


vears back one of 


new agency 


a good record of successful 


formance. Hlowever, 
experience had been gained in fairly 
large companies in the eastern part 
of the country ; client 
company was a small city midwest- 
ern 


whereas our 


COMpany, 


To sum it up, the new ageney 
vice president found it inpossible to 
make the adjustments that were re 
quired to allow him to operate sue 
cessfully in the smaller cities, with 
the personal-producing type of gen 
eral Not only that, he and 
lis family found it hard to make the 
social transition from big city life 
\fter a rela 
tively short period it became appar 


agent. 


to small city living. 


ent to everyone that this situation 
just would not work out success 
fully. Yet it took another vear and 
a half for the circumstances to de 
velop which allowed this man to go 
back to an 


eastern and 


for our chent company to secure a 


CC MIP Any ; 


man more suited to their particular 
type of operation, 

did that poor 
tion cost the company 7 It would be 
hard to develop the 


Hlow much selec 
statistics 
\bout the only thing that 


Very 


on this, 


we could do would be to approxi- 
mate what it 
the 


had cost in terms of 
But what 
the disrup- 
tion of the field force: the loss of 
business that was occasioned by the 
fact that the men in the field could 
not adjust to the methods and the 
plans set forth for use by this par 
ticular and the 
business which was lost through the 


loss of 


salary concerned, 


about the hidden cost ? 


agency executive ; 


two long-service general 
agents who left the company during 
this period, 

In our way of thinking, the most 
important single thing in the selec- 
tion process for key people are the 
interviews with the top executives 
of the company and one of the most 
important things in setting up an 
interview is to allow enough time 
for its careful completion, 

Naturally, the time to be allowed 
will vary with the nature of the job 
under consideration, If it is an in- 
terview for the job of first-line su- 
pervisor, whether it is a new person 
or someone whom it is planned to 
promote from the ranks, then pos- 
sibly a half hour to forty-five min- 
utes may be sufficient. If for a 
senior officer job, then three or four 
interviews may be needed, each of 
them extending over several hours 
or more, 


Take A Break 


\ word of caution in this regard: 
If it that an interview will 
run two hours or more, it is always 
good to break it up in the middle to 
both the applicant and the 
interviewer a breather. Otherwise 
the interview could begin to bog 


seenls 


e1ve 


down and get stale simply because 
of a lack of rest time. 

\Ve cannot give any hard and fast 
rule as to how long an interview 
should be. But we can suggest 
certain signals to look for that will 
indicate that nothing further would 
he gained by the in- 
lor example. if the man 
being interviewed wants a_ salarv 
that is bevond the capacity of the 
company to pay, then there is little 
point 


continuing 
terview. 


in continuing the interview. 
Similarly, if the job requirements 
are not satisfactory to him, from the 
standpoint of travel or hours to be 
worked, ete. then for all practical 
purposes the interview is over, Or 
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if he does not have the proper quali- 
fications for the job, it does no good 
to prolong the discussion. 

An interview starts long before 
the person to be interviewed comes 
into the office. It begins when the 
requirements of the job are. set 
down. When this is done, it is then 
known what requirements will have 
to be sought with respect to educa- 
tion, prior experience, personality 
qualifications, physical vigor, ete. 

The job should be talked over 
with other senior officers in the com- 
pany, especially the senior officer to 
whom the new man will report, if 
the job being sought is not itself of 
senior officer calibre. 


Be Systematic 


What management is trying to do 
in an interview, is to form a judg- 
ment on a most intangible thing. 
Namely, the personality and the 
qualifications of another human be- 
ing. Because this is such a difficult 
job, the interviewer should be as 
systematic as he possibly can in try- 
ing to arrive at this judgment. He 
should use all of the tools and the 
help he can get. 

The first and most basic tool is the 
application form. 
son 


Even if the per- 
under consideration is now in 
the company’s employ, some com- 
panies find it advisable to have him 
complete again the company’s appli- 
cation blank. Review this carefully 
before the interview. 

Testing is another good auniliary 
supplement the imter- 
I emphasize the word “aux 
iliary,” because there frequently 1s 


device, to 
view. 


a tendency to rely too much on the 
test results. Even the most ardent 
advocates of testing will not sug- 
gest this. So the interviewer should 
let test results eliminate from his 
mind all of the other facts that he 
may have gathered about the person 
under consideration. Tests are help- 
ful. But they are not perfect, and 
they should not be used as though 
they were. 

Another helpful guide is what is 
known as a patterned interview. A 
patterned interview is nothing more 
nor less than a checklist of the points 
to be covered in the interview with 
the person concerned. It can help 
make sure that no really important 
points are overlooked under the 
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pressure of the interview. If a 
checklist or a patterned interview 
guide sheet is used, try to be very 
discreet in checking otf the p' nts or 
in making any notes. Keep note-tak- 
ing down to an absolute minimum, 
so that the individual who is being 
interviewed is not disturbed. 

It is most important to get a very 
full and complete description of the 
This may 
sound elementary, and it probably is. 
But often interviews are completed 
without such data being obtained. 
Naturally, a significant 
would be the applicant's 
tional background. 
the which 
tainly should be explored at length, 


applicant’s background. 


element 
educa- 
Of greatest im- 
portance, and one cer- 
is his work history. 

Then there is the matter of the 
the 
Many people are 


which individual 1s 
willing to give. 


cynical about 


references 


that are 
But such 
references can be used effectively if 
the individual 


references 
given by a job applicant. 
named is called up. 
Then, in the course of the discus- 
sion, he can be asked if there is any- 
one else whom he knows who might 
have some helpful information about 
the applicant. In that way, some 
references obtained which 
will give a more objective viewpoint 
on the individual than the 
which are named by the man him- 
self. 


If possible, more than one per 


can be 


ones 


son should interview the applicant. 
Then they together after 
the applicant has departed and com- 
pare notes. 


can get 


If this is done though, 
make sure that all are proceeding 
on the same basis. 


Interview Many 


Sometimes the very first man who 
applies for the job seems to have all 
of the qualifications. If 
so, the interviewer could be tempted 
to hire him right off. We would ad- 
vise against that. 


necessary 


Even if the first applicant seems 
to be the mind, it is 
always desirable to interview at least 
one or two others. If it does nothing 
else, it will tend to confirm that the 
original judgment was correct. 


man in 


There are some men who make a 
wonderful 
first They can give any 
number of reasons, all of them logi 


impression during the 


interview. 


cal, as to why they may have had 


an unsatisfactory work history up to 
the present time 
that 


a fine impression during an 


It is unfortunately 
true there are men who can 
make 
interview, but who seldom will work 
out successtully on the job. There- 
fore, a basis comparison should be 
established least 
more applicants for any job under 


consideration, 


among at two or 


Right Set-Up 


Sometimes executives do not give 
much advance thought to the inter- 
view they have with applicants tor 
key jobs. 

Kirst and foremost, of course, ar- 


rangements should be made_ for 


complete privacy during the course 
of the interview. Nothing is more 
distracting than to have an execu- 
tive’s secretary jumping in and out 
during the course of such a discus- 
sion. Further, arrangements should 
he made to shut off the telephone 
during the time that the interview 
is In progress. After all, if the job 
is important enough for the top ex- 
ecutives to spend their time in per- 
sonal interviews, then it should be 
important enough to shut off the 
telephone and keep the secretary 
outside the officer's door. 

\ comfortable should be 
provided for the applicant. And he 
should be ushered the execu- 
tive’s office as he arrives. 


chair 


into 
SOOT, as 
Do not keep him sweating it out in 
the executive 


an anteroom while 


goes about signing papers or con- 


ducting other business. If he is 
courteous enough to be punctual, 
then the executive should be courte- 
ous enough to have him come in as 
soon as he arrives. 

-qually important is the fact that 
within his own mind, the executive 
prepare for the interview. 
He should make certain that he is 
not worrying about other details of 
the business while the man is across 
the from him. It would be 
better not to hold the interview, if 
only half of his mind could be de- 
voted towards the business at hand. 


should 


desk 


Even though the applicant may 
not be successful in his quest for the 
job open, it must be remembered 
that a public relations job is being 
done for the company in every inter- 
view conducted. So it is essential 
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Motivation and Management 


URING THE PAST YEAR we have 
| teamed that considerable at 
tention has been given to the subject 
of motivation, The dictionary de 
as “that within the 
rather than without, 
which incites him to action.” Com 
panies are spending millions of dol 
lars experimenting with ideas which 
are intended to tap the hidden and 
often latent 


fines motivation 
individual, 


reserves of human en 
ergy with the hope that employees 
will be into 


many instances, within the areas of 


triggered action, In 


our observation, the efforts toward 
motivation were of the nature as to 
make the employees’ job easier and 
to relax standards on the assump 
tion that gratitude would inspire the 
emplovee toward higher efficiency 


Better Understanding Required 
Motivation is substantially a per 
\s the dic 


points out, it 
comes from within rather than from 


sonality characteristic. 
tionary definition 
without ; however, outward stimula 
tion will trigger the inner spring 
For instance, the emplovee who 
wants to be liked, will work harder 
if he is complimented on a task well 
done. 

Management’s job has changed 
and it is continuing to change even 
as we write this column. The change 
has come about primarily as the re 
sult of industrial growth which has 
created jobs faster than people can 
be trained and are available to fill 
them. Even if the labor market 
were to reverse itself and jobs and 
people were to be in imbalance in 
terms of people, the changes in man- 
agement’s job would not revert to 
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the “boss ship” status ol 
decades 


the 


three ago. 


Today executive ranges fat 
bevond the narrow confines of out 


old 


is a politician in the sense that he 


fashioned job detinitions He 
has public responsibilities he is a 
public relations man in the sense 
that his words and conduct come un 
der public scrutiny. He is a person 
a salesman, a student and 


\Ve are 


capacity with star dust, but we are 


nel man, 
a teacher. not gilding his 
emphasizing the growth of respon 
sibilities. 
There was a day when the pet 
sonal profit motive was the one effec 
tive motivation for executive manage 
ment. We do not 
the details of the social reform which 


have to go into 
took place under the cloak of a tax 
on income, originally for revenue 
We need onlv to look at 
the income tax rates applicable to in 
dividuals to that a 
91% tax rate is not basically a rev 
enue item but a socially inspired and 


purposes. 


become aware 


effective limit on income 


In What Areas? 


lf direct retainable earnings have 
ceased to serve as a motivating in- 
fluence 
in| what motivation be 
placed and to what degree have 


for executive management, 


areas can 
changes taken place in the executive 
compensation plans 7 

We can become bogged down in 
the psvchological aspects of motiva 
tion, and go round and round chas 
ing our own tails in the fruitless 
pursuit of an answer, or we can cut 
through the technical aspects and 
come to the point of motivation, even 


though there may be an over-sim- 
plification in our conclusions. 
The 


call 


so-called tests 


qualities of self 


temperament 
measure the 
self-confi- 
tranquility, stability, and 
drive. We are not making a case for 


sufficiency, domination, 


dence, 


aptitude testing. We are simply stat- 
ing that in our experience some in 
sight into the executive's personality 
pattern can be obtained by aptitude 
testing (including temperament as 
well as vocational interest measure 
ment ). 


Opportunity For Responsibility 


If the executive wants responsi- 
bility, then the opportunity for re 
sponsibility will be an incentive to 
effort. 
means of inciting action is simple 
in concept 


vreater Motivation as a 
find out what the per 
son wants and make its attainment 
or possession possible. If what is 
ottered has no personal value to the 
executive, it is reasonable to expect 
Most ex- 
ecutives want responsibility and are 
willing to assume the risks which 
responsibility entails, but they want 
the full responsibility, unfettered 
by conditions and restrictions, 


its failure as an incentive, 


Obviously we all work under es- 
tablished policies which guide our 
decisions. \Ve refer more specifically 
to limitations in authority which in 
fact eliminate or greatly reduce the 
responsibility for results. We have 
seen innumerable instances where 
titles are mere window dressing with 
the executive being hedged in by the 
need 


to obtain approval for every 


move. 


(Continued on the 


next paqae 





Motivation 
Pick the right man-— detine his au- 

and 

for results 


thority responsibility 
accountable for 
results—and Wi him accord 


will 


will not 


ingly man know 


when to ¢ 
run to for 


top-manag ap- 


Just so 


decision 


proval of his eve 


he can build the protection which 


comes from following orders instead 


of determining There 1s 


acuwons 


something {| about 


utermyg being 
consulted and quite 


agement would rather 


often top-man- 
inake the de 


cisions than to ¢ vate to others. 


Be Willing To Delegate 


Our advice to top-management 


people who may be suffering from a 


lack of drive in the subordinate ex 


ecutive personnel—check your will- 
totally 


Into 


ingness to delegate, and 


completely. Pass down your 


organization the authority to act and 


decide. your subordinates 


\ppraise 
at short tervi as to measure 
their performances 
rather than 
not tolerate 1 


Develop them 
but do 


edhocrity \ mediocre 


1] 
it 


criticize them 


executive Wi remain a mediocre 
probably does 


the 


executive because he 
not | qualities and 


Possess 

courage ¢ 
Some executives want authority 

them right to 


Instead of a hieh domi 


which to 
command 


factor whicl 
suasiveness and persistence, 


nation is akin to per- 
they 
a domineering factor which 


} ISSESS 


is akin to boss-ship and the demand 


technique of en plovee re lationship. 


1 


\s we mentioned, the high income 


tax rates have created problems. of 
\s a single incentive, 
The 
the 


arises 


compensation 


financial reward ts still the best. 


confusion of interpretation of 


value of financial incentives 


1 ] 


when it is compared to other items 


words, when it becomes a 


financial reward 


incentives, there 


outrank it 1n 
eroup 


working re 


(lack of 


Opportunt 
lations, perso 
restraint on of hours), prestige, 
adequate priva offices, liberal va 
cations, fringe fits In Tespect to 


club 


few of the 


accounts iutomobile. 


expense 


memberships ako 


418 


items which may be considered as 


very important. But, prepare a list 
of items (such as above, including 
the 


executives to select the one most 1m- 


financial incentives) and ask 
portant item, and the majority will 
\sk the same 
the 


highest to lowest, and financial re- 


select financial reward. 
executives to rank incentives, 
ward sutfers in the comparison. 

The changes in executive com 
pensation plans require a nice bal- 
ance between immediate reward and 
deferred compensation. One com- 
pany which deters a substantial por- 
the 


executive staff and places the funds 


tion of salary increases of its 
in trust for retirement use, suffers 
from a lack of enthusiastic response 
from its executives because they can- 
not enjoy in modest proportion the 
The deferred 
compensation plan is a most liberal 


fruits of their labor. 
one, but in compensation plans the 
immediate must be balanced with the 
future benefits if it is to inspire ac- 
tion and incite etfort. 

Many 


plans are a mixture of rated pay. 


executive | compensation 


deferred compensation, contingent 
compensation, and fringe benefits. 
The rated pay is and should be re- 
lated to the 


bilities and his ability to perform. A 


executive's responsi 


company cannot protect the execu 
tive from the effects of income taxes 
unless the compensation is in part de 
ferred under certain conditions so as 
not to constitute taxable income until 


it has been actually received. 


Bad Effect 


Companies, in our opinion, over- 
emphasize their responsibility as 
regards the income tax as it applies 
to individuals, and in so doing, re 
duce the motivating effects of salary 
We 
arguing against ourselves by saying 
that 


compensation plans 


and salary increases. are not 


income taxes have influenced 


and by saving 
that industry should ignore the tax 
rates. We are saving that tax rates 
should not be the sole eulde in de 
termining compensation methods 
Deferred compensation takes on 
the form of retirement income plans, 
the 
deferred, 


savings plans ino which com 
pany's contributions are 
and other types in which a modest 
the 


deterred. What is a modest share ? 


share. of compensation rate is 


Obviously the answer lies in_ the 
rated salary level. In salary brackets 
below $15,000 per vear, the deferred 
portion would be a relatively smaller 
proportion than in rates of $50,000 
per year or Over. 

Contingent may 
take the form of profit sharing, stock 
option plans or plans in which the 
reward is contingent upon certain 
favorable aspects of business. Com- 


compensation 


Mission compensation is a form of 
contingent pay. There many 
who do their best work through the 
stimulation of 
which are dependent upon the em- 
\lthough the 

salary (so 
permits the 
individual to budget his income, it 
often brings about a condition in 
which the rated pay 1s not related 
to the employee's efforts and work 
results, 


are 


increased earnings 
plovees’ contribution. 
traditional time rated 


much per month) 


Owns Part 


executive compensation is tend- 
ing more and more toward the con- 
tingent tvpe after a certain annual 
income rate is attained. Buying a 
piece of the business through de- 
ferred compensation or stock op- 
tions are popular devices. 
related to the 


business and in modest amounts, are 


Fringe benefits, 
in common use. Club memberships 
entertainment media 
include 
which might not otherwise be en- 
Company 
business, 


provide an 
which will some. luxuries 
joved by the emplovee. 
used 


but in the possession of the execu- 


cars, for company 
tive employee, relieve the employee 
of certain expenses and expendi- 
tures which would otherwise be 
personal and spent out of his salary 
income, There are many types of 
insurance coverage that relieve the 
employee of personal expense and 
which provide pre tection so essential 
to the family-man. 

No one can spell out a compensa- 
tion which would be applicable to 
all situations. We can only repeat 
and emphasize that management’s 
job has changed, and some situations 
which 


exist in top-management is 


unaware of the change. If compen 
sation is related to performance, the 
rate will tend to the level of 
the emplovee’s value either in vour 


seek 


company or 1M another COMPANY 
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that 
action 


Motivation 
intelligent 


which triggers 
rests on the 
cornerstone of personal profit. Ii 
too much of the compensation is de 
ferred, it value of the 
incentive as it applies to the average 


lessens the 


executive. 

We 
aspects as a six-step program 
1. Analyze the job; 
responsibilities ; 
? 


view motivation in its. total 
determine the 
detine the duties. 
Establish the objectives of per 
formance. 

3. Analyze the individual 
that he fits the job. 

4. Give him the authority 
5. Rate his performance. 


and see 
to act. 


6. Pay him accordingly. 

There could be a seventh step 
train the executive and give him 
every chance to meet your standards. 
If he fails after a fair chance, do not 
downgrade the salary to sub-stand 
ard performance, but upgrade some- 
one else to the position. Nothing ts 
more costly than mediocrity. 





COMMITTEE SURVEY 


THE INCREASING USE of committees 
in all aspects of company operations 
suggests that they are becoming a 
way of corporate life, according to 
conducted at a 
American Management 
Management 
The survey covered 79 high-level 


a survey recent 
\ssociation 
General Conference. 
executives and 28 middle manage 
ment men who together represented 
214 committees, with two executives 
indicating they did not belong to any 
and one admitting to 30 committee 
assignments. The average number of 
per 
two, for middle managers three. 


committees top manager was 

89% of those replying to the ques- 
tion, what do the committees do?, 
stated that 
change views 


committees ex- 
and = information. 
Other functions listed were 
recommendations,” 


their 


“make 
generate ideas, 
and make “major” decisions. Com- 
mittees have more power today, the 
65% of the re- 
spondents in top management ex 
pressed this view, as did 71% of 
those in middle management. ‘Three 


survey revealed. 


fourths of the executives surveved 
felt. that the degree of 
authority is satisfactory, while one 
fitth want committee authority in- 


present 


creased. 


Committee members. the 


SUFVe\ 
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indicated, are chosen by the 


almost half the ca 


almost all 


dent in 


committees have pet 


manent chairmen. The president ts 
chairman im ahout 30% of those 
with a permanent head dsthese 
committees are almost alwavs kev 


policy groups \gendas are crawn 


mostly from members’ 


sugevestions | 
only 13 of the 66 respondents to this 
question indicated that the chairman 
alone proposes the agenda 

he majority of those 
felt that 


sometimes dete 


responding 

committee decisions are 

‘rmined in advance by 

individuals. 537 of the top man 
] 


agers and 38% of the n 


1Wdle man 
agers reported that influence of 
strong individuals is felt “occasion 
ally,” while 41% of the top man 


agers and 32 of middle managers 


reported such influence “often.” 
\s tor decision-making, authority 
in 60% of the companies is— cen 
tralized, respondents said. 30 out of 
77 individuals reported that they 


still make most important non-board 


decisions in- their companies; 27 
stated that important non-board 
decisions in their companies are 


comnittee 
70% of the 


made by More than 
polled stated that 


there is “much group participation” 


Men 


in their companies today. 


Cited as a major problem in deal 


ing with committees is the difficulty 

of fixing responsibility for commit 

tee decisions 
] 


pressed doubt that any 


some executives ex 
membet 
would devote the 


same amount of 


time and energy to a committee 
decision as he would to one. for 
; 


which he would bear the full burden 


of responsibility : 


INSURANCE FILMS 


A NEW COMPANY which will special- 
ize in films for the insurance busi- 
Martin Hersh 


( Universal Recorders) is president, 


ness has been formed. 


Charles Brown ( Bing Crosby Enter- 
prises) vice president in charge of 
sales and promotion, Ed H. Left- 
wich (Emperor Productions) vice 
president in charge of production, 
and Martin Ross (Emperor Pro- 
ductions ) 


secretary of the new cor- 


poration, to be named Insurance 


Films Productions. Inc. The com 
pany will use the production facilities 
of Family Films, Inc., in a special 
arrangement. Mftices will be at 6757 


Hollywood Boulevard. 
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Writes with fresh ink for month 
after month — holds 100 times 
more ink than a fountain pen. 50 
You just fill it and forget it! 
Leak-proof base can't overflow 
— uses any type of 
standard ink. Handi- 
Pen points are in- 
stantly, easily re- 
placed —like new 
again for as little as 
35 cents in Steel or 
75 cents in Alloy- 
Tipped. Available in 
three gleaming, deep- 
tone shades. 



















































































FOOL-PROOF CAPILLARY ACTION 


Section “A” holds almost a year's 
ink supply, section ‘“B” handles 
expansion from temperature 
changes. Only fresh ink cap- 
illaries through a small hole 
in the socket directly to the 
pen feed. 




























































HANDI-PEN FOR PUBLIC USE 


Sturdy 24” bead chain attaches pen to 
base, preventing theft and absent- 
minded appropriation. Base has fast- 
holding adhesive 
backing to hold it 
firmly to desk or 
counter. A_ beau- 
tiful, yet rugged 
and practical desk 
set for public use 
The Handi-Pen 
Set may be lifted 
from the base for 
easy cleaning and 
filling 
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NIBIN Yadéucdaual PEN POINTS 


FOR EVERY WRITING REQUIREMENT 
































Visit or call your Office Supply House Today! If not available 
locally, send for any Sengbusch Office Aid on 30 Days FREE Trial. 


























3018 Sengbusch Bidg. 
wiillwaukee 3, Wis. 














Without Obligation, send us the items checked. After 30 
days trial, we willeither return the item or send our remittonce 














HP-6—B, Black $3.50 HP-116B, Black $4.25 
HP-6—C, Copper $3.75 HP-116C, Copper $4.50 
HP-6—GY, Gray $3.75 HP-116GY, Gray $4.50 
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Interviews 


to be thoughtful and courteous, even 
to those who will be obviously un 
successful 
\V hatever talked 
about in an interview, there are only 
three things that are 


else might be 
important to 


the discussion. These are: 


a Che job 
b. The company 


Phe applicant 


Tell Him Essentials 
| know that in interviews of this 
type discussions of football and base- 


1 


and the like frequently creep 


the conversation, That is per- 
fectly all right, so long as the pur- 
pose of unimportant chit-chat 
is to facilitate the 


sucl 

main business of 

the interview. The main business of 

the interview is to tell the applicant 

about the job and the company ; and 

to tind out if the applicant has the 

proper qualifications for the position 
‘company is trying to fill, 

h re spect t tl job itself, he 

1 tl job title ‘ and how 

her jobs in the 

company ; he should be given a clear 

indication | job requirements 

iny special skills. If 


it requires legal o1 


as to travel 
actuarial train- 
ing, for example, spell that out very 
carefully so that the applicant will 
know whether or not he stacks up 
to the requirements 
don't hesitate to point out 
bad about the job. 


need not he eN 


any 
They 
iggerated but the ap- 
plicant should know about them. If 


the job 


features 


travel, find 
whether he is willing to do this 
travel; likewise 


involves heavy 
out 
_ if there are unusual 
attached to the position, let 
him know that in advance; tell him 
the responsibilities and duties of the 
position ; let hin 


hours 


know what he can 


expect in the way of financial recog- 


he job satisfac 


5 rad " 
\ WOTd Ol 


spect. Too often executives tell ap 


caution in that re- 


plicants such things as “the sky 1s 
the limit’ or ‘“‘you can build your 


own future here” or “you can write 
\ll of these are 
beautifully sounding cliches, but they 
have 


vour own ticket.” 


absolutely no significance. | 


don’t know of a single company in 


50 


where the 
sky really is the limit on an indi- 
vidual’s performance in a home of- 
tice job. And very few men do have 
an unlimited future, or can write 
their own ticket either in home office 
or field jobs 


the insurance industry 


Statements along these 
lines tend to build up future dissatis- 
faction. Most importantly, the sal 
ary ranges to which the individual 
reasonably attain 
within a five to seven year period 
should be indicated. 


can expect to 
If this is done, 
many a future personnel headache 
will be avoided. 

Be sure to tell the applicant about 
the company, its recent history and 
future plans. Tell him something 
about the key people in the home 
office with whom he will associate. 
Let him know their background and 
the important contributions that they 
are making to the successful opera- 
tion of the enterprise. 

Despite all this, be sure to let the 
applicant do the most talking. After 
all, the company is trying to find out 
whether or not he will fit the job 
that is 
interview 1s 


open. Even if a patterned 
sure that 
comments are limited to guiding the 


conversation along the proper lines 


used, make 


Several Types of Questions 

From time to time it will be nec 
essary to ask questions, in order to 
keep the interview rolling. There are 
several types of questions to use 
for the specific purpose intended. 
the 
This question can deal 


There is starter question. 
with the 
weather, baseball, football, etc., and 
is intended to put the applicant at 
ease as the conversation begins. 
Then there is the definitive type of 
question, This type of question is 
intended to pin the applicant down 
on the facts sought. Then there is 
the check up type of question. This 
is to find out whether or not there 
flaws in the applicant's 
\nother type of question is 


are any 
story. 
the expression question. In this type 
of question the interviewer is trying 
to find out how well the applicant 
can express himself, 

There is another important type 
of question, which can be used in 
relation to certain jobs. That is the 
so-called This 
type of question is designed to bring 
out whether or the individual 
really is as experienced as he claims 


technical question. 


not 


to be. For example, if the man 
states that he is an experienced ac 
countant, then there are a few key 
questions which he could be asked 
to develop the extent of his account 
ing knowledge. This will not, of 
course, predict how well he will do 
on the technical side of his job. But 
it will help to bring out the facts on 
anyone who is exaggerating his ex 
perience. The same could be done 
with respect to actuarial, agency, le- 
gal and other jobs which have a 
technical aspect to them. 


What To Look For 


The interviewer is looking for cer- 
tain things about a man’s entire 
background, 

or example, he wants to find 
out “What has the applicant done?” 
This can be developed by the records 
of his past experience. It will serve 
to give an idea of what he has been 
able to accomplish on the jobs he 
has held in the past. 

The next important thing to de 
termine is: ““What could he do if 
he were given this job?” This has 
to do with a man’s aptitude, or his 
potential. 

The third important point to dis- 
cover is: “What 
terests ?” 


are his basic in- 
If he is interested in com- 
munity and civic affairs, it may mean 
that he is serious-minded, likes peo- 
ple, and likes to get along well with 
them. However, if he has absolutely 
no fraternal, religious or community 
contacts of nature, then it 
probably would not be wise to put 
him in a position where he is deal- 
ing with the public. 


such a 


On this point you sometimes have 
to play it by ear, for it is often very 
hard to get any conclusive opinion 
developed on this point without a 
great deal of information beyond 
what can be gotten in an interview. 
For example, a man may belong to 
a church or to a fraternal order sim- 
ply because he feels it is the thing 
to do, not because he has any under- 
lving interest in the activity con- 
cerned, 

Try to find out what the indi- 
vidual applicant thinks about other 
people. That is, what does he think 
of his former employees and_ his 
former working associates. If he 
is extremely critical of everyone, 
and quite prone to excuse himself, 
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then he may be the kind of person | 
who cannot get along well with 
others. Here again is something that 
the interviewer will have to draw a, 
conclusions on with a great deal of PURCHASING 
care. He should avoid making any Rep de eel 
definite commitment, even to him- ————————— 
self, unless he is quite certain of the CROSS INDEX 
implications of what the man has 
said. 

Lastly, but certainly not the least, 
is information that might have been | PAYROLL STOCK 
gained with respect to his physical qpmoneneccenes CONTROL 

eas ‘ PERSONNEL 

condition, Of course, he would un- 
dergo a medical examination, since 
the job is an important one in the 
executive family. But over and 
above that, find out whether or not 


; tag : , ADDRESSING 
the individual has lost time from PLATES 





cost 


work; and whether he has the vigor — 
ea i 4 CUSTOMER 
and vitality that may be needed in 


a ; PLANT & 
the position under consideration. eee 


ah . : EQUIPMENT 
There is a strong temptation to 
do a great deal of the talking when 
conducting: an interview with an Sealeentite 
applicant. The man, so to speak, is DIEBOLD 
a captive audience. After all, he \ Styled by Raymond 

; Loewy Associ 
wants to make a good impression, ee ee 


with the end result in view of getting i th 
the job, Resist such temptation. in e€ 
world’s 
Listen Intelligently N EWEST 
Make the applicant do most of 
the talking. And while he is talking, MECHAN IZED 
listen with every nerve alert to pick | 


up anything of significance. 


lor example, one President was ROTARY FILES 


having an interview with a man for 


a key job. The interview was pro- b 
ceeding very smoothly, until the ee y 
President asked him his general (ms = 

; S — —_—-) 


opinions of the city where the appli- 
cant had worked before. Almost 








. investigate the unprecedented posting and 


\"=" For automating the handling of active records 
without thinking the man replied, \ referring advantages introduced by the new 


“3 : Diebold mechanized Rotary Files. They accom- 

Oh, the people there are all right, Records revolve in upright modate existing records on any grade of card 
| guess, except for the bankers.” Log ale — shorter or paper stock . . . eliminate punching and tran- 
This remark set the President to 


scribing ... save up to 50% in time and space 
a 
eee, : : b Ame fy fA 
thinking, since he knew the Presi- 





A costs. There are 26 models of Diebold Mechan- 
& 7 a ized Files for meeting all requirements in record 
e e — 

dent of one of the only two banks \ lA sizes, volume and activity. Note how extra knee 
in that city. He contacted his b - room is provided by swept-back design. Write 
a ee 7 ) ase to te Senay ‘ J = today for descriptive literature on the world’s 
anker Iriend, anc bcs MS CISMa) f ‘ : newest and finest mechanized Rotary Files. 
learned that the applicant was hope- d DIEBOLD, INC., CANTON, OHIO. 

lessly in debt; that he lived far be- 


aahipes Use present records. No 

vond his income; and that he had punching. No guiding area lost | 4 

: " 4 ici a to clear retaining devices. 

trained his wife and children to do 

. ; ; Touch- 

likewise, In fact, he learned that a OFFICE EQUIPMENT 








the applicant was about to declare 

himself a bankrupt in order to re- Diebold, Inc. + Dept. OF-26 + Canton, Ohio 

lieve himself of his tremendous load | [Oi@lA-File - Please send complete details about your new 

of debts. Rotary Files for our —— 
This fact might have been over- Firm 

looked if the President had not been eee _ 


Optional 2-way controls speed Street : 
(Continued on page 53) records into working position. City Zone. State 




















TAX CALCULATOR 


vrok which 
withholding 

Po CLAS tax 
Paul S. Morton 
four and a 
inches in size, 
can be used as 
L pas roll record 
easily in desk or 
Bakelite rigid 

not warp or 

at scales stay in 
verlay of clear rigid 
e printing from 
eeps it clean. Three 
ble: weekly wages, 
iges up to $140 and 


vages from $140 to 


q 


ae 


TAPE TYPEWRITER 


r of the 

neept on which 

is based, 

electronic 

automati 

the paper 

equipment 

and wil onmnunications 


\When 


svstemls. 


rrdinaryv electric 


52 


typewriter in preparing source docu 
ments, it automatically translates 
everything or selected data the ty 
pist writes into a punched tape tor 
subsequent automatic processing ; 
when fed the punched tape prepared 
by it or auto- 
matically reads and types out the 
information at the rate of one hun 
dred twenty words a minute. 


other machines, it 


The new machine can be adapted 
to various data-processing programs 
since it 


is available in three basic 


models—a tape punching unit, a tape 
reading unit, and a unit that does 
both—thus making it possible to ar- 
range the equipment to the specific 
needs of each location in the over 
scheme. The 
typewriter unifies remote work sta 


all data-processing 


tions, speeds input and output to 
and from a centralized processing 
system, and brings true automation 
down to the basic 


level ot source 


paperwork, 


—————— ye 


$20, F 


"Please hide the plant food, Miss Jones— 
the whole staff has been feeding it." 


CUSTOM-FITTED DESKS 
THE custom-fitted 
desks and related furniture items to 
the Do/More chair line, 1s the result 


ADDITION — of 


of the company’s vast experience in 
through which it has been 
established that the advantages to be 


seating, 


gained from correct seating can be 
supplemented by a desk which can 
be fitted to the user. In the Custom 
Collec tion, designed by 
Loewy 


Kaymond 


Associates, the desks are 
adjusted to the height and needs of 
each individual by interchangeable 
leg sections. Perfect sitting position 
is thus achieved through this com- 
bination of 


both 


posture principles in 
desk and Available in 


wall 


chair. 
desks,  credenzas, 


tables, 


cabinets, 
I.-units, this 
highly functional series of modular 


benches and 


units 1s contemporary in every re- 
spect, combining each advantage of 
wood and steel in its construction. 
The themselves represent a 
mating of pedestals, drawers and 


desks 


panels to suit every requirement. 


Installing Electronic Data Processing 
Systems by Richard G, 
partner, Canning, 


Canning, 
and As- 


research en 


Sisson 
sociates and associate 
sineer at UG.LA. 


The book deals with the impor- 
tant high cost aspects of installing 
electronic data processing systems. 
It tells what are the important and 
expensive factors for installing such 
systems and how loss can be con- 
trolled effectively. Studies of a num- 
ber of companies in dissimilar tields 
have been synthesized into a single 
case history. Based on actual cases 
the book covers the significant ques- 
tions of fitting I: DP into the orgam- 
zation, selecting and training per- 
physical in- 
stallation of the system and the early 


sonnel, programming, 


phases of operation, It is written in 
non-technical language and assumes 
that the reader is relatively unac- 
quainted with electronic computers. 

193 pps; SO00 per copy. Pub 
lished by John Wiley & Sons, Inc., 
$40—4 th New York 16, 
N.Y. 


VENUE, 


B.O.B. PENCIL 


THE “BEND-OVER-BACKWARDS” 
pencil is the latest gimmick by the 
Marvic Company. ‘This 
sists of an advertising message 
neatly thermographed on a business- 
sized card attached to a pliofilm en 
velope inside of which is clearly seen 
what appears to be an ordinary short 
lead pencil. However, although ex 
ccedingly lifelike in appearance, it is 
made completely of rubber and at 
any attempt to use it doubles over. 


item) con- 
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Interviews—Continued 


alert to catch that one little com- 
ment the man made during the 
course of the interview. In every 
other respect, his background and 
experience checked out in a fairly 
satisfactory manner, 

After the interview is over, the 
first thing to do is to consider all 
of the facts gained and the impres- 
sions formed as a result of the 
interview ; to spend a few minutes 
thinking about that the 
main points are well organized in 
the mind. 


them so 


Some companies use a form. of 
rating sheet to help organize judg- 
ments after an interview. (ther in- 
terviewers go such 
may have been made during the 
course of the interview, whether 
they were made informally or on a 
patterned sheet. After 
this is done, it might be a good idea 
to write down general impressions 
of the applicant, Just start off with 
a paragraph that gives an overall 
viewpoint on him. 
sequent 


over notes as 


interview 


Then, in- sub- 


paragraphs, write down 
opinions on his previous work his- 
tory; lis education; his personal 
appearance ; his personality ; the im 
pressions gained about his physical 
condition ; and any other points that 
may have been covered during the 
course of the discussion. 

After the has done 
this, he is in a position to discuss 
the applicant with any others in the 
organization who may have inter- 
viewed him also. 


interviewer 


Still Err 


With all of these points firmly 
in mind, the one thing that I can 
guarantee is that will still 
be made in the selection of people. 
Anyone who has had extensive ex- 
perience in this respect will agree 
that this is probably one of the 
toughest executive jobs in the book. 

However, the advantage always 
goes to the man with a plan. So if 
one can be developed along these 
lines, the interviewer will be in a 
better position to start a more in- 
formed and successful pro 
gram of key personnel selection. 


errors 


more 


Reprinted from The Interpreter, 
the Insurance Accounting and 
ciation 
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Statistical Asso 
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as I'll be loving 


TIFFANY 


OFFICE MACHINE 


STANDS 


First choice of office workers 
and management everywhere 


... Love that Tiffany Stand!” 


Office workers love ‘em because their work- 
day is much easier with a Tiffany Stand. 
Nerve - racking machine noises disperse 
through the open top; shake-proof con- 
struction prevents tiresome vibrations; no 
scratches or ruined hose from these smooth 
edges. 


Management loves 'em because office workers are 
happier. more efficient. Superior, all-steel construction 
lasts a lifetime of continuous use... costs less per-year- 


of-service than any other stand. 


MODEL 5000 (shown at right) — popular for general 





use. Retractable casters, large drop leaf, adjustable 4-cup 
open top. compact. With 2 drop leat es—Model 5002. 


MODEL 8002 (shown above) —square tubular leg con- 
struction; larger and extra-heavy for electric typewriters 
vibration-free. 


and bookkeeping machines; absolutely 
(With 1 drop leaf—Model 8000.) 


At better dealers everywhere...for further information, write Dept. BFC 


MODEL 
5000 


8000 and 5000 
Series also avail- 
oble 352"" high for 
stand-up use. 


7350 FORSYTH 


TIFFANY STAND CO. sr cous no 


CHIMES APPRECIATED 


RESIDENTS 
a two-mile 


within 
Kansas 


\ND 
radius of 


EMPLOYEES 
the 
City Life Insurance Company build- 
ings voted overwhelmingly in favor 
of the installed on a_ trial 
basis by the company in conjunction 
with the opening of the new addi- 
tion to its home office. 


chimes 


The chimes, 
set for nine a.m., twelve noon and 
five p-m. are followed by brief pro- 
grams of inspirational music which 


11 


1s produced electronically, 
carillon effect. 
Favorable comn 


the 
hotels who 


ents were 
ceived by 


nearby 


entire guest-lis 
aftixed 
requests that the 
permanent. 
employee groups of business firms in 
the area added their approval. After 
the two-week trial period, the com 
pany 
stallation 
further, 


signatures to 


chimes become Large 


announced that the 
would be 
that on 


permanent and 


festive occasions 


special music would be pr sented 





Mechanization—!rom paae 4! 


shown on the statement 


check 


is always 
the amount of the due the 
ivent 

Under the new plan there is a 
that 


impossible for an 


network of proofs makes it 


virtually error to 
slip through. This is a strong feature, 
e handle about two hundred 
slips a day. Under a pen- 
there 1s always op- 


since W 
posting 
and-ink system 
portunity for transposition of figures, 
s, and so on. 
nd-ink error, it 
aced through, and 


7 ' 
corrected it 1s a 


careless writing of figure 
If there is ; pen-a 

st be located, t1 
tedious task to 


insure that the figures are the same 


on all records 
records 


By producing related 


at the same writing, the mechanized 


svstem that is in- 
particular 
Figuring 
. posting to the 
proper columns is performed auto- 
accumulated 
sting takes place. 


setup provide 5S 2 
dependent ot 


highly-skilled 


111 \ one 


individual. 


( 
mec] 


is done lanicall 


matically, and totals are 


automatically as ] 


MARTIN H. TINSLEY 


Production is not only 
higher, but the 
are easy to read and easy to audit. 

The 


minor 


substantially 
completed records 


not of 
one con- 
amount of checking nec- 


auditing is 
importance 
siders the 


matter of 
when 


records in 
Machine- 


essary on the various 


an insurance company, 


printed figures cannot be changed 
without detection, and all totals are 
mechanically and proof. 
Thus, the results of the new system 
provide a control for 
that is not possible under a pen-and- 
ink method or under a system de 
signed around several disconnected 
machines. 


correct 


management 


The two machines that we use on 
the job have saved us the full time 
When one considers 
the dollar value of a gor xl set of audi 
table and the dollar value 
in having records up to date, the 
total savings come to $9,800 a vear. 
Our investment 
about $10,500. 


These 


of two persons. 


rect rds, 


in the system was 


savings are over and above 
of training 
and what might be termed flexibility. 
Phat is, the equipment we 
agents’ commissions is not confined 
to that \e handle our 
group premium individual 
record system, our regular premium 
and our payroll 
same equipment. 


such advantages as ease 
use on 


iob. also 

income 
income records, 
records on the 





eae art steel 


‘ 


co. inc. 


The greatest advance in filing capacitation in forty years that pays 
for itself in space saving, office traffic flow, work procedures, and 
accessibility of all working papers and documents. 


Grade "A" 
ware and color 


in all appointments, 
combinations. 


full suspension, aluminum hard- 
Fits into your present file line. 


APPROVED: N. Y. STATE, FEDERAL AND VARIOUS AGENCIES! 
EXPANDS PRESENT FILE ROOM CAPACITY! 





AREA SAVED 





EVERY 4 SAVES 1 MORE 





SN 
CAPACITY 
OLD FILES 


CAPACITY 
NEW 5005 











AVAILABLE IN { 
3, 4, 5 & 6 DR. 
“HI-LO” HEIGHTS 


> DESCRIPTIVE LITERATURE AVAILABLE, Stampaeo 
WRITE DEPT. 101, AT YOUR LOCAL OFFICE DEALER — 


MODERNIZE WITH COLOR 
FOR OFFICE HARMONY 


Stamparo 
cetr 


170 w. 233rd st., new 
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Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed 


FILING CABINETS 
1. Card File 
. Fibre Board 
. Insulated 
. Metal 
. Micro 
Mobile Storage Systems 
Open Shelf Files 
. Portable 
. Rotary 
8. Stencil 
133. Tabulating Card 
9. Visible 
10. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
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40. Chair Cushions 
41. Currency Trays 
42. Desk Lamps 
43. Desk Pads 

44. Desk Trays 

45. Drawer Trays 
46. Moisteners 

47. Name Plates 
48. Pen & Ink Sets 
49. Waste Baskets 


OFFICE FURNITURE 
50. Air Conditioners 
51. Bookcases 
143. Bookstands 
52. Cabinets 
53. Chairs 
134. Costumers 
54. Desks 
55. Fluorescent Lighting 
108. Incandescent Lighting 
56. Matched Suites 
57. Safes 
89. Stands, Typewriter 
58. Stools 
59. Tables 
60. Wardrobes 


PAPER 
119. Card Index 
120. Duplicator 
70. Envelopes 
135. Labels 
123. Ledger 
121. Letterhead 
122. Policy 
137. Photocopying 
174 Thin (Cony) 
102. Visual Policy Jackets 


SUPPLIES, GENERAL 
68. Business Forms 
69. Duplicating Supplies 
71. Erasers (Specialized) 
72. Loose Leaf Systems 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 


92. Index 
94. Silencer 
95. Stands 

LOSS PREVENTION 
140. Burglary Alarms 
97. Fire Extinguishers 
63. Fire Protection Service 
98. First Aid Kits 
112. Floor Polish (Non-Slip) 
138. Safety Equipment 
128. Salvage Services 
125. Truck Alarm Systems 
141. Watchman's Clocks 


SERVICES 
62. Accounting System 
127. Filing Systems 
64. Office Planning 
115. Photocopying 
65. Record System 
66. Sales Incentives 
146. Sound Reproduction 
MISCELLANEOUS 
131. Accident Diagramming 
132. Advertising Blotters 
116. Advertising Specialties 
103. Birthday Cards 
130. Building Evaluation 
117. Display Material 
147. Emblems and Awards 
126. Endorse & Cancel Calculators 
104. Greeting Cards 
99. Leather Goods 
114. Policy Wallets 
100. Promotional Gifts 
148. Signs 
101. Silencer for Dictating 





January, 1958 


Best’s Insurance News 


75 Fulton St., New York 38, N. Y. 


Please forward complete information 
and prices on the items checked. 
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ow do YOU se 


@ We train our men to SELL, not peddle! With Mutual of Omaha, you get 
SELLING-SECURITY, not “here today, gone tomorrow” insecurity. 

® You get the real KNOW-HOW through our National Sales Training School, 
and expert on-the-job field training with the industry’s finest sales 
supervisors. 

@ This means you have IMMEDIATE SELLING INCOME. You benefit at 
once from Mutual of Omaha’s tremendous selling power—backed up by the 
industry’s largest national and local advertising programs. 


@ It means more money for you...and NOW! 


Don’t hesitate. Face up to this opportunity for a high-pay sales career in your own home 
territory. For details, write in confidence to Mutual of Omaha, Omaha, Nebraska, 
Department BEN 158. Or see your nearest Mutual of Omaha General Agent. 


V. J. Skutt, President 


Home Office: Omaha, Nebraska Canadian Head Office: Toronto 


The Largest Company in the World Specializing in Health and Accident Insurance 





J. F. FOLLMANN, JR. 
Director of Information and Research 
Health Insurance Association of 
America 


\M WELL AWARE that a subject 
| ae as research is one which 
makes most persons instinctively 
cannot say that | am 
out of sympathy with their reaction. 
Often the subject is regarded as dull 
or a certain cure for insomnia; and 
often it is. Often it is associated with 
endless tables and charts; 


recoil —and | 


and, alas, 
these are used at times as much to 
bully the reader or listener as to in- 
form him. Hence, there is much in 
our experiences to warrant these 
reactions. 

We funds both 
public and private, put to nonsensical 
the research. We 
have used time, which could have 
heen better used in other pursuits, 


have witnessed 


use in name of 


reading endless studies or even con- 
tributing to them, many of which 
are of dubious worth. We are aware 
of those studies which, while of in- 
about 
the low ypholes, the unsaid, the absence 
of objectivity, the unfinished busi- 


ness. 


terest, leave one speculating 


A Growing Soundness 


On the other hand, there is a 
growing soundness 1n the techniques 
of modern research, they are being 
brought to play throughout Ameri- 
can enterprise with a suddenness 
which has outstripped the technically 
trained available, and 
they relate to the business of acci- 
dent and health 

Research is a form of extremely 
fascinating and useful human 
tivity, which might be 
variously. Roget’s 


manpower 
insurance. 


ac- 
defined 
Thesaurus de- 
“investigation, 
analysis, study, scrutiny, quest, pur- 


fines research as 


suit, exploration.” Webster defines 
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Research Needs 


it as ‘careful search, a close search- 
ing, studious inquiry, usually critical 
and exhaustive investigation or ex- 
perimentation having for its aim the 
revision of accepted conclusions in 


the light of newly discovered facts.” 
\ definition of more applicability 


here might be: “the organized appli- 
cation of the methods and techniques 
of science to the operating problems 
of business, the object being to give 
management a 
decisions.” 


sounder basis for 
Ora simple view of the 
subject might be the phrase used by 
the Society of Actuaries: 
of impression into fact. 


resolution 


The research process certainly is 


not a new Earliest man must 


have employed its 


one. 
techniques in 
simple form in making his very im- 
portant with respect to 
where to build his home, where and 
when to do his planting, where to 
herd his flocks, and so forth. He 
must have used it ina crude form in 
determining which foods were poi- 


decisions 


sonous and, in certain instances, how 
and why they became poisonous. 
Use of these processes on a large 
must have 
Sargon I, perhaps 
the world’s first emperor, must have 
used research methods to some de- 
gree circa 2750 B.C. when he con 
structed his tremendous systems of 
land irrigation. 
reported to have used them with re 
spect to the dish-washing pro- 
cedure used by his legions in the 
field. Mendel used them in seeking 
the underlying orderliness in the 


organized basis come 


later, however. 


Julius Caesar is 


apparent random characteristics of 
peas from one generation to the next. 
A famous instance of the practical 
use of the 
studies of Dr. John Snow in stop 


statistics is, of course, 
ping the cholera epidemics in Lon 
don in 1858, and which led to the 
science of epidemiology. 

It was in World War II, how- 


ever, that the technique as we know 


a 


it today, emerged tull blown. Since 
then, we have witnessed the devel- 
opment of statistical research as a 
basic tool for the conduction of busi 
ness, 1ts operation and management. 
Today it is looked upon as a neces- 
sary and vital function. It 1s ex- 
pected that in the future its impor- 
tance and 


scope will increase ap 


preciably as research techniques are 


constantly improved, refined, and 


extended. 


Courses Conducted 


In fact, today it is not only the 
newest but the | about 
technique of modern management. 


most talked 
his is so to the degree that many 
corporations today are conducting 
courses, as long as ten weeks, for 
their executives in the populariza- 
tion and use of these new techniques 
Operations research is one of the 
names used today to designate these 
activities in their highest form. As 
such, they are recognized as having 
suddenly begun to take hold as a 
comprehensive science. Many of 
their parts are long since familiar, 


Continued 


Extremely fascinating activity 





Research Needs—Continued nology breaks down the uses of op- Mel Hurni, who heads a broad 

erations research as follows : study of operations research appli- 

however, and this is particularly true cations at General Electric says that 

of the business of insurance. Production ..... 29.5% the real power of operations re- 

It is estimated that between two Sales .................. search in his company “lies not so 

and three hundred corporations, in- Accounting .... 2 much in the solution of individual 

cluding mo f the top ones, are Executive 8 problems as in providing an increas- 

practicing operations research today Transportation ingly clear vision of a business as a 

in one form or another. The Insti- Purchasing ............ whole—a basis for an understanding 

tute of Management Sciences esti- Finance 4 by all our managers of their own 
mates that current expenditures in) Human Relations ........ responsibilities.” 

this field run to more than $40,000,- Advertising ....... ; It is to be recognized immediately 

000. The Case Institute of Tech- Other vr that the science of research is still 

new and unorganized. It is, how- 

om Citi ever, = segmee a today, 

one which is taught in many of the 

major universities of the nation. No 


single study, however extensive, can 
provide definitive answers to. all 


survey problems in a complex field 


of statistical investigation. All sur- 
HAZARDO vey work in the social sciences re- 
quires a constant process of adapta- 


tion to change in the field of inquiry 
and in survey techniques. 

No, we don't insure ©" 
Swiss mountain climbers-but 
we do have the finest cover- Operations research has, however, 
formalized something that has 
age you can get on these existed in bits and pieces for a long 
items, to name just a few: time. What is new is that there has 
sprung up a new technique of team 


Team Research 


LONG HAUL TRUCKS - BUSSES research, leaning heavily on the 





mathematical sciences, but using all 


PRODUCTS : GENERAL LIABILITY § the disciplines of science. It seeks 
BUTANE ° TAXICABS to discover regularities in apparently 
ETP en unrelated or random activities. To- 
ANHYDROUS AMMONIA 








day there are many theories of re- 
16, ona quota share Search which have developed: there 

panies and Lloyds, iS the querying theory, the search 

ndon providing maximum strength and secur. theory, the game theory, the infor- 
ity. Contact any of our ten offices for quick mative theory, and the Monte Carlo 
information. method, to mention a few. And then 
there is the bikini theory ; described 
as one which reveals a very great 


en , deal, but which fails to disclose the 

HOMER BRAY SERVICE,ING. incre singe 
The question is often raised 
303 EIGHTH ST. N.W * P.O.BOX 1708 + PHONE 3-4561 * ALBUQUERQUE, NEW MEXICO whether the research nine will take 
over management, replace the genius 
of management with his scientific 
knowledge. Generally the answer is 








CONTACT THE OFFICE NEAREST YOU 








JERQUE, NEW MEXICO CHICAGO. ILLINOIS SALT LAKE CITY, UTAH an emphatic negative However the 
h Street, NW 208 South LaSalle Street 1315 Continental Bank Bldg 5 . ? 


research man is compelled to under- 
TLANTA. GEORGIA DALLAS. TEXAS DENVER, COLORADO 
ees AN 2506 Cedar Springs Ave 904 Gas & Electric Bldg stand, and hence assume, the prob- 





OKLAHOMA CITY, OKLAHOMA LOS ANGELES, CALIFORNIA lems of management. He is evolv- 

$34 Comm Exchan Bid 2412 West 7th Street . : ‘ . ss 

Be re " ing a technology which the executive 
1S. MI Ri KENTUCKY " ° 

a seo eg ae ae of tomorrow will be expected to 


understand. 














The tact is that business is not 
vet a science. It might be looked 
upon as being one of the oldest of 
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the arts and one of the newest of the 
sciences. Hence, what is called for 
today is a combination of the re- 
search man and the genius. 
has his decided role to play. 


Each 
In at 
least the majority of instances, each 
needs the other to the end that man- 
agement decisions might at once be 
both inspired and informed. As the 
orb of our business grows, this be- 
comes increasingly true; since the 
point is reached rapidly where there 
are no such things as little mistakes. 

It must be mind that 
statistics is not a magic formula; it 
is not a crystal ball; it is not some 
abstruse equation from which all 
problems can be solved. It is 


borne in 


not 
a substitute for thinking. It is not an 
alternative for an orderly mental 
process. It most certainly is not a 
substitute for exercising the func- 
It is. how- 
ever, a source of basic data; a sub- 
stitute for costly hunches, for trade 
opinion, and for gossip. 


tioning of management. 


It might also be borne in mind 
that research is a worthless. wasted 
activity unless it is put to active, 
practical use by management. Too 
often there is a tendency to receive 
the reports, glance over 
them, route them through staff, and 
then do nothing about the situations 
which they bring to light. 


research 


Government As Info Source 


me of the primary sources of 
statistics today in our country is the 
government. very business has a 
stake in these statistics, since they 
can be placed to positive or negative 
use for or against that business. 
Hence, business should make cer- 
tain that these statistics are as mean- 
ingful as possible and that they are 
made available as rapidly as possible. 

It is of interest to note that last 
vear there was formed the [Federal 
Statistics Users Conference, having 
as its purpose the avoidance of the 
collection of unnecessary statistics, 
the making of those collected as 
useful as possible, the avoidance of 
duplication among the various agen- 
the government. and the 
bringing about of the collection of 
statistics which are needed but not 


cies of 


currently available. The HIAA is’ 


an active member of this organiza 
tion, as are certain insurance com- 
panies. It is our ultimate hope that 
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rating in this respect. 


\ MORTHWESTERN MUTUAL 
INSURANCE COMPANY 


® 





\ company's financial strength 
is a good measure of its ability 
to provide your clients with de- 


pendable insurance protection. 


Insurance authorities have al- 


ways given Northwestern a high 


NORTHWESTERN 


MUTUAL INSURANCE COMPANY 
FIRE -CASVUALTY: AUTO 


Chicago Columbus Dallas Denver Wouston Los Angeles Missoula New York Oklahoma City 
Phoenix Portland Raleigh Salt lake City San Diego San Francisce Spokane St. Louis 
Canada: Vancouver Calgary Edmonton Saskatoon Winnipeg 


Formerly Northwestern Mutual Fire Association 








by this means, information can be ob- 
tained which will be useful to the 
accident and health industry. 
Another important source of data 
today is the trade association, It is 
now generally recognized that one of 
the important responsibilities of a 
trade association is to collect those 
useful to its 
members and to disseminate them as 
widely and as meaningfully as possi- 


facts which are most 


ble. As a consequence of the recogm 
tion of this basic responsibility, the 
trade association today is rapidly be 


coming one of the major fact gather- 
ers for our country. The dimension 
to which this function has already 
eTOWN Warrants its recognition as an 
important instrument for the public 
welfare. Through these means, a 
tremendous range of information not 
gathered by government has become 
available. These data, in turn, are 
not paid for by public funds and are 
provided with greater speed and 
flexibility. Their quality 
constantly 


must be 
improved, however, so 


(Continued on the next page) 





Research Needs—Continued 


that their acceptance by the general 


3. The staff should know the indus- 
try and the companies which com- 


used as a drunk uses a lamppost: 
that is, for support rather than for 
illumination. 


prise it and their integrity should 
public will increase be above reproach. 

The qualities of valid and useful 
association statistics have been stated 
by J. B the United 


States Steel Corporation as: 


Mr. Henlock points up the fact 
that one of the great values of asso- 
ciation that the small 
can get reliable data at 
and that such data can 
place it nearly on a par with larger 
competitors. 


4. It is essential that qualified peo en ; 
ena ple in the industry assume respon nae 
Henlock ot : company 


sibility for the reports, for maintain- i 
sma 


ing quality, and for improving them 
when possible. 


cost 
1. They must 
of the 
2. Members accu- 
rately, promptly, and consistently. 


represent a large part ; ; : 
6° | In discussing some of 
the uses of association statistics to 


Foy arene ee ; : ee 7 ; 
industry's total volume. lo these four points | should like 


to add a fifth: that those statistics 
which are gathered should not be 


A “ONE BALL” 
PITCHER 


doesn’t win enough games 


ouid -@ - : : 
should report any business, Mr. Henlock mentions 


these: a basis of comparison between 
a specific company and the industry 
as a whole, a basis for advertising 
campaigns, a means by which a spe- 
cifie company can measure its par- 
ticipation in the total effort of the 
industry, the and 
analysis of markets, a basis for pub- 





measurement 


lic relations endeavors, and for use at 
legislative hearings and with admin- 
istrative government. 

And a salesman needs a 
complete line of com- 
petitive plans to win 
enough cases to make the 
income he needs today. 


Research In A & H 
The accident and health insurance 
industry is no exception to this gen- 
eral trend which has been proceed- 





ing. To the contrary, actuarial and 


(And at competitive commission rates ) statistivel auaieces ace tele 0 Oe 





continued expansion of voluntary 


ANICO SALES LEADERS health insurance as a mechanism for 
the insurance of medical expense and 
Family Poliey. 

$10,000 minimum special. 
$25.000 minimum special. 
Life with Family Income 
to ave 65. j 


against loss of income resulting from 
accident and sickness. But as a $314 
billion industry, [| believe it can 
readily be agreed that the accident 
Inscane Convercien Rider. and health field has sorely lagged 
Annuities. 


All forms of AGH. 


Complete line of 


behind the parade when compared 
with many other industries, includ- 
ing other segments of the insurance 
mortgage protection. business. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 

Family Income Term Policy. 


It is a refreshing and hopeful sign, 
therefore, to note that recently, top 
management has taken cognizance 
of the needs for greater research at 











the industry level. This cognizance, 


and the resulting action, now point 
Openings everywhere in territory for 


REPRESENTATIVES, BROKERS, SPECIAL BROKERS to the distinct: possimility of DEniganE 
to the accident and health business, 
for the first time on a broad scale, 
a depth and breadth of knowledge of 
itself in relation to the 
nomic factors with which it is con 
cerned which have not generally ex 
isted in the past. To say this another 
way: the possibility 1s now pre 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


s( C1 -SCO- 
COORDINATOR OF SALES 


_ AMERICAN NATIONAL 
—~ INSURANCE Co. 


GALVESTON, ‘TEXAS 


sented through which the necessar\ 
maturing process of accident and 
health insurance can proceed, to the 
end that this business will continu 
OVER 4 BILLIONS OF INSURANCE IN FORCE ingly better serve the insurance needs 
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of the American public. Certainly 
this is the desiderata. 

On April 12, 1956, after consider- 
able study and assessments of the 
needs of our business, top manage 
ment, functioning through the Joint 
Committee on Health Insurance, 
brought into being the Health In- 
surance Association of America. 
One of the expressed purposes of 
the new association was to be “the 
collection and dissemination of such 
statistics as are deemed necessary 
or desirable. One broad area for 
statistical work is in developing 
more detailed knowledge of accom 
plishments by the business for use 
in public relations work, and to add 
generally to the knowledge of the 
business.” This statement of pur 
pose is noteworthy, since it repre 
sents the first occasion of a distinct 
and clear recognition of the need of 
the industry for research. 


Blueprint for Work 


That this statement of purpose 
was not simply a matter of idle, high 
sounding words became evidenced 
two months after the new association 
was formed. On June &, 1956, an 
ad hoc committee of company execu- 
tives, representing the American 
Life Convention, the Health Insur 
ance Association of America, and 
the Life Insurance Association of 
America, requested the HIAA to 
“prepare and provide a blueprint of 
a proposed industry program of re- 
search, education, and information 
designed to result in the extension 
of voluntary health insurance to in- 
surable risks not now insured and to 
make more adequate the insurance 
benefits now provided.” 

Such a blueprint was prepared 
and, after consideration, priorities 
and responsibilities were assigned 
with respect to the several recom- 
mendations contained in it. Since 
that time, member companies have 
received a copy and work has pro- 
ceeded with respect to several of its 
recommendations. The broad out- 
line of this blueprint indicates the 
many areas needing further investi- 
gation. Indicated, is a program at 
once costly and time consuming. 
That the industry has seen fit to 
approve such a program is testi- 
mony to the sincerity of the industry 
in serving the public interest. 


{Continued on the next page) 
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At American Health we have long experience as special- 
ists in small group coverage. We program protection 
values for each individual firm at no cost to agent or 
broker. We emphasize complete local claim service, so 
that employer and agent or broker are never ‘“‘in the mid- 
dle’’ over benefits they are asked to certify without 


authority to do so. 


American Health is currently engaged in a program of 
expansion on a planned territorial basis. Because we seek 
representation in an area only after we have set up com- 
plete local service, inquiries to our home office are not 
invited. For future reference, however, it will pay you to 
check these features: 


Specialists in small group coverage. 


* Rated “A’’...excellent by ‘‘Best’s.”’ 


SERVICE BURE wO 
oF 


PARENTS’ * No other lines of insurance. 


% MAGATINE 
< 


Cer” * * No business written direct. 


American Health 


INSURANCE CORPORATION 


Baltimore, Maryland 











Research Needs ntinued of health imsurance to this bill) is 


needed. Much more information 
rietly, what are some of the re about the American consumer is 
search needs in the aceident and needed ; who he is, how he chooses 
health field? They are many. They to spread his resources, his attitude 
are varied in nature. Thev are not) toward such things as installment 
always easy ot attainment. Some are purchases, his medical care, his 
even unresearchable on the basis of | medical bills, his attitude toward the 
presently available data or research Various types of health insurance, 
techniques, where he obtains his information 
We need to know more, in an #bout health msurance and how re- 
analytical sense, about the growth liable he feels this to be. 
and development of private health \We need to know much more 
insurance. Meaningful analysis of about the effect of health insurance 
ial medical bill of the on the incidence and cost of medical 


\merican people and the relationship care. We have to have information 
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on the evolution proceeding in med- 
ical care, the development of broader 
out-patient care, self service hospital 
facilities, convalescent and nursing 
home care, and home care, whether 
these forms of care are insurable and 
the effect they might have on the 
cost of insurance. We need more in 
formation so that judgment can be 
made of the efficacy of insuring such 
forms of care as dental care, prac- 
tical nursing, home nursing, and 
visual care. 

We need more knowledge with 
respect to the incidence, extent, and 
cost of duplication of insurance cov- 
erage where it results in over-insur- 
ance, and of the incidence and cost 
of over-utilization and abuse of the 
insurance coverage, and of the creep- 
ing higher costs which often appear 
to result from the existence of insur- 
ance ; all so that we might find proper 
and adequate solutions to these prob- 
lems. We need to know more about 
such population groups as the aged, 
dependent persons, those employed 
in small groups, those living in rural 
areas, and those who are impaired 
or substandard risks. What is the 
cost of insuring these people? \What 
problems have to be faced in further 
extending to them the benefits of 
health insurance ? 


Loss Experience 


We need loss morbidity experi- 
ence of several types, particularly 
with respect to certain aspects of 
major medical expense insurance 
and the effects of the principles of 
various types of deductible amounts 
and coinsurance. We need to know 
more about the incidence and nature 
of cancellation and non-renewal and 
of the cost inherent in any voluntary 
restrictions of these contractual 
rights in the instance of deterioration 
of health. 

These needs are not the total, but 
they are most of the important ones. 
They are the ones which are directly 
related to the great opportunity pre 
sented to the insurance companies 
in this country to serve the people in 
such manner as will guarantee the 
continuance of the great traditions 
of our medical corps, including that 
of free choice. They are related to 
the opportunity to relieve the gov- 
ernment from the necessity of enter- 
ing this area of social insurance to 
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any greater degree. More than this, 
they are related to the important 
role which insurance companies play 
in the preservation of the greatest 
of our American heritage, the free 
dom and dignity of the individual. 
How can these research needs be 
satished 7 Some, perhaps many, can 
he satisfied by the organization of 
the HIAA, bringing into play its 
committee structure, the cooperation 
of its member companies, and its 
staff. Some can be satistied by data 
from the many sources outside the 
Insurance industry. In some in- 
stances, satisfaction might have to 
be sought by the employment of out 
side the 
gagement of personnel for a specific 
purpose. 


research avencies ( en- 
In this manner the creation 
of a too large staff on a permanent 
basis can be avoided. In this way 
also, special funds can be brought 
into play aside from the budget of the 
association. Other associations and 
organizations can and will play their 
role. 

In the Division of Information and 
Research of this association, our ap- 
proach is a hard-headed one. We 
are not interested in fishing expedi- 
tions. \We are not interested in ex- 
ploring the abstruse for the pure 
satisfaction of our intellectual curi- 
osity. We try to avoid running off 
And 
even if we had any such inclinations, 
the limitations inherent in the size 
of our staff would, in itself, bring 
We at- 
tempt always to limit our efforts to 
the necessary and to the related, 
recognizing that this can often be a 
matter of differing opinion. 

We obtain and use reliable sta- 
tistics from other sources wherever 
possible. In this manner the costly 


into several directions at once. 


them to quick conclusion. 


process of collecting our own gather- 
ings is often avoided. Hence, we 
maintain active contact with the Of- 
fice of the Surgeon General with re- 
spect to the National Health Survey, 
with the Bureau of the Census with 
respect to a hospital utilization study, 
with the Departments of Commerce, 
Labor, and Health, Education, and 
Welfare. The resultant information 
should be of appreciable value to the 
accident and health industrv. 

The HIAA its acting as the sta 
tistical agency for the National As 
sociation of Commis 
sioners in analyzing the data re 
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ceived from the survey of cancella 
tion and non-renewal practices of 
insurance This data, 
when available, and when analyzed 
qualitatively, should be of appreci- 
able value in bringing into being, 


companies, 


for the first time, a thorough por- 
trait of what these practices are and 
all the necessary circumstances sur- 
rounding the manner in which they 
The HIAA, along with the 
I. AA, is assisting the New York 
Insurance Department in its com- 


occur, 


prehensive analysis of company prac 
tices with respect to insuring older 


aged persons, conversion of group 


> world wide experrence 


Inc. 
New York 38, N.Y. 
l: WOrth 2-0200 
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insurance, dependent coverage, the 
insurance of persons employed in 
small groups, and cancellation and 
renewability practices. These data, 
when available, should also prove of 
interest and value to the industry. 

There are many other sources of 
data valuable to accident and health 
insurance with maintain 
To mention a few: 
Medical 
the American Hospital Association, 
the American Dental Association, 
Public Health As 


sociation, Health Intormation Foun 


which we 
active contact. 


the American Association, 


the American 
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Progress 


with a progressive company 


FIRE AND CASUALTY COMPANY 


DALLAS ....---- - 3906 LEMMON AVE. 


SERVING YOUR NEEDS IN 


@ Fire 
@ Casualty 
@ Inland Marine 


In Alabama, Arkansas, Colorado, Kansas, 
Louisiana, Mississippi, New Mexico, Okla- 
homa, Tennessee, Texas. 


a multiple line Texas stock company 
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GUARANTEED RENEWABLE TO AGE 65 
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MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 


50 CONGRESS STREET BOSTON 9, 
WRITE TODAY FOR AGENCY INFORMATION 


Where Are We Going?— 


from page 27 


engaged in the business of selling 
stock-company insurance because 
they know they are selling a quality- 
product, in companies which have 
supported their philosophy, but they 
will put their client’s business in a 
cut-rater rather than lose a commis 
sion. [very time an agent does this 
he is helping to undermine the 
American Ageney System on which 
he depends for his livelihood, not 
today or tomorrow, but in all the 
years to come, 


Worthy of His Hire 


The successful agent does not 
compare stock-company insurance 
with a cut-rate product. He does 
not attempt to compete, price-wise, 
for he prides himself on the value 
to his chent of the knowledge he has 
acquired and the service that he can 
render. He knows that he is 
“worthy of his hire’ and that he 
gives value for every dollar he re- 
ceives. He will not contribute to 
“penny saving’ at possible risk to 
his client. There are many success- 
ful agents who will not accept piece 
meal insurance, for they want to be 
sure that their clients’ interests are 
fully protected. They will go over 
all the client’s affairs to see to it 
that he has acquired coverage for all 
his needs. Not infrequent are the 
cases where clients have been unin- 
sured in some important respect, or 
have been inadequately insured, to 
their grave financial detriment. 


Commission Earned 


When an agent does a thorough 
job for an insured, he has amply 
earned his commission. It is true 
that sometimes, when — trouble 
strikes, the insured may take for 
granted the invaluable — service 
which has been performed by the 
agent. He may not even thank the 
agent; but, be assured that, in- 
wardly, he has a feeling of security 
which he will not soon forget. No 
one can take business away from 
an agent who has once demonstrated 
the value of his services when 
trouble strikes. 

Where are we going? \Vell, we 
have alwavs known that ours is a 
cyclical husiness. We have reason 
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to hope that we are at the bottom of 
the cycle. There is little wrong with 
our business that proper and ade 
quate rates will not cure. The regu- 
lators promised that we would be 
reasonably compensated for the in- 
vestment of our stockholders and the 
services that we render. In many 
cases there have been long delays 
and legal action before rates were 
adjusted, but we have reason to be- 
lieve that this situation is in process 
of correction. 

We have already received rate 
increases on automobile insurance 
in forty-five states, and applications 
are pending in others. Unfortu- 
nately, the losses must first be in- 
curred, proof must be submitted, 
and a great deal of time elapses be- 
fore increases become effective. We 
are hopeful that necessary increases 
will be made more promptly in the 
future, Again, the effort made in 
\Washington to stem the tide of in- 
lation should prove helpful to our 
business ; our costs should be lower, 
and there is greater interest mani- 
fested in settling cases on a reason- 
able, proper basis when money 1s not 
too plentiful. 


Will Survive 


The American Agency System 
has survived many great shocks in 
the past, and it will do so in the 
future. The business of the inde- 
pendent insurance agent may at 
times dip with the temporary fur- 
rows in our economy, but the inde- 
pendent insurance agent will always 
be with us. The independent agent 
and his company fulfill a real need 
in the service they render to all the 
public, and not to just a select few. 

The growth and bright economic 
future of our country is a conceded 
certainty. There will, of course, al- 
ways be the “lean and the fat years” 
which have been with us since Bib- 
lical times. The prosperity of the 
competent, independent insurance 
agent will keep pace with our coun- 
try’s growth. There will be plenty 
of business, and it will go to the 
most competent and enterprising 
agent. Just as the future of the 
country is assured, so the future of 
the competent, independent agent 
will be just what, by his own in 
dustry, he chooses to make it. 
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New England Reinsurance Corporation 
(NERCO) works only through Reinsurance 
Brokers, it being our sincere belief that they 
help keep both your and our costs to a minimum. 
In these days of high expense this, we think, 
is a Most important consideration. 

This agency has a background of over 20 
years active underwriting in the London world- 
wide market to draw upon in working to 
your advantage. 

We believe that we have the largest resources 
of any American multiple line Reinsurance 
market. It is 100% in first class American 


companies. 


WE OFFER THE SERVICES OF A GROUP OF 
AMERICAN COMPANIES OF HIGHEST CHARACTER 
WITH CAPITAL AND SURPLUS 
IN EXCESS OF $250,000,000 


Groowe 


New England 


) 

‘ ™ ° 
Reinsurance \ orporation 
Eric H. Waker, President 
Graves D. Hewirr, Exec. Vice President 
SUITE 809. 60 BATTERYMARCH STREET. BOSTON 10. MASSACHUSETTS 
TELEPHONE HANCOCK 6-5180 


Cable Address - NERCO, Boston, Mass. 





5 we Ny oe AND STAY OUT FRONT 


YOULL GAIN A 
LIFELONG BUSINESS 
ADVANTAGE 


You'll benefit immediately, and all during 

your insurance career from the information and 
know-how you'll absorb at The Employers’ Group 
School. This comprehensive course of instruction and 
training has been estimated — by graduates themselves 
—to be the equivalent of at least 5 years of field ex- 
perience. As such it gives you the power to “sprint” ahead 
of competition, and to arrive at your top production and 
earning capacity much faster than would otherwise 


be the case. 


Yet, this opportunity to step up your selling power costs 
you little more than the time involved. There is no charge 
for the schooling, and other costs are held to the mini- 
mum by the special living accommodations the company 
arranges for you. 

Next session begins March 3. Classes are limited in size, 
so apply IMMEDIATELY. Plan now to go back to 


school — and you'll be better equipped to build business 
as the nationally known “Man With The Plan”. 











Write to us. or the branch office 


nearest you for further information. 
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LEG 


GLANTS 


from other Fields 


On the Gentle Art 


of Persuasion 


[ IFE IS \ MASQUERADE PARTY and 
nearly everyone wears a mask.” 
In a private london classroom, as 
he does each week, lenglish psychol- 
ogist John Lawrence was instructing 
twenty BOAC 

training. Subject 
chology. 


stewardesses-in- 
passenger psy 

“Little girls don lipstick to look 
older, their mothers to look younger. 
loreigners try their best here to 
speak perfect English, yet more than 
one Englishman has returned from 
the continent sporting a foreign ac- 
cent. Many poor people try to ap- 
pear rich; the rich are sometimes 
almost fanatic about avoiding any 
mention of their money. Poor driv- 
ers go the fastest. The most literate 
people often use the smallest words. 


Self-Image 


“My point is this: Every person 
has an image of himself which he 
fervently wants the world to share. 
The image is sometimes fantastic, 
but more often it’s quite reasonable 
and realistic. Show a man how he 
can spread acceptance of his self- 
image by cooperating with you—and 
you have a powerful ally.” 

A self-image, Lawrence explains, 
is a combination of characteristics 

in a varying order of importance. 
One man, for example, may want to 
have himself thought of, first of all, 
as strong—and handsome, 
bright, important, likeable and musi- 
cally inclined. The man seated be- 
side him may consider musical genius 


also as 


his most significant characteristic. 
these com- 
binations of characteristics they hope 


People’s self-images 
others will recognize—are as differ- 
ent as their faces; no two are ever 
identical. But high on the list of 
nearly everyone's self-image is one 
characteristic : importance ! 
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Consider, for example, the show- 
off—the passenger who loudly in 
sists that the stewardess bring him 
extra pillows, stronger coffee or a 
foreign language magazine. He may 
demand a change of seat—though 
no other seat 1s available—or com- 
plain bitterly about drafts, even in 
Viscount 
him? 


aircraft. How to 
Help him show off. 
This fellow is finding it difficult to 
project the “important person” part 
ot his self-image. 

If he wants two extra pillows, 
bring them and ask if he’d like a 
third. A Spanish magazine? Bring 
three or four and let him choose. 
Use his name as frequently as pos- 


a new 
handle 


sible. By your actions, make it clear 
to him and those near him that you 
consider him a very important per- 
son indeed. 

Once he’s satisfied he’s gotten his 
image across, he may be so relaxed 
hell fall asleep. But until you've 
helped him create the image, he'll 
be a terror. 


Pipe Smoker 

For another example, consider the 
pipe smoker. As it is widely known, 
no airline pipe 
(which fellow 


permits smoking 
might 
sengers)—only cigarettes. Tell a 
man he’s not allowed to smoke a 
pipe—and he may resent it. People 
don't like to be given orders. Makes 
them think you regard them as be- 
neath vou. Makes them feel they're 
not getting the “important person” 


annoy pas- 


part of their self-image across. 

But if you say, “I’m not permitted 
to allow pipe smoking; won't you 
please try a cigarette?” (offer one) 

instead of telling the passenger 
what to do you're asking for his 
help. 


By requesting that he assist 
vou to observe your rules, you make 


it clear that you recognize his 1m 
portance. This is why “please” is so 
important; it’s not just a “courtesy 
word.” It changes an ego-crushing 
order into 


for hel; », 


an ego-building request 


Always Emotional 

It's important to remember that 
everyone, at any given moment of 
time, is in some emotional state. And 
from Lord to footman 
craves your acceptance and appre- 


everyone 


If a man 
is irritable, it is often because he’s 
finding it difficult to get his  selt- 
image across. It’s no desperate thirst 


ciation of his self-image. 


that makes him so angry if vou delay 
a moment in bringing him a cup of 
water; he becomes afraid, the longer 
you delay, that you don’t know who 
that 


self-image. 


he is you don't accept his 
The wonder worked by 
a smile. on the other hand, stems 
from his satisfaction that in smiling 
you accept him. You like him. And 
if you greet him by name—why, for 
sure, that girl knows who | am! 
There’s no end to the ramifica- 
tions of this self-image idea. Learn 
to identify and accept a man’s self- 
image and you've won a_ friend. 
Help him spread the image to others 
and he'll do almost anything to co- 
operate with j 
one’s. self-image is 
motivating force | 


you. Propagation of 
the 


know. 


strongest 
Under- 
stand how to help in that propaga- 
tion and you'll win friends, gain 
cooperation, and earn hearty accept- 
ance of your own self-image—a 
leading trait of which, with good 
justification, will be likeability. 


JOHN LAWRENCE 
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dation, several prominent univers! 
ties, and various department of state 
governments. 

It is fully recognized that any 
a costly 


It is costly to the collecting 


gathering of statistics is 
matter. 
agency and it is costly to those con- 
tributing the data. If for this reason 


alone, all gatherings of statistics and 


research programs should be care- 


fully scrutinized. There are, how- 


CVET.. other matters to be considered 
at the same time. One of these is the 
fact that if the statistics are needed 


by, or usetul to, a reasonable num- 


ber of the members of an association, 
and if they are of a type which can 
be adequately and sensibly collected 
by an association, it 1s not only de- 
cidedly cheaper to collect them once 
rather than 


collect 


at the association level 


for each member to them 


separately, but in many instances the 
broader base provided by an asso- 
ciation them 
In ad- 


uestion must al- 


collectior will make 
infinitely more meaningtul 
dition to this, the « 


] 


OW ¢ xpensive would 


(one 


ways be asked: 
it be not to have the statistics ? 
of the greatest costs to any industry 
can be uninspired judgment based 
upon an invalid premise 
with this, 


cheap 


Compared 
usable statistics are quite 


It is in the nature of the research 
process, of the quest for knowledge, 
that we will not always succeed. 
Some problems, at least for the time 
being, are irreducible to clear fact. 
(Others require time, particularly in 
the combination of circumstances 
with which we are faced; namely, 
the rapid changes constantly taking 
place not only in the insurance cov- 
erage but also in the nature and costs 
of the medical care which it is insur- 
The hopeful sign is that the 
process has been designed and set 
With the full under- 
standing and cooperation of the com- 
should fruitful 


ing. 
into motion. 
panies it prove a 
venture. 


FICTITIOUS GROUPS 


THE COMMISSIONER of 
West Virginia has reminded insurers 
that the insurance laws of that state 
provide that no insurer, admitted or 
non-admitted, shall make available 
through any rating plan or form, 
fire, casualty or surety insurance to 
any firm, corporation or association 
of individuals, any preferred rate or 
premium based upon any fictitious 
grouping of such firm, corporation or 
association of individuals; and no 


INSURANCE 


master policy or series of policies or 
certificates of insurance of fire, casu 
alty or surety insurance which are 
issued to any fictitious grouping at 
any preferred rate or form shall in- 
clude any West Virginia resident or 
group of residents in such coverage ; 
West Virginia 
groups of residents shall be specific 
ally excluded from solicitation for 
such fire, casualty or surety insur- 
ance issued to any fictitious group 
ing at a preferred rate or form. 


and residents or 


IA AWARDS 


ANNUAL MEETING of the 
Insurance Institute of America the 
final certificate of the IIA 
awarded by Dr. Harry J. Loman, 
executive vice president, to 287 per- 
sons from all parts of the United 
States who completed the require- 
The 
dward Rochie Hardy Prize, which 
is given each year to the “most dis- 
tinguished graduate of the year,” 
went to David R. Cumming, who is 
a Senior Underwriter of Special 
Fire Risks for the Fire Association 
of Philadelphia. Mr. Floyd P. Shaw, 
IV, of Employers Casualty Co. in 
Dallas, honorable 
mention, 


AT THE 


Was 


ments during the year 1957, 


Texas, received 





75 Fulton Street 
New York 38, N. Y. 


Gentlemen: Please send me 
Name 


City 





Where to Place It? 


For only $2.00 you can find out all 
the unusual practices of the compa- 
nies that write almost 98% of the 


total life insurance in force! 


To: ALFRED M. BEST COMPANY, INC. 


copies of your 1957 L.U.G. at $2.00 each plus a few cents postage. 


_Address 


Zone 


I'd like to hear about your quantity rates on orders of 10 or more! 


wens ime 
BESTS 
1957 LIFE UNDERWRITERS GUIDE 


is a complete, easy-to-follow, care- 
fully cross-indexed guide to princi- 
pal policy provisions ... more than 
17,000 answers to your questons! 


State 
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BERNARD JOHN DAENZER, 
Executive Vice 
President of Wohlreich and 
Anderson, Ltd. 


LTHOUGH IT HAS BEEN GOING 
A: for a very long time, the 
actual merging of life and property 
insurance sales has been resisted in 


many quarters, 


To a large degree, 
this 


stemmed from the 
companies themselves and the con- 
fusion of 
which 


resistance 


corporate powers under 
they operated. They were 
forced to maintain very strict lines 
of demarcation. 

Consider to the contrary the ex- 
ample of a small company in London. 
It had been writing fire and casualty 
insurance for years and_ recently 
wanted to write some life business. 
Instead of complicated legal ma- 
neuvering, all they had to do was 
make certain that their operations 
were in conformity with the very 
simple requirements of their Board 
of Trade. 

Here in the United States, no one 
even expects that company charters 
will ever again be broadened to full 
multiple line including life. The ma- 
jority feeling is that, while we were 
wise to break down the wall between 
fire and casualty, it would be better 
to leave the life wall intact. The 
logic of this is not quite clear when 
we turn around and use the wholly- 
owned subsidiary to accomplish our 
purpose. Even are still 
living with that peculiar legal twist 
whereby a property insurance com- 
pany can own a separate life corpor- 
ation but a life company cannot own 
a fire and casualty subsidiary and 
operate in New York. This is sched- 
uled to be changed in the 1958 New 
York legislative session, 


here we 


\t the present moment, of course, 
the life companies have little to in- 


For January, 1958 


Merging Life 


and Property Sales 


duce them to enter the fire and cas 
ualty picture with current loss ratios 
as they are, but, long term compe- 
tition will undoubtedly require it 
Right now, however, it is very at- 
tractive for the fire and casualty com- 
panies to go after life business. Claim 
experience has been constantly im- 
proving ; 


there is a ready-made 


agency force; tax advantages are 
ereater ; diversification is more com 


plete. 


Conformed with Requirements 


Regardless of company advantages 
or disadvantages, the big fact today 
is that the pace of combined life and 
property sales is definitely accel- 
erating. Paradoxically, two of the 
basic trends in the insurance industry 
are going in two different directions. 
In the personal lines field, it is a 
trend toward greater simplicity with 
new packaging and mass marketing 
techniques; in the commercial lines 
field, it is a trend toward greater 
complexity with more complete sur- 
veys of life-property exposures and 
more specialized tailoring. 

The insurance industry paid very 
little attention to planned marketing 
until recent vears. Life companies 
were the first to consider such factors 
as population trends, new economic 
and social patterns, buying power 
by area, share of market, and the 
proper analysis of public needs. Thev 
were the first to use aptitude tests 
in the selection of producers 

More recently, there has been a 
definite trend on the part of property 
companies and especially the prop- 
ertv and life groups to adopt the 
sales techniques of the life companies 
in analyzing our expanding markets 
and in finding the right man to do 
the best job of satisfying the public 
needs. The emphasis is on the sub- 


urban area and instead of 


a quiet 
real estate office with 


a service man 
available attitude, the emphasis is 
on an aggressive professional sales- 
man. 

The postwar marketing men told 
a story of a new kind of mass mar- 
ket with a 
of living. 


uniformly high standard 
They point out today Mr. 
Family Man with an income of well 
over a minimum of $4,000 who ac- 
counts for three-fourths of the na- 
tional income. He usually owns his 
own home in the suburbs, has two. 
three or even four children, has some 
discretionary but 
everything on a budget plan 

As far as this Mr. Family Man 
is concerned, insurance has always 
been “one.” 
made 


income wants 


No distinction has been 
between property and_ life. 
Studies indicate that he would prefer 
one insurance advisor for all cover- 
ages, fewer policy contracts, and, 
above all, a convenient way to pay 
for the whole program. 

The homeowner campaigns cer- 
tainly crystallized a lot of our think- 

"(Contin : 


ied on the next page} 


One insurance advisor 





Merging Sales 


Ilere was a con- 


] ] + 
© on this subyec 
4g l l 


tract specifically designed to meet 


the needs of the mass family market. 
Mr. Family Man think of 


is whole insurance program. \ 


It made 
large agent in Columbus, Ohio, who 
had life in his 
operations, sent his men out with a 
the 


sur- 


predominantly 


been | 


complete entation on 


] 
Sales pre 


Homeowner package. To his 


prise, in addition to a very success 
ful Homeowner campaign, the men 


brought in twice as much life in- 


surance as they normally would get 


ander thet 


quotas 
Phe answer was simple. The sales 


presentation 


required that the pro- 


duce r speak I both the 


husband and 
in the evening. It 
was a very natural transition to go 


from over-all insurance 


property 


mto mcome 


protection 
for the 


protection 


family, cancella 


mortgage 


tion, a better over-all life insurance 


plan. 

Phe family automobile policy, with 
automobile 
added, 


a natural for transition 


medical payments and 
death and disability 


is certainly 


benefits 


to complete life and disability pro- 
tection. In fact, it is interesting how 
the term family package 1s now used 
combination 


of life insurance on the father, the 


in life insurance for the 


mother and the children; then you 


have the new fa automobile pol- 
icy. Perhaps the new dwelling pack 
age on the drafting boards should be 
called the famiul 


instead ot the 


property package 
Llomeowners or com 
It does not take 
too much imagination to put all three 
together, add a little bit more and 


prehensive dwelling 


come up with a complete family 
disability, direct 
third party liabil 


itv, hospital and major medical. 


package of life, 


property damage, 


Focus on the Home 


lot of thought has been given 


and 


Wi niid 


by company men agents to a 

the 
term 
and health 
os fs would be dis 


the 


package which focus on 


1 
hownye mort 


rtgage cancellation 
life 


Insurance: accident 


1 


insurance so that tl 


ability income to pa monthly 


mortgage and fixed charges; auto 


mobile insurance to protect the equity 


in the house; and of course the 


Homeowner package to replace the 
home or its contents in the event of 
loss or serious third party claim. 
There is a basic mistake in hav 
ing the insurance follow the home 
even in sales presentation thinking. 
it is like the mistake made in hay 
ing automobile insurance follow the 
instead of Now it 
seems impossible to undo the stand 
ard 


car the driver. 


contract with all of its ram 
ifications, The person should be the 
hase guide. People thought too long 
that fire insurance followed the home 
and was something sold by mortgage 
companies. The not-so-great secret 
is that the family unit is the focal 
center for all personal insurance. 

\n agent does not have to wait 
for some company directed program. 
He can take the initiative himself and 
build a competitive package from 
the best companies, He can seek out 
the broadest and simplest basic pack 
ages at the lowest costs and put them 
together with a simple payment plan 
through his own bank, 


Eight Out of Twelve 


In the Homeowner campaigns of 
recent vintage, agent after agent, 
even in small communities, was found 
to have a thousand or more personal 
accounts in his office. A thousand 
personal accounts means just. this 
in life terms; one out of eight fam- 
ilies this year will buy ordinary life 
insurance ; in other words, there will 
125 policies for at least 

first 
alone. All professional aspects aside, 


be about 
$15,000. in year commissions 
this is certainly a very good cash 
reason for over-all programing of 
personal accounts. Someone is going 
to sell those one out of eight people 
life insurance in the 
months. 


next twelve 

looking at the commercial lines 
trend and examining the paradox of 
that direction one can see that the two 
trends are related. If we follow this 
concept of better and better packag 
ing in the personal lines field, if we 
eliminate the details of handling 
countless small transactions, if over- 
all packages and programs simplify 
the salesman’s tailoring job, it be 
comes quite logical that the well 
equipped professional agent can shift 
his greatest skills to the more de 
tailed handling of intricate business 
Insurance problems, 


\gents were 


always complaining that they were so 
tied down with the detail of small 
accounts that they could not give the 
attention needed to sew up properly 
the big accounts and service them on 
a permanent basis. 

Survival in the personal field re 
quires concentration and aggressive 
selling, Yet the needs of the average 
family are not so complicated, There 
are a limited number of personal 
risks where difficult programing is 
necessary in the life field or the prop 
erty field. Sometimes the packages 
prove more effective than individual 
handling. Look at the new life pack- 
ages and some of the extras included. 
Look at the Homeowner packages 
and all of the extra dividends in 
cluded, 

A young man got out of college in 
Detroit two years ago, was trained 
in one year by his father, passed the 
state examinations after a basic 
course and was then told to concen 
trate on Homeowners promotion, If 
any commercial problems came up, 
he was asked to send them back to 
the office for a specialist. In a six 
months period, he sold over two hun 
dred policies. Meanwhile, the senior 
agent could concentrate on the com- 
mercial lines since he was relieved of 
the personal program detail. Com- 
mercial accounts have become much 
more complicated. In solving prob- 
lems, in covering unusual exposures, 
the agent has had to do special tailor- 
ing and has had to seek out the un 
usual risk markets for such things as 
all-risk covers, 
broad hability 
limits. It all 


al eS get results, 


deductibles, 
contracts, 


high 
excess 
time but 


takes more 


Consider Human Values 


(one technique in making a com- 
mercial survey has been to take the 
balance sheet of a company and go 
down the column of assets one by 
one to make certain that everything 
is covered. This is definitely the 
time to consider human values when 
all the property values are analyzed, 
Perhaps the omission in so many 
cases is due to the fact that there is 
no specific item for human values 
in the financial statement of the com- 
pany. .\ctually, the buildings, the 
machinery, raw materials and work 
ing capital would mean nothing with 
out industrious employees and in 
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ANNOUNCES... 


® REDUCED RATES 


® LOWER PREMIUMS 
ON LARGER POLICIES 


® WOMEN’S RATES STILL LOWER 
@® EVEN BETTER POLICY FEATURES 


—_ 


For more information about 
the ‘Best for Even Less” 
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LOWER Basic Premiums: 


Connecticut Mutual introduces a new schedule of premiums for 
all types of policies — life, endowment and term — lower at 
most ages. 


STILL LOWER Premiums for Larger Policies: 


The basic premiums have been further reduced for policies be- 
tween $5,000 and $10,000; and a larger reduction applies to poli- 
cies $10,000 and over. 


EVEN LOWER Premiums for Women: 


New basic premiums for women are lower than those for men at 


all ages and on all life, endowment and term plans. They also get 
the benefit of even lower premiums for larger policies. 


Of additional importance the cash values and dividends are 
the same as those for men, even though the premiums are lower. 


LEO TT HRA IE REO RSETA 


RATE REDUCTIONS HAVE ALSO BEEN EXTENDED TO THE FOLLOWING: 


Family Income Agreements 
Decreasing Term Agreements 
» Accidental Death Benefit Agreements 
» Disability Waiver of Premium Agreements 


» Single Premium Life and Endowment Policies 
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The Connecticut Mutual 


LIFE INSURANCE COMPANY HARTFORD 





Increased Benefits Through 
Many Policy Improvements 


Long recognized for its liberal policy features, CM has now made its 
contracts even better — including: 


HIGHER CASH VALUES: All new policies for both men and women will have 
higher cash values. These increases are particularly substantial during the 
early policy years. 


NEW LIFE INCOME RATES: Incomes under life annuity options have been in- 
creased at ages beyond 65. 


IMPROVED TERM COVERAGE: New lower rates on all term plans... New 20 


year term plan... Liberalized non-forfeiture values on term plans . . . Lib- 
eralized conversion provisions. 


IMPROVED DISABILITY WAIVER OF PREMIUM PROVISION: Civilians will now 
be covered for disabilities resulting from war. Annual dividends may be used 
to buy additional insurance even though the policyholder is disabled. 


NEW OPTION EXTENDS MATURITY DATE: For the many people who want to 
work after their planned retirement date, this new provision lets the policy- 
holder put off receipt of proceeds or income for up to five years after the policy 
maturity date. 


PREMIUM REFUNDED IF PAID BEYOND MONTH OF DEATH: Along with the death 
benefit the Company will refund that portion of the current premium covering 
any period beyond the month of death. 


INTEREST PAID FROM DATE OF DEATH: Interest will be paid on policy proceeds 
up to one year from the date of death to the date of payment of the claim. 


ConnMuMatic MONTHLY CHECK SERVICE: This convenient service enables a 
policyholder to pay premiums automatically from his checking account each 
month at less cost than regular monthly premiums. 


The (‘onnecticut Mutual 
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, 


setter-Lhan-kver Policies, 


Liven Lower Costs 


The premium reductions and increased benefits plus CM’s new divi- 
dend scale and interest rates give buyers a life insurance contract 
second to none in quality, and at a cost among the lowest in the 


country. 


With CM, you can truly give your clients the “best for even less.” 


, 


CPD ae! AFAR 
% 


MALE 
ORDINARY LIFE $10,000 — AGE 35 


FEMALE 
ORDINARY LIFE $10,000 — AGE 35 


*' Gross Premium $ 238.90 
© 10 Year Results 


Total Net Payments* 1,950.70 
Cash Value 
Total Net Cost* 
Average Cost Per Year Per 
$1,000* 


Gross Premium $ 227.40 


10 Year Results 


Total Net Payments* 1,835.70 
Cash Value 

Total Net Cost* 

Average Cost Per Year Per 


SAAT a rege: Foals Kote ee 


po 20h 
ones. 


Year Results 


Total Net Payments* 3,512.10 

Cash Value 3,708.30 
Total Net Cost* 196.20 Gain 
Average Cost Per Year Per 


Year Results 


Total Net Payments* 3,282.10 
Cash Value 3,708.30 
Total Net Cost* 426.20 Gain 

Average Cost Per Year Per ‘ 


DE FEROS LIED IE PS PEI POE OR BEL 


.98 Gain 2.13 Gain 


; 
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* Based on the 1958 dividend illustration scale and interest rate, to be considered as neither 


guarantees nor estimates for the future. 
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telligent management. The capital- 
ized worth of the human element is 
truly as much an asset as property. 

For over twenty years, survey 
forms for commercial risks have in- 
cluded business life insurance, ac- 
cident and health, and group. For 
some reason, however, the death of 
a key man is not recognized as im- 
portant as a fire loss or a casualty 
claim. Yet it has been calculated 
that the death of a key man is about 
sixteen times as great as the chance 
of a fire loss over a fifteen year pe- 
riod. Some very ingenious formulas 
have been devised to estimate the 
value of any individual whose special 
talents contribute in a_ substantial 
way to the flow of profits in a bus: 
ness venture. It merely means iden 
tifying the men, figuring the potential 
loss and then recommending the best 
cover for life and disability with 
proper consideration for payment 
methods and taxes. 

In making a commercial property 
survey of hazards, it is essential that 
the insurance advisor examine care- 
fully the legal entity of the insured. 
He must evaluate exposures in the 
light of the legal consequences of the 
insured happening to be a sole pro- 
prietorship, a partnership or a cor- 
poration. This is especially true in 
comprehensive general liability and 
workmen's compensation. It is a 
natural to move right into the area 
of key man insurance and consider 
what will occur in the event of the 
death of the owner, a partner, a 
majority stockholder, an officer or a 
key employee. 

With 60% of the business in the 
United States still untouched 
cording to a University of Illinois 
study, there is a moral obligation on 
the part of the insurance broker, 
agent or advisor to point out the 
needs of business life insurance to the 
client, his attorney and his account- 
ant. These last are 
volved because of some professional 
obligations they also have to the in- 
sured, From a stand- 
point, again, here is a bonanza for 
the producer. The average premium 
is large and a lot easier to collect. 

In this trend to more and more 
complete commercial insurance pro- 
graming, there is no area which is 
hotter than group insurance. The 
merging of life and property sales 
in the group field has potentials 


ac- 


two also in- 


monetary 
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hundreds. 
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LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


Cc. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas City 41, Missouri 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 
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which are staggering and, to some 
people, very frightening. 

lhe group buying of life insurance, 
accident and health, hospitalization, 
major medical and retirement income 
is an accomplished fact. Many large 
employers feel that their people are 
not properly informed on property 
insurance and have not been reached 
by insurance producers. They feel 
that the group technique means cost 
deductions, 
package programing and good public 


savings, simple salary 


relations. They feel that a minimum 
group property plan could provide 
a base upon the individual 
could build a more adequate program 
with individual policies just as he 
does in life insurance. 
to the way ordinary life insurance 


which 


They point 


grew at the same time as company 
group spread. 

To the contrary, it should be 
pointed out that, in addition to a lot 
of legal barriers, there are a number 
true group 
insurance more difficult in the pro- 
perts field 
ualty exposures of 


of factors which make 
The property and cas 
individuals are 


more varied and therefore the group 
is more heterogeneous. There are a 
greater number of problem risks in 
fire and casualty, especially in the 
automobile lines—to put it mildly. 

There is a greater frequency of 
complicated or highly controversial 
claims. Finally, personal lines pro- 
ducers are not going to be happy 
with the comparison of the growth 
of ordinary life coincident with 
group. The sales potential in life 
insurance is infinite the 
property field is finite. A base prop 
erty package may prove to become 


whereas 


the total property insurance of the 
employee. 

In any event, there certainly is an 
obligation on the part of the insur- 
ance advisor who is handling an en- 
tire commercial account to consider 
the needs of the employees of a firm 
from the standpoint of both life and 
property coverages. The personnel 
manager should at least have some 
information for the guidance of em- 
ployees in the purchasing of their 
fire and casualty 
handled on an 


insurance to be 


individual basis 





Your guarantee of a liberal claims policy 


This group meets daily for one sole purpose. . . . Liberal interpretation of our contracts, 
to protect and enforce Standard Accident’s long- fulfilling all our obligations in every case. 
standing reputation for a claims policy that lives 

up to the spirit as well as the letter of obligation! 3. Prompt and equitable disposition of losses 
Any valid claim may be approved through and claims. 

normal field processes. However, no claim can be 
denied due to lack of coverage until it has been 
thoroughly considered by this committee... a 
committee that brings combined claims experi- 
ence of more than 250 years to bear on each 
claim in question. 


This outstanding claims policy . . . unique in the 
insurance business . . . is but one more reason 
why Standard Accident has been a leader since 
1884 in the fields of bonding and fire, casualty 
and marine insurance. And as a Standard Acci- 
dent agent, you'll find that this policy provides 
In all cases. both in the field and in this com- you with the customer good will and confidence 
mittee, policy on claims at Standard Accident that assures long-standing relations. 


is clearly defined in our claims procedure manual. 


This policy guarantees— Wl Nig, ¢ STANDARD ACCIDENT 
1. Courteous and helpful attention at all K} 
times to our ‘ikea and policy holders, INSURANCE COMPANY 


agents and the public. Oerao' 640 TEMPLE AVENUE + DETROIT 32. MICHIGAN 








FIRE—— AUTO—— INDUSTRIAL 


On lee and Snow 


CONGRESSIONAL Investigating 
ee. and United States- 
Canadian chiefs of police have de- 
clared war on “Old Man Winter.” 
\s part of the nationwide ‘Back the 
Attack on Traffic Accidents” cam- 
paign, Kenneth <A, 
Roberts teamed up with Ray Ash- 
worth, director of the Traffic 
Division of the International Asso- 
ciation of Chiefs of Police, to launch 


Congressman 


before the arrival 
and streets 
and highways across the nation. 
Terming Old Man Winter as “the 
domestic public enemy No. 1,” Rep- 
resentative Roberts (D., Ala.,) and 
Mr. Ashworth of Evanston, Ill., de- 
clared the driving public can take 
practical that 
greatly skid-wreck 
this 


a counter-attack 


of severe snow ice on 


precautions will 


reduce deaths 


and = injuries winter. Rep. 


Roberts, chairman of the 


Congres 
sional Subcommittee on 
Safety 
and prevention of highway accidents 
that kill 40,000 persons annually, an 
nounced the 
winter” at 
ing. 


lrattic 


now investigating causes 


“declaration of 
the 


Their recommendations, 


War on 
Build 


based 


House Office 


on research by the National Safety 
Council's Committee on Winter 
Driving Hazards, follow 





DECLARE WAR ON “OLD MAN WINTER”! 


FACTS TO HELP YOU 


COMPARATIVE 
STARTING ABILITY 


Traction Ratings * based on 
hundreds of test runs 
to measure pull at 20 MPH 


Index is expressed at 100 for regular tires 


COMPARATIVE 
STOPPING 
ABILITY 


Braking Distances 


EFFECTS OF 
TEPAPERATURE ON 
BRAKING DISTANCES 


in Feet from 20 MPH Speed of 20 MPH on glare ice 
Distances are indicated in feet 
" GLARE ICE AT 20° F 
GLARE ICE AT 20° F , 100" 150’ 200° 0 
0 100 200 300 400 500 6 ' 


T 


50’ =100’ 150’ 200’ 250° 


eee 








improvement 


28% 
BETTER 
231% 
BETTER 
409% 
BETTER 


CMM Regular Tire Chains 


Reinforced Ti hai 
Regular Tire Chains 33] pies 





TEMPERATURE IN °F ) 








LOOSELY PACKED SNOW 
0’ S50’ 100’ 150’ 200’ 


T T T 


Reinforced Tire Chains 509 








LOOSELY PACKED SNOW 
QO 100 200 300 400 500 





'° 
Improvement 





0° _— 
Regular Tires AVERAGE BRAKING DISTANCES 


FOR REGULAR TIRES 
Use of reinforced tire chains 
provides shortest stops, 
about 77 feet, 
regardless of temperatures 


51% 
BETTER 
313% 
BETTER 





Snow Tires DRY PAVEMENT 
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Reinforced Tire Chains 413 ee T T T » 
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On Ice and Snow 


Six Tips 


iS dES 0h You know. that 
driving conditions are less favorable 
during the winter, It’s up to vou to 
winterize your car, to winterize vour 
to winter- 


driving techniques—-and 


ize vour determination to avoid ae 


cidents 





fight cancer 
with a CHECK 





give to 


AMERICAN CANCER SOCIETY “Yo 














Take Along Chains 











2. Be 
Under sure 
your tires have good treads. Tests 


prepared for traction. 


any 


hp " 
poo) 


circumstances, be 


shown 
traction. 


have tires 
added And for 


snow or ice conditions, be sure you 


snow provide 


severe 


have a set of reinforced tire chains 
in your trunk and use them when 


needed. 





Make Sure You Can See 








and windows 


your 


windshield 
that 
blades, your heater, and your de- 


3: A cep 


clear. Be sure wiper 


froster are operating properly. 
Clean snow and ice from the wind- 
shield and from all windows of your 
car. Ventilate to keep the inside of 


your windows from fogging. 


4. Get the “feel” of the road. Try 
your brakes occasionally while driv- 
ing slowly and away from traffic to 


find out if the road is slippery. Then 
you can adjust your speed to road 
and weather conditions. 





H/ ‘ft yu 





Get the Feel of the Road 








5. Follow at a safe distance. Keep 
well back of the 
that you will have plenty of room 
Without tire chains it takes 
three to twelve times as far to stop 


vehicle ahead so 
to stop. 


on snow and ice as it does on dry 
pavement. You may find it hard to 
explain why you couldn't stop when 
the other fellow did. 














Don’t Follow Too Closely 





6. Pump your brakes. The best 
technique for stopping quickly on 
snow or ice while maintaining full 
control of your car is a fast up-and- 
down pumping — of brakes, 
Jamming and “freezing” on 


your 
your 
brakes is almost certain to lock your 
wheels. This is likely to throw your 
car into an uncontrollable and dan- 
gerous skid. 
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We took a tip 
from a typist 


The question came up at a Heads-of-De- 
partments meeting. Production told Per- 
sonnel that his new typist asked that a 
portion of her salary be set aside for U.S. 
Savings Bonds. Could it be arranged? 

This one question posed another: How 
many more employees, like the typist, 
would like to buy Savings Bonds auto- 
matically through Payroll Savings, yet, 
were not aware that we've had a Plan for 
years? 

Finding out was simple. 

A phone call brought the assistance of 
our State Savings Bond Director. He 
helped plan a company-wide campaign, 
and provided all the materials to inform 
our people about the advantages of U. S. 
Savings Bonds. Everyone received an ap- 
plication card. 

The upshot? Employee participation 
shot up to the highest percentage since 
the mid-Forties. And the whole program 
was conducted in good order. Work was 
never interrupted. 

Today there are more Payroll savers 
than ever before in peace time. Look up 
your State Director in the phone book or 
write: Savings Bonds Division, U. S. 
Treasury Dept., Washington, D. C. 


chs Saamoeeetenne Seveers eat ee ry 
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FIGHT FIRE WITH FIRE 
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WHO'S MIXED-UP NOW? 


mixed-up kid 
of their craz 
according t 

of public inf 
tional Safety 
pulled no pun 


stantial 


of driving they 

they are blamed 
do because it’s 

older drivers w] 
themselves. 


80 


lrive like 


tion for 


cil, Chicago, 


crazy 
largely because 


nixed-up parents, 


Jones, director 
the Na- 
who 
lumping a sub- 
une for teen- 

the laps of 


ne a teen-ager 
“when 
ld man’s whole 


ie said, 


to talk like a 
devil 2?” 
agers have 
the amount 

mes contended 
lot they don’t 

easy Wav out for 


lo the same things 


the 


losses 


“Sure,” he said, “‘there are some 
youngsters who act like jerks in 
traffic but I believe these characters 
are only a small but spectacular mi- 
nority of teen-agers, and that the 
vast majority of young drivers have 
a pride of skill and a sense of re- 
sponsibility that rival those of their 
parents.” 

lhe answer to the teen-age driv- 
ing problem? A big part of it, in 
Jones’ opinion, is driver education 
in every high school—in class and 
behind the wheel. 

Isut equally important, he asserted, 
is the personal example set for young 
drivers by parents and by older 
drivers especially the professionals. 

‘“Teen-agers are far 
ceptble to example 
parents realize,” he 


more Ssus- 
than bewildered 
said. **The nor- 
mal youngster respects sincerity and 
scorns hypocrisy. If his folks level 
with him in safety, as in anything 
else, he'll be a lot better driver and 
have much better attitude.” 

How can normal, level-headed 
teen-agers cool off a young hot-shot 
who insists on risking his own neck 

and other necks—in traffic ? 

“By freezing him socially,” sug- 
vested Jones. 

“Hundreds of high — schools 
throughout the country have found 
that the most effective way to put 
the brakes on show-off driving by a 
campus character is to show him by 
student action and by person-to-per- 
son attitudes that the kid stuff he 
is pulling isn’t going over—that he 
is being regarded as a jerk instead 
of a giant.” 

Jones said that many high schools 
have set up traffic rules and regula- 
tions which are enforced by the stu- 
dent government itself. 


WRONG NUMBER 


ARRESTED a Californian on 
a charge of drunkenness after they 
found him trying to make a phone 
call from a fire hydrant, complain- 
ing that he couldn't get the operator. 


Casualty & Surety 
—Ass’n of Cas 
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NEW FIRE EXTINGUISHERS 


A NEWLY DESIGNED discharge device 
is now provided on five American 
LaFrance carbon dioxide fire ex- 
tinguishers to give added protection 
against Class B and C fires. In ad- 
dition, each carries the new Under- 
writers Laboratories ratings. 

With the new design, nozzles have 
five orifice holes. The usual opening 
in the center of the nozzle discharges 
parallel with the taper of the horn. 
The other four openings are placed 
around the nozzle, 90° apart from 
other. from these 
four is at right angles to the side of 
the horn. This placement enables the 


each Discharge 


snow to break into minute particles, 
giving almost instant change from 
snow to gas. 

This new concept in carbon di- 
oxide fire fighting gives faster and 
more effective extinguishment of the 
fire and eliminates much of the pun- 
ishment an operator takes when 
putting out a fire with ordinary COs 
extinguishers. 


SAFETY BOOKLETS 


two-color, illustrated, 
pocket-size safety manuals have 
published by the industrial 
safety division of the Association of 
Casualty and Surety Companies. 
Part of the ‘Your Guide to Safety” 
each of the booklets deals 
with a specific job operation or 
hazard, delineates inherent 
dangers and concisely presents safe 
practices and methods for avoiding 
or lessening the hazards. Two of 
the booklets, one on welding and 
cutting operations and one on blast- 
ing operations, are intended for use 
by workers—whether beginners or 
workmen 


THREE NEW 


been 


Series, 


their 


experienced who are 
actively engaged in the performance 
of the particular operations. The 
third deals with electricity, for use 
in the home or office as well as in 
the plant. 
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monthly fire 
losses 
| ee LOSSES in the United States 


during November amounted to every month 


$75,321,000, it is estimated by the 
National Board of Fire Under 





writers. This was a decrease of 
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64% from losses of $80,481 OOO ideas | 
reported for November, 1956 and a | 
decrease of 3.1% from losses of 
| 

| 

| 

| 

| 

| 
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| 

| 

| 


ms) 


ed that 
These estimated losses include an 


allowance for uninsured and unre 
ported losses. 


a pay off 


December . $89,212,000 $96,485 000 
1956 1957 

January 96,972,000 115,272,000 4 
February . 84,041,000 95,569,000 

March | 89,315,000 104,565,000 in 
\pril 84,624,000 85,994,000 
May .. 87,681,000 79,045,000 
June 74,770,000 69,710,000 
July 68,752,000 77,814,000 
\ugust ... 74,930,000 78,364,000 
September 70,118,000 72,264,000 


October ... 81.121.000 77,753,000 loss prevention! 


November . 80,481,000 75,321,000 


Petal... $982,017,000 $1,028,156,000 
Losses by Years 
1949  $667,536,000 1953 $903,400,000 Ss 
1950) 688460000 1954 870,984,000 FOR YOUR CLIENTS .... a subscription to SAFETY MAINTE- 
1951 731,405,000 1955 885,218,000 NANCE is a monthly reminder of your 
1952 784,953,000 1956 989,290,000 


constant interest ... a source of 
tested safety methods and procedures 


a which will speed production and cut 
motor vehicle — 
deaths 


FOR YOURSELF .... SM is a channel of proven aids to loss 
19551956 revention a means of establish- 

January . 2,810 2,954 P nite : 
February 2. 2,652 ing sound safety programs in plants 


March ........ 002 2,940 where you have a stake. Your own 
RIED cc cencnces 2hOe 4900 


WE Secs. sisens hale OO 3,094 imprint and safety message can reach 


your clients each month. 
‘August 
September . 
October ... 
Total Ten - - - 
Months .. _ 30,867 32,167 31.350 
November ....... 3,559 3,690 ‘ ; 
December 1000 3.940 Single subscription: 


= eee oe $4.00 a year 
Total ......... 38,426 40,000 
yee a ; Int; 6.00 for + 
Estimates provided by the National $ or two years 
Safety Council. 
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Write for special discount rates. 


SAFETY MAINTENANCE 
accidental AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


deaths another publication of 


rs ALFRE, 
Nine Months 


1957 1956 Change 
ALL TYPES .. 69600 70,300 —1% ANY. 
Motor Vehicle .. 28,110 28,910 3% 
Work ......... 11,000 10800 +2% 
Other Public ... 13,300 12,600 46% 
Home Ms 20,500 -—4% 
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“I like to have a little edge on the other guy when I go prospecting .” 


Beat competition with Bituminous! 


There’s a good deal to be said for “gettin’ there fustest.”” There’s 
also a lot to be said for getting there with ‘“‘the mostest.” If you’re 
out for big premium writings in workmen’s compensation and 
liability, Bituminous’ rating plans, and — more important — 
Bituminous’ methods of applying them, get you there with a 
plan your big risks will accept and keep. Write for the Bituminous story. 


Bituminous 


CASUALTY CORPORATION 


* Bituminous Fire And Marine Insurance Company 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 
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Farm Insurance 


B. R. WALINDER 
Secretary 
America Fore Insurance Group 


Chicago 


HERE IS ONE important factor 
fe applies to all states and has 
a direct effect on farm underwriting 
and experience. “That one important 
point is the outmigration from. the 
farms to the cities and towns. Out 
Migration is not a new development 
as it has been 


going on since 


Revolutionary cays. The rate has 
not been steady but has fluctuated up 
and down depending on the times, 
prosperity of the and tl 


general prosperity of the country. 


farme1 


1920-1950 


According to the U.S. Census, 
6,850,000 individuals left the farms 
between 1920 and 1930. This drop- 
ped to 3.498.000 in the period from 
1920 to 1940 and then jumped up 
again to 8.610.000 from 1940 to 
1950 

During the war vears, when prices 
were steadily and materials 
were scarce and it fell to the lot of 
the farmers to feed the world, the 
underwriting experience was good ; 


rising 


( 
and good experience continued for 
several years after the close of the 
war, but a turning point came in 
about 1950, 

There are no- current 
but 
would indicate that the outmigration 


census 
figures available observation 
from the farms has been considera- 
ble during the past seven vears. As 
we see it, there are several reasons 
for this outmigration. Uudoubtedly 
the leading factor is the appeal that 
industry has when its factories move 
to the and towns. 
This, coupled with price and acreage 


smaller cities 


controls, give every encouragement 
to certain types of farmers to move 


to the city. 
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Yhe likehhood of an increascd 


income has a strong appeal and an 


ever mcroasimg numer of youngel 
farmers have had the benefit of a high 
school has served 


education i his 


to whet the appetite oft these young 
thes 
to have the best ti 


folks and want their children 
at they can vive 
them. They themselves are not will- 
ing to live in an outmoded dwelling 


without 


modern accommodations if 


it can be avoided. This phase was 
well covered recently by the 


tenant 


lieu 
(governor of Georgia who 
said : 

“Just since the end of World War I] 
in 1945, the annual income of the 
people of our state has grown from 
$2.7 billion to $4.5 billion. The num- 
ber of manufacturing plants has in 
creased by some 1,350; the number 
of employed people from 707,000 
to 892,000—and keep in mind that 
a lot of people were working in the 
war year of 1945. Per capita income 
has risen from $8&2 to $1,333 


50%. 


over 


Free From Destruction 


Mainly, this happy situation has 
been the result of our farmers being 
able to free themselves from the de- 
structive effects both on their land 
and on their profits, of the one-crop 
cotton system, and of achieving a 
better balance between agriculture 
and industry. 

Scott Candler, Georgia's Secre 
tary of Commerce, states that in the 
last seven vears Georgia has stood 
fourth in the the 
growth of new industries, 
exceeded only by California, Texas 
and Olio. 

Since 1940 the farm population 
of Georgia has declined from 1,347,- 
000 to 835,000—a shrinkage of 512,- 
OOO nearly 38%. 


entire nation in 


major 


During the same 
period total population of Georgia 
has increased about 560,000. While 


popuration wich leit 
the tarms went out of the state, most 

lo moved to cities and towns in 
| 


the state where jobs were available 


In existing and new manufacturing 
plants. 
\with the mechanization of farm 


Ing operations and higher crop 


\ieids, the average farmer today can 


1 
1 


produce enough to support himself 
and seventeen other people. In 1900, 
he could support only himself and 


three other people. 


Farm Population 


In the year 1920, there was a total 
farm population in the United States 
of 32 million to support the nation’s 
population of 109 > million people. 
Poday a farm population of 10 mil- 
lion fewer people—only 22 million 

Is supporting our present popula 
tion of 169 million people. 

Someone has said that in the field 
of agriculture, the application of 
known procedures would permit the 
state of Texas alone to produce all 
the agricultural products needed by 
the nation. 

So | think we must conclude that 
the movement of people off the farms 
isn't finished yet. Until the sub- 
marginal farmer has found a way of 
life to produce a decent living for his 
family, it will continue and our towns 
and cities must find a job for him. 

What applies to Georgia, applies 
to many other states as well. Indus- 
try alone is not responsible for the 
outmigration. Acreage controls lend 

\ farmer must have 
sufficient acreage to earn a living so 


their emphasis. 


the solution seems to lie in buying 
the neighboring farm. Then, too, a 
farmer without modern machinery 
is fighting a losing cause. On the 
other hand, if he has the machinery 
he must have sufficient acreage to 
derive the maxium benefits. Again 


the next paa 





Farm Insurance 

the solution les in buying 
Vhis 1S pro 
ess creates a 
e farm under 

Fiter. 
When two far 
three 


become one Or 


become two, some of the 


farms 


buildings become vacant 
and, if 


The 


companies al quite reluctant to 


lose their utilit 


and 


destroyed, a not 


y value 


) 
replaced. 


insure vacant buildings because 


they deteriorate rapidly and this is 


if the 


especially true weeds are per- 


mitted to grow up around the build- 
ings. In one state, for 


ten 
1955 


every 
dwellings destroyed by fire in 
and 1956 onl 


\ t( 117 


were re] laced. 


In fairness | must say that these 


dwellings were not all vacant and | 


should add that these dwellings 
modern and 


value. 


in the main, mn 


were, 


of less that 
i A alll 


Replaced Within a Year 


] 


make vacant buildings more 


inderwriters, a so- 
loss payment 
the 


midwestern 


ed into 


MILI 
ral 
states a reduc- 


illows 
tion in the fire rate of approximately 
20% and provide s that only 60% of 
the amount of insurance will be paid 


unless the building destroyed by fire 
is replaced within a year and within 
three hundred feet of the original 
building site 
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They need 
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no! First you call the fire department 
and then you call me!" 


This clause is not intended for 
vacant property only, but its use 
should any building 
where the utility value could be 
questioned. Some agents use it quite 
Un 


fortunately, some mortgagees object 


ence MMpass 


generally; others not at all. 


to the clause even when the farmer 
is In favor of it in order to reduce 
his premium. There are those who 
still more universal 
use of the clause would be beneficial 


believe that a 
to the insureds, the agents and the 
companies. 

In some quarters the thinking 1s 
that the outmigration will slow down 
in the near future. I for one believe 
it will slow down eventually, but not 
vet. It is inconceivable that the ma- 
chinery manufacturers have reached 
their peak whereas it is more likely 
that as time goes on they will con- 
tinue to increase the efficiency of 
their product. 

I do not want to appear pessi- 
mistic regarding the insuring of farm 
not. In- 
stead, | think the future (not neces- 
the future) is 
brighter than the past. A talk re- 
cently delivered by Assistant Secre- 

y of Agriculture Earl L. Butz 
supports this. Here are a few ex- 


property, because I am 


sarily immediate 


cerpts: 

“It’s possible farm historians will 
refer to the 1950's as the ‘decade of 
the scientific break through’. Con- 
sidering it may take as much as 1.- 
200 pounds of feed to make 100 
pounds of pork at high temperatures, 
as against 350-400 pounds of feed 
at lower temperatures, such a pic- 
ture of piggy domesticity is ‘not in- 
conceivable.’ Farm sons and daugh- 


ters, as well as farmers themselves. 
have been shifting to non-farm voca 
tions in this country for generations. 
It was in this manner that industrial 
\merica grew. Only the rapidity ot 
the present shift is new. Agriculture 
will use ever-increasing amounts ot 
capital in total, per farm and per 
man. This trend has been particu- 
larly pronounced during the past 
two decades, It will continue. 

As recently as fifteen years ago, 
the average U.S. farm had about $3, 
500 invested in land and equipment 
for each farm worker. Today that 
figure is over $15,000 per worker, 
and compares with an average out 
lay per industrial worker of $13,000. 
Another result of changes in farm 
ing is that machines will continue to 
While 
scarcely a new trend, nevertheless 
total man-hours for all farm work 
has dropped about one-third in the 
two decades since just before World 
War Il. Put another way, farm out- 
put per man-hour has more 
doubled in the last two decades. 

A fifth impact the USDA official 
looks for is the merging of city and 
country interest. [-xplaining that 
the nation’s countryside will become 
‘urbanized’ he says the city limit 
sign ‘is no longer a cultural bound- 
ary, a recreational boundary, an edu- 
cational boundary, or an economic 
boundary.” Today the same kind of 
people live on one side of that city 
limit as on the other.” 


displace workers on farms. 


than 


It seems conclusive that as time 
goes on there will be fewer farm in- 
sureds but the insurable value per 
unit will be far greater than it has 
been in the past. 

The future of successful farm un- 
derwriting lies in the writing of the 
better type of farm for the successful 
farmer. One who has the necessary 
capital and who knows his business. 
The companies must appeal to the 
agents to seek that class. To this 
end, a preferred rating plan has been 
introduced in the rate schedules of 
several midwestern states. The pur- 
pose is to differentiate rate-wise be- 
tween the better and the 
mediocre. No one would contend 
that the new plan is perfect but 
agents can be assured that as ex- 
perience is gathered those features 
which make a farm risk desirable 
will be given proper rate considera- 
tion. 


class 
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Depreciation Insurance 


THOMAS T. BRYANT 


President 
Walter P. Dolle & Co., Inc. 


EPRECIATION INSURANCE Is only 
| t= of several terms applied to 
the relatively new concept of insur- 
ance where settlement is based on 
replacement cost rather than the ac- 
tual value. Other terms are replace- 
ment coverage endorsement, repair 
or replace endorsement, replacement 
policy, and replacement cost endorse 
ment. The more general usage seems 
to favor terming the coverage, re 
placement cost insurance. 

Fundamentally, replacement cost 
insurance consists of an agreement 
to settle a loss on the basis of the 
actual cost of repairing or replacing 
damaged property without deduction 
for depreciation. Hence, here is a 
form of insurance which actually in- 
tends to place you in a better position 
after loss than before. This was in- 
deed a revolutionary step in the in- 
surance industry since a long stand- 
ing principle was violated. 


Widespread Acceptance 


The coverage has met widespread 
acceptance and is now a commonly 
written form of insurance. Histor- 
ically the coverage originated during 
the late thirties when we were just 
emerging from the long depression. 
Industry had skimped of necessity 
on maintenance expenditures, and 
reserves had been depleted. In the 
event of a serious fire loss there was 
a marked void even when insurance 
was fully carried to the actual value. 

After the companies rather timor- 
ously announced they were ready to 
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offer the coverage, many of the State 
ob- 


Their objections revolved 


Insurance Departments then 
jected. 
principally around the idea that it 
was against public policy to offer in 
surance whereby the insured would 
gain financially from a loss. 
felt that 
existing statutes governing the busi- 
their 
Hlowever, acceptance finally spread 
until today only and New 
Hampshire prohibit the coverage al 
though some other states restrict the 


some 


such a coverage violated 


ness of insurance in states. 


Texas 


coverage to buildings only. 

The principal concern in approach 
ing this coverage was the possible 
or even probable increase in moral 
hazard. Events have proved that 
this concern was greatly exagger 
ated. Mr. Ambrose Kelly, General 
Counsel of The Associated Factory 
Mutuals, has advised as follows on 
the experience of his group: The 
Factory Mutual experience over the 
many years that coverage has been 
offered on a repair or replace basis 
indicates that there has been no in 
crease in moral hazard and that many 
of the theoretical objections to pro 
viding coverage on this basis had no 
foundation in fact. <A 
part of our total now 
so written, and our statistics indi- 
cate that the experience is compar 


substantial 


coverage is 


able between insurance written on 
the actual cash value basis and that 
on the replacement basis. 
Indications are that replacement 
cost insurance is evidently here to 
stay. Just what is it, and what will 
it do or not do for the company 7 
The coverage itself is quite simple. 
The standard fire insurance pol 
icv is written on an actual cash value 


value for insur- 
mean 
de] yreciation. 


Actual cash 


basis. 


ance purposes has come to 
replacement cost less 
The actual cash value for insurance 
purposes, 


different 


of course, is an entirely 


value than either market 


value or book value. Book value is 
the amount given by the accountant’s 
records after a fixed annual depre 
ciation has been deducted from the 
original acquisition cost. Hence eacl 


item differs in actual cash value 


versus book value. Actual cash value 
begins with reproduction cost, while 
book value begins with acquisition 
cost. Actual cash value then deducts 
depreciation based on actual physical 
condition while book value deducts 
a fixed depreciation depending upon 
an accounting formula 


Replacement Basis 


Hence, the standard fire policy 
reimburses you on the basis of re- 
placement depreciation. 
\hy isn’t this basis satisfactory in 


cost less 
It mav be argued that if 
the insured was following good ac- 
should 


set up a depreciation reserve so that 


all cases ? 


counting practices, he have 
at the time of loss he would have the 


equivalent sum in the reserve to 
make up the depreciation not cov 


ered by insurance. 

In practice, of course, while most 
corporate insureds set up such re- 
serves, they are usually reinvested, 
and in the event of loss, the insured 
has lost funds. Few, 
if any, keep separate cash accounts. 
Even if the insured did elect to main 


access to the 


tain such a cash reserve, it would be 


~ \ 





Depreciation Insurance 


a costly method and would, 


of self-insurance 


in reality 
he merely a for 

Using $400,000 
total 


as an example, a 


loss under an actual 


recovery 
even if in 
LOO% to 
total only $700,000. 
would still be 


with the problem of getting 


cash value settlement 


surance is carried value, 
would Thus, 
faced 
together 
$300,000 to build tl 


Management 


le other le NeW 


} 


It is this S300,000 increment 


that is the subject matter otf depre 
ciation or replacement insurance. 
It is this $300,000 which suddenly 
very real 
time of catastrophic 
that 
through 


becomes a exposure at 


loss. This is 


uninsurable 
self-insurance re 


the exposure Was 
except 
serves until replacement imsurance 
became available. 

You will recall 
placement cost insurance was actual 


that we said re 


ly a simple and uncomplicated form 


of insurance. In our example, we 
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COVERAGES 


Takes only minutes to show client visually what coverages he has and what he 
needs. No typing necessary. For futher details, send handy coupon below. 


o hoenix af — 


MINNEA AND MARIN AN 


ALL FORMS OF 


MPAN RELIAN 


INSURANCE EXCEPT LIFE 


The Phoenix of Hartford Insurance Companies 


61 Woodland St 
Hartford 15, Conn 


Sales Development Department 


Please give me more information about selling more with your new Cover-All Plan by 


sending me your Folder #1B. 
NAME 

AGENCY 

STREET 

CITY 


ZONE_ 


eres | 


would, under a replacement form, 


be insuring present new replacement 
cost which can fairly easily be deter 
mined, Under a standard contract, 


we are imsuring present insurable 


value which most definitely is not 
to determine. 
under — replacement 


forms should be simpler and better 


an easy value llence, 


adjustments 


understood by all parties than our 
adjustments in the past on the actual 


cash value basis, 


Looking at it Tax-Wise 


Qf course, we must in these times 
and dis 


advantages tax-wise of replacement 


compare the advantages 
actual cash value. 
Code 
business 


MWsurance Versus 


Phe Internal Revenue permits 
deduction — as expense, 
losses sustained and not compensated 
Hlowever, 


by imsurance, you prob 


ably will not be able to deduct as 


much Joss as actually sustained. 


is so designed that 
it will not allow tax 


The tax code 
relief for 
than the dey 
book value of the 


any 
rreciated 
a in the 
proper pro 


loss greater 
building, o1 
event of partial loss, the 
portion of the 


value. 


depreciated — book 
in the 


event. of 


foregoing ex 
a total 
involved, 
$250,000 


Ilence, 
loss 


ample, in the 


with no  imsurance you 


could deduct only evel 


though vou lost an asset with an ac 
tual cash value of $700,000 and a re 


placement value of $1,000,000 


A Tax Gain 


\What happens tax-wise when we 
do have insurance proceeds that are 
apphed against a loss? Of course, 
if the taxpayer sustains a loss with 
in the defimtion of loss by the tax 
Jas a result of insufficient insur 
take 


However, 


code 
ance he this loss as a de 
that 


bureau 


may 
duction. remember 
internal revenue 
that the 
equal the book value. 


by loss, the 
means insurance did not 
With the ap 
preciation of properties and 
the fast write-offs permitted, it 4s 
much likely that for 


tax purposes vou will receive a gain 


today 


more income 


when you receive your insurance 


| re ceeds. 


There are two. sections of the 


internal revenue code which apply 


if gain is onan by the taxpaver, 


(one method of handling is a non 


recognition * gain under involun 
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tary conversion and the other is to 
handle it as a capital gain. 

The tax code has now recognized 
that in many instances insurance 
proceeds will exceed the depreciated 
hook value. Hence, the involuntary 
conversion section provides that if 
property destroyed in whole or part 
is involuntarily converted into sim- 
ilar property or into insurance pro- 
ceeds used to acquire other similar 
property, no gain shall be recog- 
nized. Assuming that 100% actual 
cash value insurance is carried, in- 
surance proceeds will amount to 
$700,000 as compared to a book 
value of $250,000. 
taxpaver 


However, if the 
applied the involuntary 
rule, he will not have 
to recognize the $450,000 gain. To 
make use of the non-recognition of 


conversion 


gain proceedure, you must be certain 
to comply-with regulations. Replace- 
ment must be made within the tax 
vear following the vear of the loss. If 
additional time is needed, application 
to the commissioner must be made 
within the original time period. 


Capital Gain 
If the gain 
rule is elected for use, the gain will 
be handled as a long term capital 
gain 


non-recognition of 


(provided the property was 
If the 
$450,000 gain is handled as a capital 


held more than six months. ) 


gain, the tax rate will become no 
more than 25%, the maximum rate 
on long term capital gain. 

At first glance, the non-recogni- 
tion of gain rule might look to be al- 
ways advantageous and there have 
seen some misleading articles on the 
subject. The catch in the non-ree- 
ognition of gain rule is the fact that 
the new property can be depreciated 
for tax purposes only for the same 
amount as the book value of the old. 
If the non-recognition of gain rule 
is used, then no tax on the insurance 
However, 
the 
building must be placed on the books 
at the cost of replacement minus the 
gain. the 
new building would go on the books 
for the replacement cost of $1,000.- 
000 minus $450,000 which equals 
$550,000. 


proceeds need be paid, 


for income tax purposes new 


non-recognized Hence, 


If a capital gain is taken on the 
insurance proceeds, then a tax 1s 
of $450,000 


paid this vear of 25% 
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YOUR FUTURE AND OURS 


ASTROMARINE 
INSURANCE? 


Just as maritime shipping 
in ancient days led to the 
development of marine in 
surance, the transportation 
methods of tomorrow will 
lead to new types of cover: 
age. For example, some 
time before too long you 
may be insuring cargoes on 
space freighters against 
such hazards as extremes 
of temperature, deteriora 
tion from cosmic rays, or 
collisions with meteors or 
sputniks! 


HOW ABOUT YOUR FUTURE? 


In this exciting future, K. C. Fire and 
Marine will continue to adapt new ideas 
into premium-building services for its 


agents. 


Plan your future with K. C. Fire 


and Marine, the company that offers 
fast, personal service from its heart-of-the-nation location. 


The progressive company for progressive agents. 


or $112,500. However, the new 
building is then placed on the books 
at $1,000,000 and a larger deprecia- 
tion expense is taken each vear dur- 
ing the life of the property. If the life 
of the new building is 20 years, then 
each vear a larger depreciation in the 
amount of 44, of $450,000 can be 
taken. If the 

main at 52%, 


tax rate would re- 
then $11,700 tax 
would be saved each year over the 
non-recognition of gain procedure. 
At the end of the 20 year lifetime 





P) 


$234,000 would be saved in taxes 
but $112,500 more paid out the first 
vear. Hence, we don't believe we 
can say one method or the other is 
always advantageous. It depends 
upon the particular tax situation. 
Now, how are replacement. in- 
surance proceeds handled? Thus 
far, the proceeds have been treated 
exactly the actual value 
proceeds, although, of course, the 


Same as 


capital gain or non-recognized gain 


\ 








Depreciation Insurance—Continued 


is usually a much larger amount 
In the example the non-recognized 
gain or capital gain would be 
a $450,000 under a 100% actual cash 
COMPANY 4 value policy, whereas it would be 
MANAGERS $750,000 under a replacement pol 
» icy, 
There is a theoretical possibility 
INSURANCE - that depreciation insurance proceeds 
AND , Rtas 

REINSURANCE nught be held to be ordinary income 
but, thus far the proceeds have been 
treated as capital gains or non-re 
cognized gains and there is every 
reason to believe they will continue 
be so treated. Thus, under pre 
sent tax laws, the government pays 

52% of premiums but withholds 
most cases no more than 25% of 

the proceeds. 

Replacement coverage is simple in 
context, but there are some rathet 
important differences in the forn 

POST OFFICE BOX 1199 of different companies. 
COLUMBIA, SOUTH CAROLINA Replacement insurance may be 


written by means of endorsement or 
by a separate policy. When written 
by endorsement, the words re plac 

ment cost are merely substituted for 
actual cash value. Then there is one 








amount of insurance applying to the 


ener nm" re NRNINRRRCm gant. entire property. When written by a 


separate policy, an amount of insur 
WHAT WILL! | OFFER BIG SAVINGS Cs Prone 


I ance 1S written on depreciation 


/ between replacement value new and 


t 
TO BUILD : A WHOLE LOT MORE \ the actual cash value. Hence, there 
i. yg iiay be two carriers in this instance 
=s ae Se aa ‘ ‘- 
MY BUSINESS? , -one insuring actual cash value 
Pg “we and the other insuring depreciation. 
=> a= oe — oe eZ a e = in weanan é "710" aT 
7,’ ’ Of course, current appraisals are 
hg Here are a few of the questions lia hi as a . opcmuet 
you should ask: “How about (eésifable in any form of property 
y claims service?” The answer insurance but the need is empha- 
is “It operates from coast to 
coast.”’ “Special agents?” “Yes, . : : 
and they answer your calls ona = Or ~group of companies insure the 
same-day or next-day schedule.” 
“Do you have a reputation tn = : ‘ 
the street for prompt payment?” = Pany or group of companies insure 
Yes, indeed. Our company ad- — depreciation. 
justers have authority to pay The Llovds Market 
claims on the spot. “Where's - % , 
the advantage that distinguishes placement form which insures the 
you from competitors?” “Right 
here! Our priceless mutual de- : ; 
viation or dividend. the ‘extra’ the amount recoverable under the 
that clinches sales when nothing — insured’s ordinary policies. Hence, 
else can.” ; 
Want to discuss a_ possible ‘ pia: 
connection? We should be de- to pick up depreciation but also a 
lighted to list all the other 
advantages we offer you. Call . P 
us ... and soon. the basic coverage. 

Practically all forms require that 
the property actually be repaired or 
replaced before claim can be made 

INSURANCE 4 {Av lle under the replacement feature. Tf 


) 
j 
HARLEYSVILLE DO I 1 POLICYHOLDERS AND which is defined as the difference 
| 
1 
I 
| 


sized even more when one company 


actual cash value and another com 


USES 2 TE 


difference between replacement and 


this form is broad enough not only 


possible co-insurance deficiency in 


the property is not repaired or re 
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placed, claim may still be made on 
the actual cash value under 
most policies where replacement is 
written by Where 
depreciation is written separately, 
there is simply no claim under the 
depreciation policy but, of course, 
the actual cash value policy would 
be unaffected by a decision not to 
rebuild. 


basis 


endorsement. 


Also, practically all forms exclude | 


loss caused by increased cost of con- 


struction occasioned by any ordin- | 


ance or law regulating construction, 

repair, or demolition of buildings. 
Where an requires 

demolition of the remaining portion 


ordinance 


of a structure in case a certain per- 
centage is damaged, insurance may 
be written to cover the additional 
loss caused by the enforcement of 
such a provision. The insurance is 
normally titled, “contingent liability 
from operation of building laws.” 
This 


excess ( rf 


written in 
the actual value of the 
building and hence does not overlap 


insurance is not 


replacement insurance. 

Further, a building ordinance may 
require that a building, if damaged, 
be replaced by one of a more ex- 
This 
and the 
increased 
cost of construction” insurance. In- 


pansive type of construction, 
exposure insured 


coverage is referred to as “ 


can be 


creased cost of construction insur- 
ance covers only over and above the 
replacement cost. Hence, again, 
there is no overlap with replacement 
insurance, 


Thus, if a particular company’s 


insurance exposure is complicated | 


by the working of building laws, it 
would be possible that the policy to 
insure completely against 


p< cket 


out of 
at time of 
should include (1) contingent liabil- 
itv from operation of building laws 


(2) increased cost of 


expenses 


endorsement, 
and (3) 
replacement cost endorsement. Al- 
though this might sound somewhat 
awesome and a little unwieldy at 
first, you can readily understand the 
necessity when an artificial exposure 
is introduced beyond the normal 
value and 
posure, 


construction endorsement 


cash depreciation ex- 


As previously indicated, prac- 
tically all replacement forms require 
that the property be repaired or re- 
built. However, they differ in the 
exact requirements. The so-called 
standard replacement cost endorse- 
(Continued on page 1!28) 
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THEIR LOSS 
MEANS “CURTAINS” 


43% OF THE TIME! 


It’s a fact that damage or destruction of Accounts Receivable 
records cause 43‘, of the firms affected to go out of business. 
Serious impairment of their credit-standing is suffered by 
42°, of the remainder. NOW is the time of year when 
Accounts Receivable are greatest. Yet standard policies offer 
no protection against their loss or damage. 

Accounts Receivable Insurance reimburses the insured for 
loss of income resulting from damage or destruction of 
Accounts Receivable records. It is “‘all risk’’ coverage against 
many types of perils. It is insurance that every manu- 
facturer, wholesaler or retailer in your area needs. 


Convenient pocket size kit on both Accounts Receivable 
and Valuable Papers is used by American Casualty 
agents. If you'd like to see a copy, just mail the coupon. 


PNG 03) 2807. We BY. C1 OF. Ba 


COAST-TO-COAST BRANCH OFFICE SERVICE 


AMERICAN CASUALTY COMPANY, Reading, Pa. 


I'm interested in seeing your Accounts Receivable - Valuable Papers 
kit. Please mail to: 


ADDRESS_ 


CITY ZONE___ STATE 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1655 


w 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 18666 


w 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


ORGANIZED 1852 


wv 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


OPGANIZED 1906 


w 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 16764 


w 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 


x 


YOUR ndependent 
Insurance Mi [AGENT 


“senves/ vou Riaste 
oe 


OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK I, NEW JERSEY 
Western Department: 1 20 South La Salle Street, Chicago 3, Ill 
Pacific Department. 220 Bush Street San Francisco 6, Calif 
Southwestern Department 912 Commerce St , Dallas 22, Tex 


Canadian Departments: 800 Bay Street. Toronto 2, Ontario 
535 Homer Street, Vancouver 3,B C 


Foreign Departments: 102 Maiden Lane New York 5, New York 
206 Sansome St. Son Francisco 4. Calit 

















CHARLES N. WALKER 
Associate Actuary and Manager 
Accident and Sickness Insurance 
Lincoln National Life Insurance Co. 


HE INFLUENCE of income and 
ype on major medical 
claim costs is well known, at least 
from a qualitative point of view 
medical expenses are higher in some 
parts of the country than in others. 
Considerably less is known about 
how much the variation is. Simi 
larly, there is also qualitative effect 
of income on major medical claim 
costs—medical expenses are higher 
for persons with $30,000 incomes 
than they are for persons with $5, 
000 incomes. Again, however, much 
less is known about how much this 
variation might be. 


Queries 


Perhaps the most important ques 
tions which come to mind in con 
sidering these items are: 

1. How much variation can be ex 
pected in claim costs ? 

2. What, if anything, should a com 
pany do to be sure its major medical 
coverages and premiums are ade 
quate and equitable ? 


Generally speaking, medical ex- 
penses seem to show the same varia- 
tion with geographical location as 
any other category of living costs. In 
the group major medical field, a num- 
ber of companies have already com- 
menced to take specific cognizance of 
these variations. Recently presented 
figures illustrating the geographic 
variation indicated that the southern 
states had the 
-4 of the national average, with costs 
in the midwestern, eastern and west- 

1%, 1% and 2 
times the southern states cost, re- 
spectively. In addition to this gen 
eral variation, certain urban areas 


lowest cost—-being 


ern states being 


show substantial local variations 


For January, 1958 


LOGIC 


Claim 


Similarly, the group coverages of 
my own company reflect geographical 
cost variations. In our 
SIX Cost areas are used. some 
of the the 
lowest costs, except for such urban 
areas as Atlanta, Birmingham, Dal- 
las and others. The North Central 
states, from Montana to Illinois, and 
also 


own case, 


Thus, 
show 


southern = states 


such southern 


states as Ken 
North Carolina 


and the Virginias are next highest, 


tucky, Tennessee, 


with costs at about a 15% higher 
level. The Rocky Mountain area, 
together with the Northeastern 
states, (including Indiana, Michigan 
and Ohio) are 30% above the lowest 
level. Oregon, Washington, Nevada, 
New Jersey and Massachusetts come 
next, at 45% above the lowest costs. 
California, Connecticut and Rhode 
Island are the highest states, 60% 


YY y <J SOUTHERN CALIFORNIA 


. © Riwerside— 3680 Mam SreeeY 
. © Senta Ane— 2021 No Mam Sraset 


SERVING MOST OF 


© Barsiow—190 E. Mam SraeeT 


PUP Compay 


me 
\arai 


Cost Variations 


above the lowest cost areas. In most 
of these states, certain large urban 
or more above 


Los 


Cleveland 


areas show costs 15% 
the general state level. 
\ngeles, San 


‘| hus, 
francisco, 
and Boston enjov the dubious dis 
tinction of being 


the 


the hig] lest cost 


areas in countryv—75% higher 


than, for example, South Carolina. 


Income Effect 


Income exerts an even more pro 
nounced effect on major medical 
costs. To cite the same two sources, 
the first figures state that medical 
care costs for persons with incomes 
of $10,000 or more are double those 
with $5,000 incomes. 
the 
figures used by my own company for 


for persons 
This is not inconsistent with 
group coverages, where six income 
groups are used, with the costs in 
the $30,000 and up group assumed 
to be five times those of the group 
under $5,000. 

These figures have been given by 
way of illustration rather than defi- 


(Continued on the next page) 
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DALE & COMPANY 


LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 
Offices at 


HALIFAN MONTREAT 
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Reinsurance & Special Risks 
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been suggested before. Two points 
nught be mentioned : 


1. [ft it is not done, significant pre- 


mium variations will probably be 
ultumately developed between com- 
pames operating in difierent parts 
of the country, with obvious sales 
and agency difficulties in the over- 


lapping areas. In addition, one can 
perhaps question the equity involved 
I using a single premium scale for 
what are, in etfect, significantly dif 
ferent classes of risks. 

2. It it is done, some difficult ad 
muMistrative problems are created. 
Not only is there the dithculty of 
calculating and administering three 
or four also 


the 
p icy holders 


prenuum scales, but 


problems are created as to 


method of handling 
who move from one area to another, 
This latter is a problem which is 
complicated by the trend to the so- 


called 


tracts. 


euaranteed renewable con 
So far as Tam aware, no company 
has attempted any great degree of 
direct: premium variation for geo 
eraplical claim cost variation, 
\nother method of handling the 
geographical variation would be to 
use benefit modifications either with 
or without = premium — variations. 
Some beginnings, at least, of varia 
tions of this sort are already being 
used. For example, several com- 


pames (including my own) issue 
major medical contracts with dif 
ferent “inside limits” on daily room 
and hbenetits It 


quite feasible with a policy contain- 


board would be 
ing one or more limits of this sort to 
gear the entire premium scale to the 
over-all claim) cost associated) with 
the variation the items contaiming 
inside limits. To be most etfective, 
of course, it would be necessary un 
der this method to restrict sales to 
the plan most appropriate for the 
area in which it is sold. 

Similarly, with respect to varia 
tion of costs with income, several 
themselves. 
dif- 
ferent premium scales for different 


approaches 


suggest 
\gain, one method would be 
income brackets. .\nd again, | know 
of no company which has as vet at 
tempted this 
Another 
Many companies are already using 


method is — possible. 
underwriting rules which prohibit 
the sale of lower deductible amounts 


This 


to the higher income groups. 


would suggest the feasibility of in- 
cluding a cost variation in the basic 
prenuum scale by gearing the pre 
nium for each deductible amount 
to the income levels expected as a 
result of the underwriting rules. For 
example, a $250 deductible plan 
could have its premium calculated 
to fit the costs expected among 1n- 
comes under $10,000, while a $1.- 
000 deductible plan could have its 
premiums calculated to fit 
found among incomes over $25,000 
or $30,000. Under a method of this 
sort, questions are raised as to what 


costs 


should be done for low income ap- 
plicants who apply for high dedue- 
tible policies and, what is more 1m- 
portant, for old policyholders who 
move from Income 


one group to 


another. On the whole, however, it 
would seem to be a reasonable ap 


proach, 


COMMISSIONERS MEETING 


A WARNING that Federal regulation 
may result if regulation by the states 
does not continue to serve the pub- 
lic interest effectively, was sounded 
by Joseph A. Navarre, Michigan 
commissioner and president of the 
National 
Commissioners, at the association's 


Association of Insurance 
mid-year meeting in New York. The 
present system of regulation is under 
direct and indirect attack by the Fed- 
eral government and by several Con- 
gressional agencies, he reminded his 
Mr. Navarre 


also called for more emphasis on 


fellow commissioners. 


uniform state laws and administra- 
tion, pointing out that in this man- 
ner the public receives the best pro- 
tection devised by the several states. 
Discussing rate filings, the Michigan 
Commissioner stressed the necessity 
of departmental approval of rates 
which meet the test of adequacy as 
Great 
interest was shown in the third quar- 
ter operating figures prepared by 
the California Insurance Department 
and 


well as not being excessive. 


considerable time was spent 
discussing the present plight of in 
surance companies and the need for 
higher rates on several classes of 
\ study to determine if a 

security valuation re- 


serve by fire and casualty companies 


business. 
mandatory 


is desirable was also considered at 


the meeting. 
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obituaries 


Evans: John ©. Evans, former president 
of the Great American Insurance Com 
pany, died November 16th at the age of 
Os. Mr. Evans entered the fire insurance 
business in his native state of Texas in 
1908, serving in various capacities until 
he came to New York in 19214, as assistant 
secretary of the Home Insurance Company. 
He joined the Great American Group in 
1934 becoming a vice president in 1910 
and its president in 1917. Mr. Evans was 
a director of the Great American as well 
as its president from 1917 to 1955 when 
he retired. In addition he was president 
and a director of the American National 
Fire Insurance Company, Detroit Fire & 
Marine Insurance Company, Massachusetts 
Fire & Marine Insurance Company and 
Rochester American Insurance Co. He 
was a vice president and director of the 
Great American Indemnity Company 


William Blane Mendes, senior 
partner of the law firm of Mendes 
Mount, general counsel in’ the United 
States for Underwriters at) Lloyd's, Lon 
don, died December 9th in London alter 
a short illness. He was 66. Following active 
service in World War I, Mr. Mendes en- 
tered the law office of Harrington, Bigham 
& Engler, New York, and subsequently the 
office of Duncan & Mount of which firm 
he became a partner in 1952. He became 
senior partner in the succeeding firm of 
Mendes & Mount in 1947 and in 1952 was 
elected an honorary member of Llovd’s, 
being one of only three non-Britishers 
who have ever been awarded that honor. 
Mr. Mendes was a member of the Ameri 
can Bar Association, New York State Bat 
Association, International Association of 
Insurance Counsel, American Management 
Association, the British Commonwealth 
Chamber of Commerce, Chamber of Com- 
merce of the United States, the Economic 
Club of New York, and the Commerce and 
Industry Association of New York. His 
clubs included the Lotos Club and India 
House. 


Mendes: 


Spellacy: Thomas J. Spellacy, Commis 
sioner of Insurance of the State of Con 
necticut, died while attending the National 
Association of Insurance Commissioners 
mid-vear meeting in New York. He was 
77. Mr. Spellacy had served as United 
States attorney for the district of Con 
necticut, as assistant Attorney General of 
the U.S. and for tour terms as mavor of 
Harttord betore being appointed insurance 
commissioner early in 1955 


Loevy: Walter W. Loevy, vice president 
of the American Credit Indemnity Com 
pany of New York, died December 2nd 
following a short illness. Mr. Loevy started 
with the company in 1921 as a clerk and 
advanced through various departments un 
til 1951 when he was elected vice president 
in charge of the Approved Credit) Risk 
Department, which position he held at the 
time of his death. 


Erskine: James D. Erskine, former secre 
tary of the American Insurance 
tion, died December 10 at his 
the age of 66. Mr. Erskine 

insurance career with the Underwriters 
Association of New York State in 1913 
In 1921 he joined the Northern Assurance 
Company, Ltd. He joined the Eastern 
Underwriters Association as assistant man 


Associa 
home at 
began his 


For January, 1958 


with 
upon Its 
having served 
Executives Asso 
Erskine retired in 
forty 
insurance 


ager in 1929. He became associated 
American Tnstrance Association 
organization in 1953 atter 
as secretary of Insurance 
ciation since 1932. Mh 

September 1956) after more 

three vears of service in. the 


business 


than 


Pulver, fire and marine 
advertising manager of the Aetna’ Lite 
\ffiliated Companies, died November & 
He was 59 vears old. Mr. Pulver, who had 
been connected with the Aetna Life on 
ganization tor nearly thirty-five 
a member of the Insurance Advertising 
Conference and the Harttord Advertising 
Club. Before joining the Aetna, he 
as U.S. consul at St. Etienne, France. He 
was active in Masonic organizations and 
was a former president of the Unionville 
Connecticut Lions Club 


Pulver: Howard ( 


Vedas, Was 


served 


Riebel: Frederick Riebel III, supervisor ot 
the motion picture bureau of the \etna 
Life Affiliated Companies, died Novembet 
19th at the age of 50. Mr. Riebel had been 
connected with the Aetna Life organiza 
tion for sixteen years and previously was 
engaged in motion picture work in Detroit 
and Hollywood. He was a vraduate of the 
University of Michigan 


Johns: Herbert S. Johns, attorney and real 
estate Operator and a member of the Insui 
ance Board of Cleveland, died November 
20th at the age of 90. Mr. Johns was a 
trustee for a quarter century of Mount 
Union College. He was organizer of the 
college's first basketball team, on which he 
Was a star player. He was a member there 
of Alpha Omega ‘Tau fraternity and 
an outstanding fund raiser for the 


Was 


college 


CORPORATE AIRCRAFT 


THE COMPANY PLANE has become 
a Necessity In many corporate opera- 
tions and now deserves considerable 
attention from the corporate insur- 
Mitchell, 
vice president, \ero Associates, Inc., 
Chicago, Ill, and B. W. Nichols, as 
sistant secretary and assistant treas- 
urer, The Standard Oil Company, 
Cleveland, Ohio, pointed out at the 
American 


ance manager, James J. 


Management —Associa- 
tion’s fall insurance conference. 

Out of just under 70,000 actively 
licensed civil aircraft in this country, 
more than 23,000 are owned by in- 
dustry, Mr. Mitchell reported. In 
1956, Mr. Nichols said, corporate 
pilots flew four and a half million 
hours, accounting for more aircraft 
hours and more aircraft miles than 
were logged by all United States 
domestic airlines. 

To appraise the degree of ex- 
posure involving aircraft risks, the 
speakers pointed out, the insurance 


manager must consider property, 


legal lability, workmen's compen 
sation, employers’ liability, and spec 
ial protection for emplovees and 
guests. Company-owned — aireratt 
mav be valued as high as $1 million, 
\Ir. 
corporations have planes — valued 
1] 


Nichols noted : the majority ot 


] 
MOT TOOK ot 


somewhere in the neig 
$150,000 to S400.000. 


\s tor legal 
hiabilitv, he said, the damag 

line equipment in the 

accident at an airport may 

high as $5 million for hull alone. A 
crash ina densely populated or valu 
able could 
millions of dollars of lability. 


involve 
Most 
specifically ex 
according to Mr. 
Nichols. As coverages that normally 
should be 
craft 

habilitv, contractual hability, work- 


industrial area 


insurance policies 
clude aircraft, 
purchased he listed air- 
hull, aireraft liability, airport 
men’s compensation and employer's 
liability, admitted 
and or 


and liability 


seat accident insurance. 
ersons or firms owning and op- 
erating aircraft must have an in- 


Mr. Mit- 


“because aviation 


herent respect for safety, 
chell emphasized, 
to a greater degree than any other 
form of transportation is terribly un 
forgiving of any carelessness, neg- 
lect, or omission.” Management 
should be sure, he warned, that when 
topflight 
unbiased professional aviation opin- 
ion is consulted as to whether the 
plane and the pilot are safe. Ask, 
he suggested, not only whether the 


pilot can fly 


an airplane is selected, 


but how familiar he is 


with emergency procedures, what 


his reactions are under pressure, 
what his attitude is on flying under 
marginal or submarginal conditions. 
Because of the ever-present possibil- 
ity of the pilot’s having a fatal heart 
and because of the 


attack heavy 


work load placed Oona pilot by emer 
1 traftic 
more firms are now requiring a co 


gency ot heavy conditions, 


pilot aboard when 


Also 


said, 


are 
Mr. 


is top management's 


passengers 
carried. 
Mitchell 


attitude on aviation safety : 


Important, 


“Is any- 
one permitted to question the pilot's 
decision if he says we don't fly be- 
cause of weather or mechanical dith 
culties?) This decision should rest 
entirely with the pilot in charge of 
the aircraft, and he should be backed 
up by top management, who should 


set policy along these lines.” 





rate — 


— ehanges 


W. C. RATE REVISIONS 
REVISED WORKMEN S COMPENSATION 
RATES became etfective December 1 
he new rates are 
which 
represents an estimated annual sav- 
$540,000. 


lers ot 
average of 


in Rhode Island. 
an average of 5.5% lower 

to policyhole 
Raves are reduced an 
1.S% for manufacturing risks, 8.9% 
9.9% for all 


IX« \ ised 


for contractors and 


other — risks. workmen’s 
compensation and emplovers’ lability 
rates also became effective December 
] in Texas Phe cl 
sidered at a public 
? 


anges were con 
hearing on Oc- 
tober 

Workmen's compensation rate re 
visions filed by the Michigan Com- 
pensation Rating Bureau have been 


approved 


in that state. The changes 
vary widely among employment cate 
result. in 


of 
OH% 


in average in- 


+ 


vories, but 
CTCASEC OT 5 


AUTO RATE INCREASE 
REFUSED IN N. Y. 


New York St H1oLz 
las disapproved the increased auto- 
mobile liability rate filing of the Na- 
tional Bureau of 


writers 


ERINTENDENT 
] 


Casualty Under- 
\lutual 
Bureau Phe 


and the Insurance 


Rating Superintend- 
ent held that the filing was based on 
too limited an experience period 
since only the two most recent vears 
also noted that com 
automobile 


were used. He 


pulsory insurance has 


Casualty & Fire 


68 WILLIAM STREET ° 


Present Conditions May Call for a NEW LOOK 
at your 


REINSURANCE PROGRAM 


W. W. GREENE, Inc. 
Reinsurance 
Domestic & Foreign Markets 


NEW YORK 5, N. Y ° 


only been in effect in New York 
1957, and there 
has not been sufficient time to ob 
serve the results of that law. 

Both the National Bureau of Cas 
ualty Underwriters and the Mutual 
Insurance Rating Bureau plan an 
appeal to the courts from the dis 
approval. The had filed 


for an increase of 9.5% on passen- 


since February 1, 


Bureaus 


commercial 
bu- 
and 


ger cars and 5.9% on 
The stock 


estimates its 


vehicles. company 


reau members 
subscribers sutfered an underwriting 
loss of $21.5 million on the line in 
New York in 1956 and that this 
vear’s results are even worse. The 
Mutual Bureau has not published an 
estimate for 1ts members. 


LIABILITY RATE CHANGES 


KEVISED BODILY INJURY and prop 
erty damage lability rates for manu- 
and contractors’ classifi- 
cations filed by the National Bureau 
of Casualty Underwriters 
November 13° in 


facturers’ 


became 
effective seven 
states. They result in the following 
average statewide changes for bodily 
injury liability which reflect payroll 
limitation rule changes: Connecticut 
0.0%, Idaho +5.7%, Nebraska 
Dakota +4.7%, Vermont +3.2%. 
North Carolina —10.0°7, South 
Dakota +4.7%, Vermont +3.2%. 
The revised property damage rates 
reflect only the etfect of the estimated 








BOwling Green 9-2373 





increase in payroll resulting from the 
rule changes and result in no change 
in present rate level. The payroll 
rule revisions are the same as are 
being adopted for compensation in- 
surance and provide for an increase 
in the amount of payroll to be in- 
cluded for premium computation 
purposes for each employee from the 
present limit of an average re- 
muneration of $100 per week to $300 
The 
revised rule also provides that the 
minimum amount per week for each 
executive officer be changed from 


per week for each employee. 


$30 to $50 and the maximum amount 
from $100 to $300, and also that the 
fixed annual amount under the “in- 
dividual insured or co-partnership” 
rule be changed from $3,600 to $5,- 
200 each, 


MERIT RATING APPROVED 
IN N. C. 


THE PREFERRED automobile 
liability rating plan filed by the 
North Carolina) Automobile Rate 
\dministrative Office has been ap- 
proved in a modified form, etfective 
January 1. It now provides for three 
driver classifications. Those with no 
accidents or with one accident result 
ing in property damage only will pay 
manual rates. 


RISK 


Drivers who have two 
property damage accidents or one re- 
sulting in personal injury will be 
charged an additional 10% and all 
other drivers assessed an 
extra 20%. 


will be 


INLAND MARINE RATE 

REVISIONS 
Tue INLAND MARINE INSURANCE 
BUREAU has made a countrywide re- 
vision of its filings based on the five- 
vear experience from 1952-1956 in- 
clusive, on indicated trends and re- 
ported 1957 experience and on the 
revised term multiple. The rates are 
predicted on a loss plus loss expenses 
factor of 53144%. No changes were 
made if the indicated increase or de- 
crease was less than 5% and both 
increases and decreases were limited 
to a maximum of 25%. After the 
complete tabulation of 1957 figures, 
further revisions will be 
called for. 


made if 
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JOHN S. McGUINNESS, CPCU 
Associate Actuary, 
Allstate Insurance Company 


r IS NOT DIFFICULT to design a 
| a simple, flexible, comprehen 
sive contract. It 1s equally easy to 
design a group of such contracts (if 
we need more than one) and to 
standardize the similar provisions 


them. All the 


needed to do this is already available 


among information 


in existing contracts. 


Best Scheme 


What seems the best arrangement 
based on available information—one 
which has a place for everything and 
puts everything in its place—is this: 


A. Declarations—\V hat protection is 
being purchased and information 
concerning the risk. 

1. Specific interests covered: Name 
of insured and each loss payee. 

2. Specific items of property and 
losses selected from available options. 
3. Specific hazards and perils se- 
lected from available options. 

4+. Specific places covered: mailing 
addresses of insured and loss payees, 
address of the insured premises, 
cruising limits (if optional) for craft 
and vehicles. 

5. Specific times covered: the policy 
period and any optional coverage 
periods selected under time-element 
items. 

6. Stated limits of liability, deduc- 
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and we clause 


i 


tible 


percentages 


amounts, aver 


selected from available 


opti 1s, 


(res of the risk such 


7. Internal feat 
17 
as recent loss experience, Ccancella 


tion experience, rating information 
(construction of buildings, values of 
scheduled items, ete. 

8. /ixternal factors affecting the rish 
such as class of public fire protection. 
9. Premiums, rates, credit allowed 
for other insurance, and when pay 
ments are due 


3. Insuring Agreements—VV hat pro- 
tection can be provided by the con 
tract, 

1. /nterests which may be insured. 
2. ltems—kinds of property and loss 
which may be insured. 

3. Hazards and perils which may be 
insured against. 

+. Places where the insurance may 
cover, 
5. Time 
apply. 


6. Extensions of coverage beyond 


when the insurance may 


the regular pattern of coverage. 

7. Limits of liability which may ap 
ply—what part of any losses the in- 
sured will and part the 
insurer will pay for. 


bear what 


C. Exclusions—What the 
will not cover, 


contract 


l. Interests which will not be 
ered, 


COV 


Kinds of property and loss which 
will not be covered. 
3. Hazards and perils which will not 


be ce wvered, 


$+. Places where the insurance will 
not apply. 
5. Time wl 


apply. 


vher " 
file WIICTH Lil 


insurance will not 


1). Conditions—\\ hat tl insured 
and others must do to pt 
tract in force and t 
1. Conditions relating | 
ss: Insured’s and mort 
appraisal, company’s options, 


ent, subrogation, and 
limits tor legal action. 


of payn 


2. General conditions: How the pre 


nuum is to be calculated and paid, 
reports which must be made by the 
insured and mortgagee, limitations 
m1 permissible changes in the risk 
and in the contract and the ways in 
which they may be made, conform- 
ance of the contract to statutes, can 
cellation, and the effect of misstate 
ment of both 
fraud. 


+ Statutory 


residential contracts 


conditions which must 
be incorporated in the contract. 


Specific Changes 


lf we look at our present assort 
ments in the and the 
other package contracts and the indi- 
vidual contracts 


declarations 


and if we use the 
above outline of parts as a check- 
list, many specific ways to simplify 
and standardize these contracts will 
present themselves. [Let us take a 
look at a few of these possibilities. 
We will discuss them in the same 


order followed in the outline. 


e 





Package Contracts 


ns covered 

the 10° ex 
lings and provicle 
int of imsurance 
thuildings 
ey 10° of the 

Ing imsurance to 
originated as a 
reducing rates 
the total dollars 


+] 


he tire in 





THE 
STANDARD 


INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


Experienced personnel in every 
department offering agents mul- 
tiple line facilities throughout 


the Southwest. 


“Bring Your Insurance 


up to Standard” 











surance companies, Although the 
10% part of the 
amount on the dwelling, it has in 


was originally 


recent vears been made a separate, 
additronal amount of msurance, 

In actual practice, however, many 
people do not have any outbuildings 
and can justifiably feel that they are 
buving insurance they do not need. 
(ther pe ple 
worth more than 


have 
100; 
of their dwellings. These people may 


outbuildings 
of the value 


purchase additional insurance under 
fire imsurance policies, but cannot 
presently do so (except in Texas) 
under Homeowners policies ! 


No Problem 


Since the rates for outbuildings 
are in most jurisdictions the same 
as the rates for the dwellings to 
which they pertain, it would cause 
no rating problem to cover them in 
one blanket amount with the dwell- 
ing. In this way no one would have 
to purchase insurance, 
everyone could purchase adequate 
Insurance, a single total value could 
he declared to protect the companies 


unneeded 


in states which have valued-policy 
laws (there are difficulties in Minne 
sota with the Homeowners policies 
are 
the would be 
simplitied by reducing the number 
Of separate 


as they now written, for ex- 


ample ), declarations 


items, and premium 
and internal handling 
would be considerably simplified. 

> We could combine the 


calculations 


on-prem 
ises and off-premises items covering 
contents 

Separation ot coverage on contents 
in. Homeowners contracts into two 
items seems to be a carry-over from 
burglary insurance. This separation 
seems to be mainly a protection to 
the companies against adverse selec 
tion 


lf everyone is required to carry 
both 1 


types of and if a 


reasonable proportion of insurance 


coverage, 


to value is secured (requiring the 
contents to be insured for at least 
10 or 50°; of the amount on the 
dwelling is one method ) there should 
not be 


too much 


adverse selection 
against the companies. Homeowners 
C contracts, and the all-perils and 
named perils floater contracts which 
the 


copy im this respect, already 


contain a single blanket amount on 


contents 


As a means of simplifying both 
rating and coverage, of assuring the 
purchase of adequate protection 
which applies off premises, and of 
removing the need for a separate 
trip-transit policy when an insured 
moves, blanketing the amount on 
contents would seem to be a desir- 
able and This 
would also permit removal of the 
10% 


progressive step. 
off-premises extension clause 
now found in specific policies. 

3. We could permit the listing of 
hoats and other property to the same 
extent that 1s now permitted under 
separate inland marine, ocean ma- 
rine, and other contracts. 

Personal articles may be listed on 
comprehensive dwelling policies but 
not on Homeowners policies. Larger 
inboard motor boats and sail boats 
can be covered under the liability 
portion of our package contracts, 
but there is no provision to provide 
property imsurance on them. It 
seems only fair that a customer who 
owns such property should be per- 
mitted to obtain as broad protection 
under his package contract as he 
can obtain under separate contracts 
()therwise we negating the 
claimed advantages which the pack- 


are 


age policy programs are supposed 
to give the customer. 

There seems to be no reason whi 
permission to include such property 
ina package contract should subject 
the companies to any greater rate 
regulation than now exists. Uneon- 
trolled ocean marine rates and forms 
should remain uncontrolled, because 
the special conditions in this field 
will not be changed by 
endorsement instead of a separate 
policy. But the customer should be 
permitted the benefit of any savings 


using an 


from packaging and the convenience 
of a single contract for all his prop 
erty insurance. 


Parallel As Possible 


+. We could make the property pro 
tection and liability protection as 
nearly parallel as possible. 

(ne useful feature of the package 
insurance contracts is that they point 
up the many dissimilarities between 
the hability insurance and property 
insurance available to the average 
residential risk. There is little good 
reason for many of these differences, 
one of which is discussed in point 
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3 above. \s a means of simplifying 
both the customer's and the insur- 
ance company’s problems, a major 
goal of the package policy program 
should be to integrate the property 
and lability insurance programs for 
such risks. 

Changes in perils covered, 





5. We could add transportation per- | 


ils to those applying to contents. 
In Canada there has been available 
for a long time a standard form of 
fire and theft insurance on contents 
which also covers against transpor 
tation perils. Many companies in 
this country issue such contracts 
(so-called “named-perils — personal | 
property floaters’) in their inland | 
marine departments. Our package | 
policies provide off-premises protec- | 
tion on contents, but only against | 
the perils to which on-premises pro 
tection applies. The additional cost | 
of covering perils of transportation 
would be small, and the customer 
would be given a useful protection 
if they were added to the package 
contracts, 

\s mentioned above, this would 
also automatically give those insur 
eds who move during the policy 
period the equivalent of a trip-transit 
policy, another built-in service sim 
ilar to that now provided by resi 
dence theft contracts. 


Earthquakes 


6. We could permit coverage against 
earthquake in all areas, with a realis- 
tic deductible amount. 
Since it is possible to obtain earth- 
quake coverage throughout the coun- 
try under specific Pp jlicies, such pro- 
tection should also” be available 
under package contracts. It might 
well be included in the basic cover- 
age under the Homeowners forms 
since we now have available means 
to underwrite against the possible 
catastrophic exposure involved. 
Such coverage should also be 
made available with a deductible 
amount no greater than that per- 
mitted or required for other perils, 
at an appropriate rate. 
7. We could standardize the theft 
coverage in package contracts with 
that provided under separate theft 
policies. 
The Homeowners contracts were 
originally designed before the casu 
alty bureaus announced the March 


(Continued on the next page) 
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GREAT DEBAT 
IS OVER 





For years we have been considering a change of name to 
accurately describe our company. For one reason or another it has 
been put off. “Good old Fire Association,” someone would say. 
“It’s loaded with tradition—better not monkey with it.” 

Finally, everybody from the president to the janitor got into 
the act. Now it’s official. We'll be RELIANCE INSURANCE COMPANY 
from here on in. 

What do we sell? Insurance—just about every kind of property 
and casualty insurance—fidelity and surety bonds. 

How do we sell? Through our agents—thousands of local, 
independent businessmen who'll be happy to tell you what Reliance 


has to offer. 


And here is our new trademark. 


RELIANCE INSURANCE COMPANY 


formerly Fire Association of Philadelphia 


Head Office: 401 Walnut Street, Philadelphia, Pennsylvania 


NEW YORK DEPARTMENT 25 Cliff Street, New York City 
SOUTHEASTERN DEPARTMENT Trust Company of Georgia Building, Atlanta 
WESTERN DEPARTMENT 121 South Pinckney Street, Madison, Wisconsin 
SOUTHWESTERN DEPARTMENT 1821 Young Street, Dallas, Texas 
PACIFIC COAST DEPARTMENT 505 Montgomery Street, San Francisco 
CANADIAN DEPARTMENT 19th Floor, Victory Building, Toronto 








Package Contracts 
1956 changes in their residence theft 


theft 


1 : 
policies rit eowners 


coverage, e tinatew 
as Massac 
narrower t] 


valty 


states such 
considerably 
current cas- 
compan I it coverage, be 
cause it is basically the old, out 
moded casualt 
It seer 
separate Insurance 
ivallable ean — desirable 
package 
named-peri 
he compa 
dardize on 
and 
tract Custo 
he broad | 
t coverage, at 


1 


ifferential 


Substitute 


plication to 
coverages 
te contracts 
In Massa 
broad form 
in the 
since it 
protection than 


coverage, it 


Perhaps to keep the premiums lower 
or perhaps for some other reason, 
the narrower casualty-company type 
of water damage coverage has been 
included in the package contracts 
presently used. The usual type of fire 
insurance company policy covers 1n 
addition to this the influx of water 
and snow through open and defec- 
and 
\elting of snow and ice on the root 
included in the 


tive doors, windows, gutters 


is also 


bre ad 


Canadian 


form extended coverage 


granted with fire insurance con 


tracts 


Defective Closures 


\lthough it might not be consid 
ered desirable to cover generally 
against an insured’s carelessly leay 
ing his windows or doors open, cov 
erage against defective closures 


\\ 6 nuld 


could 


seem to be a hazard which 


reasonably be underwritten. 
\nd if the broader protection 1S 
available undet 


] 
t 


separate contracts, 
should 


be permitted to buy it for an appro 


e package customer also 


priate premium 
rest covered. 


10. We could make the wording of 


1 
1] 


e lability and property insurance 
provisions parallel 

Phe lability insurance on residential 
broader as re 
than the 
Some, if not 


commonly 


risks 1s 


spects covered interests 


! 
insurance, 
ll, ot these 


eliminated, 


property 


a differences could be 


ven if some remain, 
the package contracts would be much 
clearer if the scattered provisions 
which apply to property coverages 


were gathered in one place, and 


_~ Booth,Potter,Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


ON INDEPENDENCE SQUARE 


organized clearly as those which 
apply to lability coverages. 

11. We could provide automatic 
property insurance as well as auto- 
matic liability insurance in case the 
named insured dies, 

The automatic pickup clause cover 
ing the insured’s executor or ad- 
ministrator, which is now contained 
in the package contracts, applies only 
to the liability coverages. No great 
hazard is involved in applying this 
feature to the property insurance, 
since policies are commonly so ex 
tended by endorsement upon request. 
rhis change would provide useful 
protection and would be a step to 
ward simpler arrangement. 


Changes in places covered, 
12. \WWe could provide in the policy 


or by endorsement for property in 


surance at secondary premises, 

Phe liability hazard for secondary 
premises can be covered under pack 
age policies, but corresponding prop 
available in 
desirable to 
package different perils and ditfer 
ent kinds (liability and property ) 


erty insurance is not 


most states. If it 1s 


of imsurance in one contract, 1t is 
also desirable to package different 


locations or items of property. 


A Progressive Step 


Ilere again, it would be a pro 
gressive step to make the property 
coverage options more nearly paral- 
lel to lability coverage options, and 
to permit scheduling in one contract 
of as many different properties as 
a customer owns. He has this op- 
tion if he buys individual or specific 
policies, so he should have it under 
a package contract. 

Changes in time covered. 

13. We could make available a more 
flexible plan for paying premiums, 
In most Homeowners 
tracts may be written only for a 
three-vear term. Frequency of pre- 


areas, con- 


mium payments seems far more im- 
portant than any stated policy pe- 
riod, At present, the customer has 
a choice of paying his premiums 
each vear, or for three vears in ad- 
vance. 

If the form of policy does not 
change during the three vear period, 
there little 
through the trouble of rewriting the 
contract. It could just as easily be 

(Continued on page 101) 
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Fire Insurance—Erroneous Advice of 
Insurance Agent as to What Consti- 
tutes "Occupancy''—Held Binding 
on Insurer and Not an Attempted 
Waiver. 


Stivers v. National American Jn 
surance Company (U. S. Court of 
Appeals, Ninth Cireuit, 1957) 247 
F. 2d 921. 


This case presents an interesting 
example of the tendency toward nul 
lification of 


the policy provisions 


prohibiting unwritten, — unsigned 
waivers of policy provisions 

The policy here covered a large 
fruit-packing plant, including acces 
The plant had not 
been in operation for more than 
five years prior to the fire. 

There was evidence from which 
it could be found that 
agent had inspected the premises, 
seen the non-operating condition, 
and suggested that the insured keep 
a house trailer on the premises with 


sory buildings. 


a general 


people living in it in order to satisty 
the occupancy provision of — the 
The Court noted: “The 
indicates that the trailer 
family did maintain reasonable sur 


premises, 
evidence 


veillance, and that at least one mem 
ber was on the premises most of the 
time. That is all that Truman (the 
general agent) told appellant (the 
insured) would be necessary to con- 
stitute “occupancy.” ”’ 

In the insured’s suit to 
on the fire policy, the trial court 
held that insured could not recover. 

On appeal, the federal appellate 
court reversed the judgment in fa- 
vor of the insurer. 

The Court examined and ana 
lyzed the facts and policy provisions 
at length and concluded that the 


recover 
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“Dna 


requirement 


panecy Was not met im 
Phe Court then proceeded to ce 


cide what etfect the  imsuranes 
vents suggestions had on the 


«l 
Phe le point 


the agent could not orally 


case 
l that 


Insurer raised. tl 


WalVe ally 
policy 


l provision his 
Was disposed ol by the 


arguinent 
following 
language 

“But tl 
ten pted 


agent) did not 


Valve! Pruman the 
advise appellant (the 


insured) that an 
oft the 


express provision 
policy could be disregarded 
Nor did he tell appellant tl 

ence of a trailer family 

accepted as a substitute for the ‘ 
He told ap 
pellant that presence of the trailer 


cupaney” provision 


family constituted ‘occupancy,’ as 
his companies used that term.” 


The 


pressed in these words: ‘In such a 


1 


rule on this 


point was ex 


setting, the assurances of a general 


agent as to the meaning of a policy 
provision, though later found un 
tenable as a legal proposition, may 
be relied upon by a_ policyholder 
When such reliance is shown, as it 
was here, the insurer is estopped to 
disavow the construction of the pol 
IC\ which the poliev] older Was led 


to accept 


Fire Insurance—Valued Policy Law— 
Application to Buildings Sold Sepa- 
rately From Land 


Farm Bureau Alutual 
Co. v. Barnes (Supreme Court of 
\rkansas, 1957) 305 S. W. 2d 673. 


Insurance 


insured, held a fire 
policy on a house and barn which 
he had purchased for $100. The 
evidence that the insurance 
agent had been told that the insured 
owned the buildings but not the 


Barnes, the 


was 


land Oll WV] 1c] LhHeV 

It was undisputed 

ad inspected the building 
vested thev be imsut 

of $1,500, whicl 


\ 
he 


buildings 


insured’s 
Involve 


could 


(yu stions 


1 two appl 


irom a 


Li 
(1) when buildings 


iS 


separately from the land they are 


considered as constructively severed 
and 
and (2) t 
law applies to real 


therefrom become personal 


property ; he valued policy 
property, not 
personal property 


In this case the insurer refused 


to pay the full amount of the pol 
icv but when the 


that 


insured sued for 
trial court 
judgment for the full an 


s 


amount the entered 
lount of the 
policy 
bas : 
Phe Arkans: upreme Court at 
firmed thi judgment The 


noted 


Court 
disagreement 
irts of other jurisdic 


among tl 

tions on the questions involved 

However, the Court held that sale 
land 
buildings per- 
property for all purposes 
Phen the \rkansas Court examined 


of buildings se 


parate from the 
does not make the 
sonal 
the purposes of the Legislature in 
enacting the valued policy law but 
refusing to apply it to personal prop 
erty. It that per 
sonal property by nature fluctuated 
widely in value and was difficult to 
value by inspection so as to make 


was concluded 
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Respected adjusters strategically 
located throughout the Inter- 
mountain West provide immedi- 
ate action on all claims. 


Pocatello, Idaho — First Security Bank 
Bldg. — P. O. Box 1227, Phone 4525 


Idaho Falls — 258 W. Broadway 
P. O. Box 293, Phone JAckson 2-3431 


428 SOUTH MAIN 


SALTLAKE CITY, UTAH * DA 2-2541 





Expecting an Order? 


Youll get it quicker if your pos- 
tal delivery zone number is on 
your order blanks, return enve- 
lopes, letterheads, ete. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure 
to include zone number when 
writing to these cities: be sure to 
include your zone number in 
your return address—place it 
after the city, before the state. 














LIQUIDATOR UPHELD 
()\ New York 
\ppeals athirmed a decision 
order ot Mr, 
Denvenga, Court, New 
York granting an applica 
tion of the Superintendent of Insur 
liquidator of the 


ICEMBER STH, the 
(Court ot 
and Justice Kehlix ¢ 
Supreme 


County, 


ance 
\ccident 
compel the 


Preterred 
Insurance 
New 
alty Company to 
liquidator 


Company — to 
\msterdam Casu 
to the 
funds. In 
New 
(Pink @. 
NY 290 
(Consolidated 
Indemnity and Insurance Co.) 287 
NY 34) the principle 
tablished that 
could be otfset 
a trust fund 
against 


turn 
trust 


over 
salvage 
two earher 
York 
lmerican 


] } ) } 
and \Jatter of Peopli 


decisions ot the 
\ppeals 


Surety Co., 283 


Court ot 


was firmly es 


only wutual debts 
and that 


and could not 


salvage was 
be offset 
a general indebtedness in an 
Insolvency proceeding. 

In oan 
statute 


effort to overcome. the 
(Section 338 — Insurance 
Court of 


companies, 


Law ) and decisions ol the 
\ppeals, the 


subsequent 


Insurance 
to the decision in the 
Consolidated case, 
called standard 
and 
purporting to 


revised the so 
form of reinsurance 


agreement Inserted provisions 
either 
a right to offset 


general 


allow party to 


the contract salvage 
The 
superintendent maintained that such 
an agreement 


against indebtedness. 


was against public 
policy in that it contravened the law 
of the State 
the parts holding the 
against all) other 
In msolvency 
\msterdam 


while 


and gave a preference to 
salvage as 
creditors 
New 
contended that parties, 
had a right 
themselves such advantages 
that the 

nullify 


eeneral 
proceedings. 
going concerns, 
to give 
creditors and 


over other 


courts were powerless to 


such contractual provisions even if 
insolvency ensued, 

The court stated that it was quite 
apparent that the set off provisions 
in the reinsurance agreement were 
entered into in contemplation of in 
solvency and that such an agreement 


or understanding was contrary to 

long established public policy of 
Le. 

large dividends 

xy paid by the Liquidator of the 

Petlerrad the 


In view of the 
bein 
involved 
was small but the 
established is of great impor- 
and will redound to the bene 


pre ference 
in this case prin 
ciple 


tance, 


fit of 
liquidation proceedings, 


general creditors in other 
This litigation was conducted on 
behalf of the Superintendent of In 
surance by Alfred C. Bennett, as 
attorney, and by the firm of Watters 
& Donovan, as attorneys for New 
\msterdam Casualty Co. 


ASSIGNED RISK 
EXPERIENCE 


THE EXPERIENCE 
automobile risks for all 
states, the District of Columbia and 
Hawai has been compiled by the 
National Bureau of Un 
derwriters. The figures 
ratio of 104% on 
injury earned premiums of 
$160,360,000. For 


damage, the over-all loss ratio was 


THROUGH 1955 on 


assigned 


Casualty 
aggregate 
record a loss 
ln xlily 
nearly property 
77‘¢ on earned premiums of $&83,- 
375,000. Fifteen territories had loss 
ratios of over 100% for bodily in- 
jury, headed by South Dakota with 
a ratio of 174¢7, and Massachusetts 
with 151%. South Dakota 
also reported the worst experience 


one of 


as regards property damage 
loss ratio of 129° The 
on this line 
where the 


. with a 
next worse 
was in Ken- 


97%. 


experience 


tucky, ratio was 


HEARINGS SCHEDULED 


Tin 
held 
to discuss government insurance on 
private installations. 
The is authorized by 
Congress to provide 


VTOMIC ENERGY COMMISSION 


closed meetings in December 


atomic reactor 
Commitssion 
insur- 
ance on such plants and last Sep 
tember 
tion 


excess 


issued a temporary regula- 
this authorization. 
latest hearings were intended 


to develop 


based on 
These 
more comprehensive 
permanent rules, 


AGENTS' ADVERTISING 

CAMPAIGN 
THE NATIONAL ASSOCIATION of In- 
surance Agents has appointed twelve 
regional chairmen to 
stimulate and state 
tions in the collection of funds for 
its two million dollar national ad- 
vertising It is reported 
that more than three-quarters of a 
million dollars has collected 
thus far. 


coordinate, 


assist associa- 


program. 


been 
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Package Contracts—from page 98 


extended for an additional year at 
a time as long as the form is current 
Changes in limits of liability. 
14. We could provide for optional 
deductible amounts up to $1,000 o1 
more, 
If we look at deductibles as a means 
of permitting customers who can 
afford it to bear some of their own 
losses, rather than simply as an un 
derwriting tool for the sole conveni 
ence of the company, it would seem 
desirable to permit deductibles (with 
appropriate rate credits ) in amounts 
of $50, $100, $250, $500, and $1,000 
It would also seem desirable to 
permit such deductibles to apply to 
all property insurance perils, rather 
than only to a selected few. Empha 
sizing optional deductible amounts 
rather than optional groups of perils 
to) which 
would 


deductibles may 


simplify 


apply 
considerably the 
package contracts. 

15. We could make available aver 
age clauses, with suitably reduced 
premiums, in all areas under fire 
protection, 

Average or coinsurance clauses are 
required in some areas such as su 
burban and metropolitan New York, 
and yet they are prohibited in most 
other areas. .\s long as inflation 
continues, the problem of securing 
adequate insurance to value will be 
present. The insured who conscien 
tiously insures for a high proportion 
of his value is entitled to a suitable 
reduction in rates for doing so. 

It is possible to get everyone to 
insure for full value, as is proved 
by the fact that private passenger 
automobiles in this country are so 
insured, and by the fact that the 
equivalent of a 100% average clause 
is contained in all policies in most 
countries other the United 
States and Canada, It would prob 
ably not be desirable, and as a prac 
tical matter it would be impossible, 
to go that far all at this 
country. 

But it is certainly both desirable 
and possible to permit attachment 
of an average clause (with optional 
say, 50. GO. 70; - 80, 
90, and 100) and to grant suitable 
premium reductions for it. This step 


than 


once in 


percentages of, 


would be a boon both to the con 
scientious customer and to the com 
panies alike. 
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SO A CAT HAS NINE LIVES... 


SO WILL YOU 
WITH THE COMPLETE 
FACILITIES OF THESE MANY 
MULTIPLE LINE 
COVERAGES 


V FIRE and ALLIED LINES 

W FIDELITY and SURETY 

VW AUTOMOBILE 

W INLAND MARINE 

W GENERAL LIABILITY 

V PLATE GLASS 

WV WORKMAN'S COMPENSATION 
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Multiple-peril package 
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contracts 
commercial and 
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making them available to larger rest 


dential risks seems to he t] ag prob 


lem of setting up premiums and 
drawine up underwriting rules. This 
has been accomplished for policies 
covering individual perils, so. it 
do the 
This 


nm customer 


should he possible to 


same 


contracts would 


for JAC kave 
be a major step forward 


service, 
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The insurance experts who are 


now working on a combination of 


present package contracts have avail 
able one of the greatest opportunities 
in the insur 


that could ever appear 


ance business. [If they boldly seize 


this opportunity in the best inter 
ests of customer, company, and pro 
hev can achieve a 


tT 
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ducer alike, 
ble TI idless 


the biggest boon to 


revolution which wall be 


everyone con 
cerned with the residential insurance 
field that 
least fifty vears. 


been achieved in at 
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tions have agreed to pay 
TOSS Income tan 
1957 


other accident and 


vear This Is considered by 
health 


they 


writers a 


victory over what have con 


sidered an unfait competitive ad 


vantage. The Indiana law is unique 
in that in that state the Blue Cross 


organized under the 


CaTTicrs are 


same laws as mutual insurers 
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Key No. 3 perception. 

“A salesman must perceive, al- 
intuition,” said he, “when 
a buyer will buy. It’s something 


most by 


that comes of experience. And it’s 
important.” 

Ilow many of these keys are you 
using to unlock sales ? 


Charles B. Roth 


DAYLIGHT PROJECTOR 


PABLI real projection 
Screen has been developed by Pola 


\sh, Ohio. The 


“625° 1s designed to 


coat Ine. of Blue 


LENSCREEN 
serve any projector, whether film 
strip, slide, opaque, 3-D, or motion 
pictures. Color pictures or black and 
hite are reproduced with sharp de 
tailand quality. Viewing is unusual 
ly comfortable since the eve is ad 


justed to normal vision in regular 


lighting. The 25 by 25 inch picture 


can be clearly seen for a distance of 


50 to 60 feet. .\ larger screen is not 
required for normal davlight use for 
groups of up to 50 people 
Phe screen folds to about the size 
of a card table. 
Placed upon a convenient table, desk, 
the 


forming a shadow or contrast com- 


It 1s easily carried, 


or stand it opens with covers 
partment behind the 625 square inch 
tough plastic viewing lens. A. self 
contained mirror located in the con 
trast revert 
the 


mem 


compartment serves to 


the projection beam through 


LENSCREEN 


prorector mav be located 


arent 
| he 
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ee 


in any of three positions — directly 
behind, to the right rear, or to the 
right front of the screen. The op 
erator focuses by observing the im 
age on the lens membrane just as 
though it were a conventional screen. 
rhe 


the projection distance and allows 


mirror arrangement shortens 
the pre yector to be conveniently close 


to the screen. 


BE WEATHER WISE 


rALKS ABOU the 
Mark Twain, ‘but 
no one ever does anything about it.” 


“EVERYONE 
weather,” said 
Being an outside salesman, you are 
greatly influenced by — the 
But the ‘postman, 
“neither sleet, nor snow” should stay 


also 
weather, like 
vou from vour appointed rounds. 

In many instances, disagreeable 


weather can be a blessing in dis 


ese, For it has often occurred to 
a good salesman that on those nights 
when it might be more convenient 
to stay home, the same thought has 
occurred to a great many prospects. 
Those evenings could be the most 
productive of allan excellent time 
to see those people who might other 
wise be difficult to reach for an inter 
view, 
Mutterings 
Mutual of Omaha 
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SURINKING RETIREMENT INCOMES 
may point the way to solving one 
of the problems of the 
smaller Plenty of 


age-O5-ers are being retired these 


average 
agency. robust 
days and finding that the pensions 
they thought so wonderful ten vears 
ago are inadequate for complete re 
tirement, If you want more time for 
selling have you considered looking 
for a detail-wise pensioner to take 
care of the office while you get out 
and. sell ? 
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partly 


OFF writing letters 
unconsciously 
strain to make every letter a master- 
piece of completeness and wit. A 
prompt reply on a card is_ better 
than a six-page letter sixty days 
later. 


because they 
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American Mutual Insurance Alliance 


YT 1S NOT NECESSARY here to em- 
| nae the importance to the in- 
surance business of joint and _ col- 
laborative action in the pooling of 
experience on which to make rates, 
in the sharing of risks with large 
loss possibilities, and otherwise. If 
such joint action by combinations 
of insurance companies in rating or- 
ganizations, advisory organizations 
and other media were not available, 
and if every insurance company were 
required to be entirely independent 
in calculating its prices, chaotic and 
destructive competition would in- 
evitably result. 

This unique character of the in- 
surance business, which fixes and re- 
ceives a price today for a service to 
be performed in the future, clearly 
requires exceptional treatment of in- 
surance under the anti-trust laws. 


Anti-Trust Laws 


The basic philosophy of the 
American people, since the found- 
ing of our nation, has been that the 
public interest will best be served 
by the maintenance of a competitive 
private enterprise svstem. The com- 
petitive system tends most strongly 
to eliminate inefficient operators and 
inefficient methods, to insure fair and 
reasonable prices and to continue to 
attract new business enterprises. 
This American philosophy — of 
competition was expressed in our 
basic anti-trust law the Sherman 
Act, enacted in 1890. With minor 
changes, and with the supplements 
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Anti-Trust Decisions 


of the Clayton and Robinson-lat- 
man Acts, the Federal Trade Com- 
Act other statutes of 
lesser over-all significance, it has con- 


mission and 
tinued without major change to ex- 
press the national policy. The Sher- 
man Act provides flatly that “every 
contract, combination in the form of 
trust or otherwise, or conspiracy in 
restraint of trade” is unlawful and 
that “every person who shall monop- 
olize or attempt to monopolize, or 
combine or conspire with any other 
person or persons to monopolize” 
trade or commerce is guilty of a 
The foundation for 
the passage of the Sherman Act is 
the constitutional provision giving 
the Federal government the power 
to regulate interstate and 
commerce. 


misdemeanor. 


foreign 
Thus, the Sherman Act 
applies only to acts involving inter- 
state or foreign commerce. 

In 1945 Congress passed the Me- 
Carran Act, Public Law 15 of the 
79th Congress. This act declares the 
intention of Congress that the con- 
tinued regulation and taxation by the 
several states of the business of 
insurance is in the public interest, 
and provides that the business and 
every person engaged in it shall be 
subject to state laws regulating or 
taxing the business. 

Two of the very significant provi- 
sions in the Act are found in the 
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Section 2(b) and in 


3(b). 


proviso of 
Section 

Section 2()) granted a three year 
moratorium from the anti-trust 
laws, but also has a proviso that 
after the expiration of the mora- 
torium granted by Congress, the 
Sherman and Clayton Acts and the 
Federal Trade Commission Act 
“shall be applicable to the business 
of insurance to the extent that such 
business is not regulated by state 
law.”” The purpose and effect of this 
proviso are at issue in several of the 
recent cases. 


Boycott or Coercion 


Section 3(b) provides specifically 
that nothing contained in Public 
[aw 15 shall render the Sherman 
Act inapplicable to any agreement to 
hoycott, coerce or intimidate or act 
of boycott, coercion or intimidation. 
The reports of the Congressional 
Committees and the remarks made 
on the floor of Congress by the 
managers of the legislation make it 
very that the Sherman Act 
prohibitions against boycott, coer- 
cion and intimidation were to remain 
in full force and effect both during 
the moratorium period and _ there- 
after, regardless of any state pro- 
visions which might prohibit also 
the same acts. 


clear 


The Section 2(b) proviso making 
the anti-trust laws applicable to the 
insurance “to the extent 
that such businsss is not regulated 
by state law’’ has been used by the 
Federal Trade Commission as the 
basis for assertion of jurisdiction 
over some aspects of the insurance 


Continued on the next page 
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would inevitably 
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with respect to other 
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ance activities besides advertising 
\fter a lengthy investigation the 
Federal Trad 


complaints 


Commission issued 


forty-one imsur 


LONG 
ISLAND 


TOP-DRAWER 
SITES for 
INSURANCE 
OFFICES 


Before you build or relocate 
anywhere, consider fast-grow- 
ing Long Island. “Stay-put” 
unlimited water 
and power supply . . . direct 
highway and rail access to the 
Port of New York. These are 
only a few of the advantages 
available to you in specially 
designed industrial parks and 
individual plant sites. Even the 


manpower 


tax situation works to your ad- 
local townships 
seeking new industries. Let's 
get together soon! 


vantage in 


Write for Information 


inagement of the Long Island Association 


Jecl with you directly and confidentially 


LONG ISLAND 
ASSOCIATION 


Garden City Hotel, Dept. B 
Garden City, Long Island 


Live...Work...Play...on LONG ISLAND! 


ance companies writing accident and 
health insurance, 
types of 
vertising. 


alleging various 
false and misleading ad- 
A few of these companies 
have entered into consent decrees, 
while the other cases are in various 
stages of litigation or hearing. Three 
of these have reached 
United States Supreme Court. 

The reach — the 
Supreme Court was Crafts v. Fed- 
Trade and that 
court has already ruled on the very 
linuted question presented in_ this 
case. Crafts, the president of Fire 
men’s Fund Insurance Company, a 
substantial multiple line writer 
domiciled in California but writing 


Cases the 


first case to 


eral Commission, 


accident and health insurance coun 
trywide, refused to answer a sub- 
poena trom the Federal Trade Com 
mission both on the ground that the 
Commission had no jurisdiction in 
the premises and on the ground that 
the scope of the subp vena should be 
The 
Court held 
PC and ordered Mr. 
This was. re- 
versed by the Court of Appeals for 
the Ninth Circuit held that 
the subpoena was not entorceable. 
The government argued that when 
Congress provides for administrative 


more specifically — defined, 
United States District 
in favor of the I” 
Crafts to respond, 


which 


enforcement of a statute, it em 
powers the administrative agency to 
determine initially whether particu- 
lar conduct the 
statutory prohibitions. 


comes within 


Administrative Determination 


The Supreme Court on October 
14. without a hearine and without 
opinion, reversed the decision of the 
Circuit Court and sent the case back 
to the District 
ment of the 
this case cannot be 


Court for entorce- 


subpoena. However, 
viewed as any 
expression of opinion by the Su 
preme the effect of 
Public Law 15 on the scope of FTC 
jurisdiction over the insurance busi 


Court as to 


ness. This case merely follows a line 
of decisions holding that the courts 
may not anticipate and foreclose an 
administrative determination in this 
indirect manner. 

The two FTC 
those of American Hospital and life 
Insurance Company, San Antonio, 
Texas and National Casualty Com- 
pany, Detroit, Michigan. In_ the 


other cases 


are 


American Hospital and Life Insur- 
ance Company case, the Court of 
\ppeals for the Fifth Circuit, sitting 
at New Orleans, in a rather brief 
opinion set aside and reversed the 
order the Commission had entered 
against the company and held that 
since each of the fourteen states in 
which this company did business had 
laws regulating false and deceptive 
advertising in the accident and 
health insurance business, there was 
no area of jurisdiction for the Fed- 
eral Trade Commission. 


National Casualty Case 


In the National Casualty case, 
the Court of Appeals for the Sixth 
Circuit, sitting at Cincinnati, held 
that the was without 
jurisdiction to regulate the insur- 
the company in 
the insurance 
business is regulated by state law. 


Commission 
ance business of 
those states where 
However, since this company was 


engaged in selling accident and 
health insurance in all the 
District of Columbia and Hawaii, 
and since there had been a holding 
by the IPC hearing examiner that 
four of the states and the 


states, 


[istrict 
had no. statutes regulating unfair 
or deceptive acts or practices in the 
accident and health insurance busi- 
ness, the court set aside the order 
issued by the Commission and sent 
the case back to the Commission for 
further proceedings. 

The Court did hold that it did not 
find any grant of jurisdiction to the 
Federal Trade 


Public Law 15. 


Commission under 
However, it is im 
plicit in this decision that there may 
he some area of jurisdiction for the 
lederal Trade Commission with re- 
spect to those states which do not 
regulate trade practices in the in- 
surance business. Forty-one states 
have enacted the Uniform In 
surance Fair Trade Practices Law. 

Both the American Hospital case 
and the National Casualty case at 
the time this was written were pend- 
ing before the United States Su 
preme Court on petitions for review 
by the Federal Tra’e Commission 
and the Solicitor the 
United States. In both of these cases 
the Mutual Insurance 
\lhianee and other insurance organ 
\ttornevs 
General filed with the Circuit Courts 


NOW 


General of 
\merican 
izations and 


many state 
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briels amicus curiae in support. of 
the position ot the two companics 
that the Iederal Trade Commission 
has no jurisdiction over their acci 
dent and health insurance advet 
tising. 

As | have said, these cases in 
volving the jurisdiction of the FTC 
should be of vital interest to every 
insurer in the United States, al- 
though at present they have a direct 
interest only to those companies en- 
gaged in the accident and health 
insurance field. 

Now let us turn to some cases of 
specific and immediate interest to 
fire and casualty insurance compa- 
nies. Here | would like to speak 
first of the case entitled l'nited 
States v. Investors Diversified Serv- 
ices, although this case did not in 
volve a decision but rather was ter- 
minated by a consent decree. In 
1951 the Department of Justice filed 
a complaint that IDS, which is one 
of the largest factors in the residen- 
tial mortgage field countrywide, had 
made restrictive agreements with 
all its residential mortgage loan bor- 
rowers under which the insurance 
on the mortgaged property was re- 
quired to be written by and through 
IDs. 


Tie-in Sales 


These restrictive contracts were 
in effect tie-in sales agreements, on 
which the Department of Justice 
looks with a very suspicious eve. 
In this case the agreements restricted 
the insurance market in four ways: 


(1) The borrower under the mort- 
gage loan was prevented from ex- 
ercising his own choice in selection 
of an insurance agent and an insur 
ance company. 

(2) The agents and brokers who 
normally would have been in a posi- 
tion to solicit this business were 
prevented from doing so. 


(3) Insurance companies not rep- 
resented by the IDS agency were 
denied any access to this market, 
which involved a very substantial 
amount of business. 

(4) The mortgage loan borrowers 
were unable to seek and use an in- 
surance market providing lower 
premium rates or lower net costs 
through mutual dividends. 
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\iter hearings on various legal ture loan applicants of their right 
motions in the case, IDS and the to select an insurance agent and 
Department of Justice agreed upon = company of their own choice, subject 
a consent judgment which was en- to the right of [DS to approve the 
tered in the District Court of Min- insurance company selected. How 
nesota in 1954. The consent decree ever, the decree — such ap- 
terminated the contract provisions proval to be under standards which 
giving IDS the exclusive right to are not ibaa arbitrary or 
place the insurance, and that organ- discriminatory. The decree also per 
ization was prohibited from enter mitted IDS to continue to place the 
ing into any similar future agree-  imsurance on mortgaged property 
ments. IDS was required to notify if the borrower did not wish to place 
all existing mortgagors and all fu- eee 
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it himself or did not tender the 
proper policy within a reasonable 
time. 

This consent decree has had sub- 
stantial effect in continuing efforts 
to educate lending institutions to 
cease their tie-in sales agreements. 
wo vears ago, at the suggestion of 
the Department of Justice, the 
Veterans Administration and the 
lederal Housing Administration 
bulletined all of their mortgage rep- 
resentatives with a Justice Depart- 
iment memorandum warning against 
tie-in practices. 

However, these coercive practices 
have taken other turns and com- 
plaints of restrictions and obstacles 
continue to be received in the Alhi- 
ance office. We are informed that 
the Department of Justice also re- 
ceives considerable correspondence 
from both insurance agents and bor- 
rowers. Very few complaints are 
received currently with respect to 
outright coercion. In addition to the 
effect of the IDS consent decree and 
its attendant publicity, some twenty- 
seven states now have insurance 
anti-coercion laws prohibiting the 
tvpe of agreement complained of in 
the IDS case. Complaints currently 
deal with the refusal of some lend- 
ing institutions, especially in certain 
areas, to accept mutual insurance, 
the establishment of unnecessarily 
and unreasonably high financial re- 
quirements to define acceptable com- 
panies, and other restrictions on the 
free placement of insurance. 


The Intent and the Effect 


When the Department of Justice 
receives complaints regarding the 
absolute refusal of all mutual insur- 
ance companies, it looks into the 
intent and the effect of the practice, 
just as it does in any other complaint 
of restraint of trade. With respect 
to the intent, the Department would 
be interested in knowing whether 
the refusal of mutual insurance is 
merely a subterfuge intended to dis- 
courage the borrower so that his 
insurance will be placed with the 
lender’s affiliated insurance agency. 
If the officers of the lending insti- 
tution also operate an insurance 
agency or are officers of an insurance 
company, that has a bearing on the 
intent. If a substantial number of 
lenders in a specific area follow the 
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same practice, the existence of a 
conspiracy to refuse mutual insur- 
ance may be suspected, although a 
conspiracy is extremely difficult to 
prove. 

In discussing this particular type 

of complaint, Honorable Victor R. 
Hansen, Assistant Attorney General 
in charge of the Anti-Trust Division 
of the United States Department of 
Justice said: 
“If it develops that a very substan- 
tial lender in a particular area re- 
fuses all mutual insurance or that a 
substantial number of smaller lenders 
refuse all mutual insurance, there 
would be a strong showing that the 
horrower has been unreasonably 
debarred from a reasonable choice 
of insurance.” 


Continuing Liaison 


However, the Department of Jus- 
tice is continuing its own detailed 
studies of this problem and checks 
all complaints carefully. It has con- 
tinuing liaison with the other Fed- 
eral agencies interested in the home 
mortgage field ( Veterans’ Adminis- 
tration, Federal Housing Adminis- 
tration, Federal National Mortgage 
Association and Federal Reserve 











Board). It also makes is own pre- 
liminary inquiries, obtaining full 
investigations by the F.B.I. in some 
cases and on occasion will conduct 
an investigation through a Federal 
grand jury. Judge Hansen stated 
that several F.B.1. investigations are 
pending or have been concluded and 
additional ones are planned for other 
areas. A current Federal grand jury 
investigation is reported in the Los 
Angeles area, with respect to one 
large residential mortgage lender. 
Insurance companies, agents and in- 
dividual borrowers filed complaints 
regarding this organization which is 
reported to have an “approved list” 
of insurance companies, which in- 
cludes no mutual companies but in- 
cludes all of the companies repre- 


sented in the affiliated insurance | 


agency. It is reported that an F.B.1. 
investigation was attempted, but 
could not be completed because the 
lender and its affiliated insurance 
company refused access to their files. 
Reports that the matter was being 
presented to the September grand 
jury caused considerable concern 
among mortgage lenders. It is now 








believed that a further presentation | 
will be made to the grand jury. Ii | 
(Continued on the next page) 
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the grand jury investigation devel- 
ops facts indicating the violation of 
the Sherman Act, 
may be expected 


further action 

There has been occasional private 
litigation under the treble damage 
provisions of the Sherman Act either 
through suits by an insurance agent 
against the lending institution and 
its controlled agency or suits by an 
individual borrower. None of these 
actions has been satisfactorily con 
do not 
believe that private litigation in this 


cluded by court decision. | 


field is desirable except in the most 


unusual case. Such cases are ex 
tremely difficult and expensive to 
prepare and to try. The Anti-Trust 
Division of the United States De- 
partment of Justice is much bette1 
equipped to investigate and try cases 
in this field. I believe it is to the 
benefit of both the insurance buyers 
and the people in the insurance busi 


ness to leave this tvpe of litigation 
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to the Department of Justice, which 
is qualified to select the type of case 
which should be pressed to decision, 
thereby providing additional judicial 
precedent against coercive practices. 
The difficulties in private litiga- 
tion in the anti-trust field are illus- 
trated by Miley v. Hancock 
Vutual Life Company, 
et.al. In this case, Miley, an insur 
ance broker in 
mitted a joint 
isurance on 


John 


/nsurance 


Massachusetts, sub 

bid for 
employees of 
Commonwealth — of 


group 
the 
Massachusetts. 
His bid was on behalf of Minnesota 
Mutual [fe 
and Blue 


Insurance Company 
Cross and Blue Shield. 
John Hancock and six other com- 
panies submitted a bid at a higher 
rate. 
licensed in 


ach of those companies was 
New York and could 
not charge a group life rate less 
than they had filed with the New 
York Insurance Department. Miley 
charged that these seven companies 
then brought into their combination 
an additional insurer, Boston Mu- 
tual Life, which not licensed 
in New York and therefore could 
meet the rate quoted in his bid. The 
business was awarded to 

Mutual Life Insurance Company, 
which then ceded 95% of the busi- 
ness to the other companies by way 
of reinsurance. The United States 
District Court in Massachusetts dis- 
missed Miley’s civil action on the 
ground that the transaction was 
regulated under the Massachusetts 
insurance and therefore not 
within the the Sherman 
\ct. This decision was affirmed by 
the Court of Appeals for the first 
circuit in April, 1957, and on Octo- 
ber 14 the Supreme Court refused 
to review the case. It is to be noted 
that in this case no boycott, coercion 
or intimidation was alleged. 


was 


Boston 


law S 


Sc D ye ¢ of 


Cleveland Insurance Board 


Two insurance anti-trust 
cases have been the subject of deci- 
sions of Federal District Courts. |] 
reter to United States v. the Insur- 
ance Board of Cleveland and United 
States v. New Orleans Insurance 
Exchange. 

In February, 1951 the Depart 
ment of Justice filed a civil action 
against the Insurance Board of 
Cleveland The Cleveland Board 
then included agents selling approxi 
85% of the 


other 


mately fire insurance 


sold in Cleveland and the surround- 
ing areas. The complaint charged 
members and officers of the Board 
with conspiracy to restrain trade by 
monopolizing the sale of fire insu 
ance. «All of the agent members rep 
resented stock companies and were 
forbidden to sell insurance for devia 
ting or dividend paying companies 
At the time the complaint was 
filed the Board had jurisdiction only 
over fire insurance. In 1953, while 
the case was pending before the Dis 
trict Court, the Board was reorgan- 
ized to include independent agents 
writing casualty and surety business. 
The 
boycotts and sought 
restraining the 
and trustees 


illegal 
an injunction 

Loard, its. officers 
and from 
carrying out any illegal regulation 
Voluminous briefs and depositions 
were filed and in August 1956 the 
district judge handed down an opin 
ion dealing with the six rules under 
attack. 


Government charged 


members 


Impossible to Enforce 


The in-and-out rule, the recipro 
citv rule and the non-deviation rule 
were eliminated in the 1953 reorgan 
ization of the Board. It was alleged 
that elimination of these rules had 
been considered since 1947 and that 
the Board had no present or future 
intention to re-enact or enforce them. 
The Board did not concede that 
these rules were illegal, but con 
tended that there was no longer any 
issue on which the court could rule 
The court agreed with this argument 
in connection with the in-or-out rule 
which made an agent ineligible for 
membership if he represented or did 
business with any company which 
had in the non-member 
agent. The evidence shows that the 
Board recognized that when it took 
over casualty jurisdiction many ot 
its member agents were doing bust- 
ness with non-Board casualty com 
panies and that enforcement of the 
in-and-out rule had become impos 
sible. 

The judge also held that the re 
ciprocity or non-intercourse rule had 
hecome moot. This rule prohibited 
an agent member of the Board from 
transacting fire and inland marine 


county a 


business with anyone having a phys 
financial office 
non-member 


connection 
The 


court agreed that with the elimina 


ical or 


with a agent. 
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tion of the im-and-out rule, the re 
ciprocity rule was also impossible to 
enforce. 

The that 
part of the government’s complaint 
dealing with the non-deviation rule, 
which barred membership by any 


court also dismissed 


agent representing a deviating com 
pany unless the deviation was both 
legal and in the opinion of two 
thirds of the trustees of the Board 
“not detrimental to the interests of 
the public.” It was asserted by the 
Board that this rule had been aband 
oned because it was impossible to 
enforce with respect to its casualty 
business. While the stated 
that it could not tind that there was 
no reasonable expectation that the 
rule might be revived in a limited 
form, it did find that the Board in 
good taith disclaimed any intention 
to re-enact it. 


court 


The judge ruled in favor of the 
government that the Board's direct 
writer rule was an unreasonable re 
straint of competition and granted 
summary judgment under which a 
decree will eventually be entered 
prohibiting enforcement of this rule. 
This rule made ineligible for mem 
bership an agent who transacts busi 
with an 
which solicits insurance directly o1 
The 
rule prevented the establishment of 
branch offices. This rule was argued 
at some length on the ground that 
it was necessary to protect the inte: 


ness insurance company 


through its own employees. 


ests of the agents in their expiration 
records. However, the court found 
no evidence that any company opera 
ting a branch office would “engage in 
piracy of those rights” with respect 
to expiration records. While an in 
dividual agent may _ refuse do 
business with a branch office com 
pany, a combination of agents in a 
concerted refusal to do so comes 
within the prohibition of the Sher 


man Act. 


Trial on the Merits 


As to the other two rules, the 
court retained jurisdiction, with the 
issues to be determined after a trial 
on the merits. One of these rules 
prohibited agents from representing 
companies which reimbursed them 
for policywriting and recording 
and prohibited 
agents from obtaining this service 


service expenses 


from other Board members. Under 
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this rule, some companies had _ pre- 
viously discontinued branch offices 
which rendered policy-writing and 
recording services. 
effect this rule might have 
independently of the direct writer 
rule, and the court therefore de 
ferred decision on it 

The so-called mutual rule limited 
membership to agents representing 


lv and 


It was not clear 
what 


stock companies exclusive 
prohibited 


business 


interchange of excess 


between member agents 
mutual their 


agents. The Cleveland Board argued 


and companies 01 
that this was based on the difference 
between mutual and stock compan- 
ies, the difference in the relationship 


of policvholders, the belief of the 
members of the Board that repre- 
sentation of mutual companies was 
inimical to the American Agency 
System, and that one of its pur- 
poses in its corporate charter was 
to preserve the stock principle in the 
insurance business. Reference was 
also made to the ownership of expir- 
ations and. it indicated that 
mutual companies generally are not 
bound by the so-called custom with 
respect to ownership of expirations. 
The court stated that the mutual 
rule had no coercive effect on mu- 
tual companies and their agents and 
and in this connection made refer 


was 


Continued cnt tha want een 





Legal Spotlight—Continued 


ence to affidavits of two prominent 
mutual agents stating that the prac- 
tices of the Cleveland Board had 
not injured their business. 

The government argued that the 
mutual rule was illegal per se—in 
other words that it is one of that 
type of practices which the courts 
have found so inherently unreason- 
able and so destructive in their 
effects on competition that they are 
prohibited as a matter of law, re- 
gardless of any proof as to their 
effect in the specific case. The court 
does point out that the mutual rule 
of the Cleveland Board is an agree- 
ment among the members of the 
Board not to compete with each 
other by selling mutual insurance. 
he court indicates some doubt as 
to whether mutual companies are 
interested in the attack on the rule. 

As has been mentioned, final de- 
cision on this rule has been deferred 
until following a trial on the merits. 
It is not expected that the trial with 
respect to this issue and the policy 
writing service rule will be sched- 
uled for several months. The final 
decision in the Cleveland Board case 
can be of great interest not only in 
Ohio but elsewhere 


New Orleans Insurance Exchange 


The other case of boycott and 
coercion is that of the New Orleans 
Insurance Exchange. The Depart- 
ment of Justice filed this action in 
January, 1954 against the Exchange 
whose member agents, brokers and 
solicitors sold approximately 75% 
of the fire and casualty insurance 
business in Orleans parish and the 
two neighboring parishes of Jeffer- 


son and St. Bernard. It was alleged 


that the group boycott was effected 
through [Exchange by-laws under 
which members agreed to boycott 
any stock company planting except 
through Exchange agents, boycott 
stock companies which sell directly 
to the public, boycott all mutuals 
regardless of their method of doing 
business, and boycott non-member 
agencies so that they would not be 
able to represent the insurance com- 
panies represented by the Exchange 
members. In a comprehensive and 
strongly worded opinion filed last 
February United States District 
Judge J. Skelly Wright held in favor 
of the government on every point. 

The Exchange admitted the boy- 
cott but denied that the boycott un- 
reasonably restrained commerce or 
tended to monopoly and also alleged 
that its members are not engaged in 
inter-state commerce, and that the 
McCarran Act excludes the business 
of insurance from the application of 
the federal anti-trust laws. The as- 
sertion of exemption from the anti- 
trust laws was the basis of the Ex- 
change’s application to the United 
States Supreme Court for review. 

The New Orleans Insurance Ex- 
change has an in-or-out rule, a 
direct writer rule, and a mutual rule 
which also applies to other non-stock 
insurers. The usual rigid enforce- 
ment provisions with fines and ex- 
pulsion and other penalties are con- 
tained in the by-laws of the 
Isxchange and are detailed in the 
opinion of Judge Wright. 

In brief, Judge Wright held that 
the business of insurance compan- 
ies represented by Exchange mem- 
hers is restrained, the business of 
the member agents is restrained, 
and the business of other companies 
and agents is restrained and further, 
that the public is “denied access to 


low cost insurance.” In his opinion, 
he said ‘“The rule of reason dictates 
that this illegal combination must be 
destroyed.” After holding that this 
group boycott imposes an unreason- 
able restraint upon inter-state com 
merce in violation of Section 1 of 
the Sherman Act, Judge Wright 
points out that a Section 2 violation 
(monopoly or tending to monopoly ) 
is just one short step, because an 
unreasonable restraint on trade usu- 
ally has as its purpose the acquisi 
tion of a greater share of business 
than would be obtainable in a free 
economy. 


Clear of Predatory Intent 


A combination of business men 
engaging in a boycott must prove 
themselves clear of the predatory in- 
tent required for violation of Sec- 
tion 2. Judge Wright said “Here 
such proof is wholly lacking. On 
the contrary, this record depicts a 
nascent, if not an accomplished, 
monopoly, nurtured by group boy- 
cott.”. The opinion dismisses the 
arguments that mutual insurance 
companies are socialistic and_ that 
the boycott provisions are designed 
to protect the American Agency 
System. All of the government wit 
nesses in the case were mutual in- 
surance agents who are themselves 
a part of the American Agency Sys- 
tem. Judge Wright points out that 
the purpose of the boycott is not to 
protect the agency system but “the 
prevention of a possible reduction 
in agency commissions caused by 
reduction in the cost of insurance to 
the public.” 

The Exchange filed a direct ap 
peal to the United States Supreme 
Court for review on the ground that 
the decision applying the Sherman 
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\ct deprives state insurance depart- 
ments of responsibility and authority 
for taxing and regulating the insur- 
business. The government 
asked the Supreme Court to affirm 


ance 


the lower court decision by summary 
action and argued that the questions 
raised by the Exchange in its appeal 
were so unsubstantial as not to re- 
quire further argument. 

In a decision around the first of 
November, the Supreme Court ruled 
that the Federal anti-trust laws are 
applicable to the activities of the 
Exchange. It based its ruling on the 
provision of the MeCarran Act 
which brings Federal laws into force 
in insurance where there has been 
restraint of trade or monopoly 
through boycott, coercion or intimi- 
dation. The decision was a summary 
one and attorneys of the Exchange 
appealed for a rehearing which ap- 
peal was refused. 

The opinion and judgment in the 
New Orleans Insurance [Exchange 
case are of great importance in the 
maintenance of competition in the 
insurance business. The judgment 
not only cancelled those by-laws 
which formed the basis for the boy- 
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cott and generally enjoined any fu- 
ture attempt to boycott, it also bars 
the Exchange from refusing to do 
business with non-members, mutuals 
and participating companies, persons 
who do business with those just 
mentioned, and persons whio solicit 
directly from the polievholder. Com 
mission fixing action and other con 
The 


penalties 1s 


ditions are also enjoined 
tem of 


SVS 
fines and 
enjoined. The Exchange must fur- 
nish a the 
each of its members 


copy of judgment to 
and to 
insurance company represented by a 


member and is ordered to require 


each 


that its own members comply with 
the judgment. 
cluded in its judgment 


The court also in- 
a provision 
requiring that at the end of one 
year the Government file a report 
on the compliance with the decree. 
In connection with this, Judge 
Wright said that experience in other 
anti-trust litigation shows that some 
practices which are long continued 
become so firmly imbedded that they 
are not easily eradicated but are 
continued through force of habit. 
The affirmance of Judge Wright's 
decision by the Supreme Court will 


have a beneficial effect country wide 
for buyers of insurance, independent 
imsurance 
other 


mutual and 
insurance compa- 
It will re-establish in the New 
()rleans area competitive conditions 


agents and 
non-stock 


nies. 


based on service, stability and integ 
rity of the companies and the agents 
representing them, in place of the 
previous restricted market. This 
decision will also discourage other 
local insurance boards from adopting 
similar rules and should have a strong 
tendency to encourage the elimina 
tion of such rules where they now 
exist. 


NUCLEAR LIABILITY 
EXCLUDED 


\ NEW MANDATORY 
added to 


EXCLI 
automobile, 


SION Was 
and 
policies effective 
January 1, according to William O. 
Bailey, assistant 


general 
personal liability 
secretary of the 
\etna Casualty and Surety Com 
pany. The exclusion, he told the 
Connecticut Association of Insur 
ance Agents, is designed to avoid 
duplication of coverage where the 
policyholder is already covered un 


der a nuclear energy liability policy. 
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0. questions « answers 


"CHARTERED PROPERTY CASUALTY UNDERWRITER 


Part V—Accounting, Finance and Agency Management 


QUESTION | 


Inventories of raw materials, 
work-in-process and finished goods 
comprise a substantial proportion of 
the total assets of many manutactur- 
ing firms. The accountant has many 
problems in connection with inven- 
tories. Principles have been estab- 
lished for his guidance in the record 
ing of purchases, the method of 
maintaining a record of the inven 
tories, and the valuation of 
tories. 


The “A” 


inven- 
(a) manufacturing com- 
pany sent an order on April 30 to 
the “X” corporation for $600 worth 
of materials. On May 2, the “X” 
corporation forwarded the materiais 
by freight. The goods were received 
by “A” on May 6 together with the 
invoice from “X” stating terms for 
the transaction to be f.o.b. destina- 
tion, and net 30 days. The freight 
charges of $30 were paid in cash. On 
May 30 “A” manutacturing com 
pany mailed its check for $600 to the 
“X” corporation. Give the appropri- 
ate entries to record all of the above 
transactions which sould appear on 
the books of the “A” company. 

(b) Briefly identify the main dif- 
ferences between the (1) cash and 
accrual (2) 
periodic 

methods. 


bases of accounting, 


and perpetual inventory 
(c) Name four different methods in 
common use for the pricing of in- 
ventories. 


Answer 


(a) If we assume that company “A” 
uses the accrual method of account- 
ing, the following entries would be 


made: 
May 6 Purchases 
Accounts payable 
“Xx COFN. 


Purchase of materials 


S600 


$600 
There is no entry to record freight 
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candidate had a choice. 


knowledge. 





DEAN'S NOTE 


This composite set of answers to the June 1956 Chartered 
Property Casualty Underwriter examinations given by the 
American Institute for Property and Liability Underwriters, 
Inc., has been prepared from the papers of the examinees. 
Editing was necessary to assemble each composite answer and 
present it in condensed form. However, the content in some 
cases is more complete than was required for a high grade and 
answers have been given to all the questions even though the 


It should also be mentioned that although these answers have 
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and the evidence of intelligent application of a candidate’s 


Candidates are cautioned not to rely on this set of questions 
and answers as a method of direct preparation for the C.P.C.U. 
examinations. They may be useful as a guide to the type of 
questions asked and the content of answers desired by the 
Institute, but they cannot be a substitute for thorough study and 
mastery of the subject matter of the Institute’s curriculum. 








on the books of company be 


cause terms are f.o.b. destination 


which shipper, 


these 


would require the 
“XN corporation, to pay 
charges. 
May 30 Accounts payabl 
ne. ge orporation S600 
Cash 
Payment fot 


S600 


materials 


If we assume that the “A” 
pany method of ac- 
counting, only one entry is required 


as folle ws: 


com 


uses the cash 


May 30 


Purchases S600 
Cash 

Purchase of materials from “X” 

corporation 


SOOO 


(b)(1) a. When the cash method of 
accounting is used, income is recog- 
nized in the books ot record only 
when cash is received and expenses 
are recorded only when the cash 1s 
expended. 

b. Under the accrual method of ac 
counting, income is recognized as 
earned when goods or services are 


recorded 


delivered and ¢ 
incurred regardless of 


xpenses are 
when when 


cash is received o1 paid. 


The 


method is a 


period inventory 


C2ea: 
1 accounting record 
the 
showing sales at retail price and pur- 
cost. \t the end of the 
year, the final inventory value is de- 


maintained throughout year 


chases at 


termined by physical count and used 
to compute the actual cost of goods 


sold. 


method 
record of the 
are 
account ; 


b. The perpetual inventory 
maintains a constant 
items in inventory. Purchases 
charged to the inventory 
in addition to being recorded 


at retail 


sales, 
value, are charged to the 
cost of goods sold account at cost 
and the inventory account decreased 
\t the close of 
the vear, a physical inventory is used 


as sales are made. 


only to verify the accuracy of the 
recorded inventory. 


_ 





C.P.C.U. Questions—Continued 

c) Inventory pricing methods are: 
l. At cost, be subdivided 
as follows (credit allowed for ezch): 


Se 1 
Which may 


Last in first Out ( Lifo ) 
First in first out (Fifo) 
Next in first out ( Nifo) 
We iehte d average 


Spec ific Cost 


Lower o 


3. Retail method 
+. Gross profit method 


QUESTION Il & Ill 


The “\W”’ corporation, a mail or- 
der house, has a business interrup- 
tion policy which includes, as one 
of its features, the provision § that 
payment will be made for loss of 
profits. The corporation suffered a 
major fire late in 1955 and the busi- 





Geol Insurance Guide 


with 


Key Ratings 


ness was closed down for the months 
ot November, December and Janu- 
ary. Figures listed below were ob- 
tained from the damaged records. 
Figures which affect the income 
statement were for the period 
April 1, 1955 to September 30, 1955 ; 
all other figures are as of September 
30, 1955. 


$363,000 
30,000 
16,000 
116,000 
180,000 
28,000 
11,500 
2,000 
27 000 
12,700 
2,000 
6,100 
1,900 
2,600 
7,000 
10,000 
2,000 


Net sales 

Cash 

Accounts payable 
Inventory 4/1/55 
Purchases (net) 
Inventory 9/30/55 
Depreciation of equipment 
l.oss on disposal of equip. 
Kquipment 

Store and office wages 
Supplies used 

Heat and light 
(Organization expense 
Insurance expense 

Rent expense 

(fficers’ salaries 
Dividends payable 
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3,400 
1,000 


Misc. selling expenses 
Misc. office expenses 
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panies, Mutual 
Insurance Exchanges 


Lloyd's of London 


(c) Admitted Assets 


Underwriters Agencies 
Retired Companies 


Stock Fire Companies 


Mutual Companies 
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also ascertained that the following 
items were not taken into considera- 
tion as of September 30, 1955: 


1. Unexpired value of insurance pol- 
icies as of 9/30/55 was $700. 


2. The inventory of 9/30/55 was ac- 
tually $25,000 instead of $28,000. 


3. Rent of $1,000 was prepaid. 


(a & b) From the information given 
above, prepare an income statement 
for the six month period ending 
September 30, 1955. 


(c) The corporation has followed 
the practice of adding $10,000 per 
year to a “reserve for contingen- 
cies.” Due to the fire, new equipment 
must be purchased and the fire in- 
surance proceeds are inadequate. 
The president recommends the nec- 
essary additional amount be taken 
from the reserve for contingencies. 
Discuss the merit of his recommen- 
dation. 


(d) Describe the various means 
available for securing the needed 
funds, and give a critical evaluation 
of the two methods you consider 
most favorable. 
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Answer 


(a& b) 
“W" corporation income statement 
April 1 to September 30, 1955 

Net sales 

Cost of goods sold: 
Inventory, April 1] 
Net purchases 


$363,000 


$116,000 
180,000 


Merch. avail. for sale 
Less inventory Sept. 30* 


296,000 
25,000) 
Cost of goods sold 271,000 
(aross profit on sales 
( perating expenses: 
Depreciation of equip 


92.000 


11,500 
2,000 
12,700 
2.000 
6,100 
1,900 
6,000 
10,000 
3,400 
1.000 


Loss on disposal of equip. 
Store & office wages 
Supplies used 

Heat & light 

Insurance expense** 
Rent expense*** 
Officers’ salaries 

Mise. selling expense 
Misc. office expense 


Total operating expenses 56,600 


Net income $35,400 


*The correct inventory of $25,000 
should be used. No other adjustment to 
the statement is necessary. 

** Recorded ins. exp. was $2,600 
Less amt. prepd. 9/30/55 -700 
\ctual ins. exp. for period $1,900 
*** Recorded rent exp. 

Loss amt. prepd. 9/30/55 


$7 000 
1,000 


\ctual rent exp. for per. 


(c) The addition of $10,000 per year 
to the reserve for contingencies is 
merely a journal entry setting aside 
or restricting earned surplus against 
the payment of dividends. No fund 
of cash is set up in this manner. This 
means, therefore, that the president's 
recommendation has little merit. 
While the restriction of earned sur- 
plus does prevent dissipation of cash 
for dividends, it is no guarantee that 
cash is available to purchase new 
equipment. 

(d) Means available for securing 
funds: 


(1) Can use cash on hand: retained 
earnings or funds resulting from de- 
preciation, 

(2) The sale of stock. 


(3) Can obtain term loans from 


banks or insurance companies. 

(4) Financing for the equipment 
could be done through an installment 
sale contract or conditional sale. 


For January, 1958 


Give them the complete 
all-risks protection they need 


@ Few possessions are more prized— 
or more costly to replace—than jew- 
elry and furs. Articles of jewelry can 
easily be lost or misplaced; furs are 
highly damageable. Both are natural 
targets for thieves. 

Better make sure that clients and 
prospects are told of the favorably 
low rates at which the Jewelry-Fur 
Floater is written. As important, that 
newly-acquired items are scheduled 
to give your clients the full all-risks 
protection they need. 


While you're about it, suggest that 
the Personal Articles Floater be writ- 
ten to cover not only jewelry and furs 
but cameras, silverware, other valu- 
ables—ander one policy, at low package 
rates! 

In fact, producers whose sales plans 
are along inland marine lines should 
know more about the scope, ample 
capacity, claims and loss prevention 
services our facilities provide . . . for 
better handling of both personal and 
commercial accounts. W rite for details. 


Cun Caleb fitid, 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY» AUTOMOBILE+INLAND MARINE 





(5) The floating of bonds might be 
a possibility although the size of this 
corporation probably precludes its 
access to the public market for this 
security. 

Justification for any two of the 
above means of obtaining funds 
could be developed with the possible 
exception of the last item because 
of the reason indicated. The other 
four methods appear to be sound 
means for acquiring funds for the 
purchase of equipment. The actual 


method used, however, would de 
pend upon factors peculiar to the 


firm in question. 


QUESTION IV 


The “M” manufacturing corpora 
tion has the problem of determining 
the method of apportioning deprecia- 
tion charges it will use for a new 
machine. The machine costs $11,000, 
has an estimated life of five years, 

(Continued on the next page 





C.P.C.U. Questions 


} 


value of 
and 


S1.000, | 1 > ti) produce 


1] 
WIT 


CyTie 


as follows 
250.0000 the 225,000 the 
second vear, 200.000 the 


175,000 the 


third veal 
fourth vear, and 150,000 
the fiith vear 

Identify and give the advantages 
ot each of tl 
methods: (1) 
of production 


ny depreciation 
line, (2) unit 
3) reducing bal 


ance, 


(b) With respect to the 


of the 
corporation, 
calculate the 
the (1) 
that 
it the 


above. { Use 


Case 


first, 
would 
meth 
ods mentio1 

37% rate for the reducing balance 


method 


Answer 


o| It line metl od ot 


original cost. less 
app rr 


the estimated 


" ° 
Valle, IS 


cost, 


Ihe 
] 


pletely depreciated over the 


com 
lite of 
the asset 
2) The unit 


atiol 


roduction method 
Ol cle preci 


1 


IeSS 


lhe original cost, 
is divided by the 


estimated total um ot 


salvage value, 
production 
The 
per 
when multi 
production for a 


over the entire life of > asset. 


result is a preciation charge 


unit) produced) which, 
plied by the actual 
period, gives tl depre 
Phe 


a. The depreciation charge is 


lation charge. 


pro 


actual use of the 


h Simplicity of calculation. 

c. Depreciation expense is more pro 
portionate to income. 
d. The 
pletely depreciated over the life of 
the asset. 
CS) Pike balance 
ot depreciation : The 
charge for each vear is computed by 
deducting estimated salvage and de 


cost, less salvage, 1s com- 


reducing method 


depreciation 


preciation taken in prior years from 
the original cost. 
The advantages: 
a. The 


early 


larger depreciation in the 
has the advantage of 
allowing quick recapture of invested 
capital 


years 

with corresponding income 
tax relief. 

Phe depreciation charges are high 

1 the early vears when maintenance 

and vice 

nding toward equalization 


expenses are low versa 
thereby te 
of total 
asset, 

ce. When 
factor in depreciation, the 
of th 
mate market value more closely than 


expense Of operating the 


obsolescence 1s a major 
depreci- 
e asset will 


ated value approxt- 


by use of any other depreciation 
method. 

b) Straight line 
(1) first vear: 


$11,000 —S1 000 


method: 


$2,000 per vr. 
5 vears 
(2) second yvr.: Same as the first v1 
Unit of production method : 
(1) first 
$11,000 


year: 
$1,000 
S.O1 peru 
1,000,000 units 
250,000 units x $.01 
(2) second vear: 

225,000 units x $.01 
Reducing balance method : 
(1) first year: 

$11,000 —$1,000 x 37 $3,700 
2) second 

811.000 


year : 
$1,000 


27 ¢ 


$3,700 x 37% 
$2,331 


lo DC ¢ 


ontinued ) 


SUPREME COURT APPEALS 
THe NEW ORL 
CHANGI 

Court tor 


ANS INSURANCE 
asked the 
a rehearing of the decision 
in the 
The Attor- 
l.ouisiana and 
Ex- 
curiae. 


EX- 
has Supreme 
agaist it 
sult. 


handed down gov 
ernment’s antitrust 
nevs General of 


Texas have joined in_ the 


change’s petition as amici 


The request asks for a classification 
of the implications of Federal anti- 
regulation of 
Court a 
affirmed without a 
District Court 
favoring the government. It 


laws on. state 


The 


ago 


trust 
insurance, 
short 
hearing a 


Supreme 
while 
decision 
then 
refused a request of the Exchange's 
a rehearing. 

Court 


attorneys for 
Phe 


to review ( 


has agreed 
ircuit. Court 
National Casualty 
American Hospital and Insur- 
The 
not Federal 
authority 


Supreme 
decisions 
in the 
and 


Company 


ance Company cases. cases 


hinge on whether or 
Trade 
accident and health 
pany advertising is limited to those 


Commission over 


surance com- 
states which do not have adequate 
laws regulating such activities. 
FTC AND STATES TO 
COOPERATE 


CLOSER LIAISON between the 
eral Trade and 
insurance departments should result 


Fed 
Commission state 
from a conference between the Com- 
Na- 


Insurance 


mission and members of the 


tional Association of 
Commissioners’ committees on pres- 
ervation of state regulation and Fed 
The 
was requested — by 
\MeConnell of California, was held 
in Washington recently. Within the 
permitted, the FTC 
state de- 
com- 
and 


eral liaison, conference, which 


(Commissioner 


limits it is 
agreed to forward to the 
partments information — on 
plaints 


health advertising, 


regarding accident 





USE A 


RESPONSIBLE 
SERVICE 


e 369 PINE STREET, SAN rn A 


CASUALTY, FIRE & INLAND MARINE AUDITS, on Compensation, Liability, Fleet, Products, 
and all reporting form Fire & Marine policies. 
INSPECTION & ENGINEERING service on all Casualty, 
NATION WIDE SERVICE in the U. S. and Canada. 
SOSTS can be reduced through our method of pro rating traveling expense, 
isolated cases at no increase in fee. 


Fire & Inland Marine lines. 


and obtaining 


SERVICE can be maintained in urban and rural areas by our complete coverage of the country. 


ATWELL, VOGEL & STERLING, INC. 


A-1815 msvmngce EXCHANGE, CHICAGO 
KIRBY BLOG., DALLAS, TEXAS 


Harwoop Bxope., 
SCARSDALE, N. Y. 
9 CLINTON STREET, NEWARK 


60 JOHN STREET, NEW YORK 
STANDARD BLDG., ATLANTA, GA. 


e AS WELL AS 26 OTHER OFFICES PROVIDING NATIONWIDE SERVICE 
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QUESTION 


You are Patrick A. Branch, the 
manager of your company’s branch 
office in Buffalo, New York, you 
receive the following letter from a 
local agent. Answer it. 

Louis Alexander Agency 
1426 Jetterss m Street 


Watertown, New York 


Mr. Patrick A. Branch, Manager 
Utopian Casualty Company 

616 W. Main Street 

Buffalo, New York 


Dear Pat: 

Your new special agent, Sam 
\ppleton, was here last week and 
he certainly is a tine fellow, All of 
us here in the office like him very 
much, and that includes Miss Nellie, 
who has been here forty-two vears. 
And when she likes a new special 
you can count on it that he really 
is a good man and will be able to 
help us a lot. 

But I’m not sure that he was of 
much help vesterday. Maybe he was, 
but I'd like to hear from you—just 
to be sure. Here is what happened. 

He and ] Bob 
McCandless, who operates a large 
restaurant here in Watertown. Last 
week Bob phoned me saving that 


drove out to see 


he is going to let me write all of 
his liability policies for his restaur- 
ant and also for himself personally. 
He isn't interested 1 
price, but wants to be 


especially 
sure he 
properly case he 


\ppleton 


pre tected = in 


sued. That's why Sam 
and I went out to see him 
Sam looked around the place and 


looked at the lability policies that 


For January, 1958 


of the Month 


The following questions and selected answers are taken from the final 
examination given the students of the Casualty course of The 
Night School of Insurance, Insurance Society of New York, N. Y. 


Bob now has, and mad just one 
suggestion. He said that the B.1. 
limits on all the policies should be 
increased from 25/50 to 100/300. 

| wish would 


vou consider the 


following, and let me know what 


vou think, 
Bob Met 


which he 


andless owns a Buick 
uses in driving to his of- 
fice every day from his home, which 


is four miles away. He also owns 
a Ford which is driven frequently by 
his twenty-four-vear-old unmarried 
son who lives in Bob’s home. No 


Bob, 


or his emplovees, either personally 


other autos are ever used by 


or in business. He has a comprehen 
hability 
the Ozone Casualty 


sive automobile policy 1s 
Com 


3.1. and 


sued by 
pany with limits of 25/50 
5.000 P.D.L. 

He has an O.L.T. policy in which 
the premises are 
Dugan Street (where the restaur 
and 61 Central Avenue 
(where his one-family residence is). 
both B.I. and 


P.D.L. coverage for the premises 


as 5205 


described 
ant 1s) 


shows 


The p< licy 


operations hazard, but for no other 


hazard, and there are no endorse- 


ments except the usual “residence 
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O00. 


and two-family dwelling” 
limits 5 


25/50 His res 
400 sq. ft.) 
and takes in about $10,000 a week, 


are 
taurant is a large one ( 


but it’s always crowded at night and 
Bob is thinking about adding a new 
wing, There is no elevator for peo 
ple but there is a dumbwaiter about 
two feet tall which hauls food from 
the kitchen. Bob leases the building 
from the owner, and the lease, which 
is a long-term one, provides that 
Bob will hold the 


against claims by people who are 


owner harmless 
injured on the premises, Ile does 
not permit people to take food from 
the restaurant, and he does not fill 
“to go” orders. In other words, all 
food is eaten on the premises. 

Bob owns his home at 61 Central 
\venue, Watertown, where he 
his wife and 


and 


son and one servant 


live, and he also owns a summer 
Virginia. He 
plays golf at the Empire State Coun 


try Club, and owns two dogs and 


cottage at Fixwells, 


one 35 horsepower outboard motor. 

That's about all we could find 
out. If you need more facts, please 
phone me. 

In any event, Pat, I would like 
to hear from you by return mail, 
and would like for vou to do two 
things, namely, (1) tell me what 
you recommend, and why, and (2) 
if new types of coverage are needed, 
let me know something about the 
premium for each type. T don’t need 
exact figures, but do want to know 
how much 
how much less, each ne 


wll cost 


approximately more, ov 


wu’ coverage 
Cordially vours, 


Lou 
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Quiz of the Month—Continued 


Answer 
Loouts 


] 126 


\V atertow Nn, 


\lexandet \gency 


Jetterson Street 


New York 
Dear Lou: 
| received yout 


26, and here is the solution that ] 


your problem. 


\\ ould VIVE TO 


lutomobil 
If \lr. Met 


any automobiles, 


C overage 


and if no one 
Is emplovees evel 
purposes ot the 


Mr. Mc- 


Candless should have a comprehen- 


is no reason why 


automobile liability policy. 
houl ve a family auto pol- 
which will cover his two cars. He 
vould thereby save some premium. 
Vhieat should 
used to increase his limits at least to 
100 | 50,000 PDL. 
Judgments today are so high that 
\Ir. MeCandless 


1 collision and com- 


Money, ] oOowever,r, be 


sO) and 


this is a must 


should also ad 


] 


prehensive physical damage cover- 


ive, and also medical payments for 
it least $2,000 


\l1 


1] 
Well 


MeCandless has to be very 
covered front 


( onsidered a 


because 1n of a 
will be rich 


man and then the judgment will be 


jury he 


letter of October 


andless does not hire 
otf 
uses his own car 
restaurant, 


2. Comprehensive Personal Liabil- 
ity 

This policy will cover the liabili- 
ties from: 
The home 
The 
The dogs 
The outboard motor 
Golf 

In this case, a comprehensive per- 
sonal liability is a must. 


summer cottage 


It won't 
cost him very much and the cover- 
age is very broad. It is an all-risks 
policy except 
pursuits. 

I would suggest that the limits 
should be about $50,000 for BI and 
Pl), and $1,000 for medical pay- 
ments. 


risks from business 


Altogether (including home and 
summer cottage) this policy should 
cost about $20. 

3. Owners, Landlords and Tenants 
| would continue the policy that 

he already has, but would make the 

following changes : 

1. Take off the home, which is now 

covered under CPL. 

2. Increase the limits 

Bl and 5,000 PDL. 

3. Add medical payments for $3,- 

OOO. 


to 100/300 


4. Add products liability, lor a res- 
taurant, even if products are served 
only on the premises, there is no 
coverage unless you add products 


SOE SESS HHHSHHEHHSSSSSSHSSSHHSHHHHSHHSSHSHTSHSHOSHSOSHHSHHOHHHESEESE, 
° 


BRAND NEW! 


Anchor’s Automatic Laundry Owners Policy 


A “Packaged” Coverage that Opens up 
a World of Prospects! 


At last ... simplified insurance protection for automatic 
laundry owners! This “‘all-in-one’”’ policy has broad 
Fire coverage, Liability, Customer Goods, Burglary 
and Robbery, Plate Glass and Neon Sign protection. 
Written on 3 or 5 year basis with convenient install- 
credit allowed for existing insurance. 

Here is a tailor-made source of ready income for alert 
producers. So line up the prospects in your town and 
start selling this unique Anchor coverage today! 


ment payments 


Fi Automatic 
i / PROSPECTS 
Vo sates 
PROFITS Q 
AN 
SS 


Multiple Line Facilities 


. 
eee ew eeeseseseseseseseese® 
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See your Anchor Man for Helpful Assistance 


MPANY 


apat f A 


5 ANCHOR 


liability. The premium is based on 
the money received weekly. 

5. When Mr. McCandless begins 
his construction (adds a new wing) 
you should add the structural alter- 
ations endorsement, because it is ex- 
cluded from the premises-operations 
hazard, 

You don't need any coverage for 
the dumbwaiter, which is covered 
under owners, landlords and tenants 
premises-operations, 

There is also no need for con- 
tractual coverage. The hold-harm- 
less agreement that he has is auto- 
matically covered now by the own- 
ers, landlords and tenants premises- 
operations, 

All these additions will increase 
the premium that Mr. McCandless 
is now paying, but in his case he 
must be well protected. Except for 
the Products Liability and auto col- 
lision, the additional premium won't 
be very high. 

Yours truly, 
Pat 


RENEWAL CERTIFICATES 
THe st. PAUL FIRE and Marine In- 
surance Company has introduced a 
renewal certificate for use in con- 
nection with its fire policies in the 
Pacific Coast area. Its use by pro- 
ducers is a purely optional matter. 
The St. Paul Companies have pre- 
viously used such certificates in con- 
nection with miscellaneous liability 
and automobile lines. The extension 
to fire policies is said by a company 
spokesman to he proving extremely 
popular, but concern is reported in 
producers’ organizations. 

The Insurance Brokers Exchange 
of California polled its members to 
determine their feelings and prac- 
tices in regard to continuous pol- 
icies. It asked a of broad 
questions to determine the impor- 
tance of renewals and how they are 
processed and the effect which con- 
tinuous policies 


series 


are having and 
might have on their members’ op- 
erations. The result is that the Ex- 
change has endorsed the use of re- 
newal certificates where practical, 
as a means of reducing costs, but 
opposes the use of continuous pol- 
icles, 
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Tennys Flake graduated from Michigan State University in 
1950—and went right back to school again. This time as a trainee 
in FaD’s Detroit branch. And he'll tell you learning to be an FaD 
special agent was as tough as anything he encountered in college. 
Hundreds of other F&D fieldmen will agree with him—the company’s 
training program is long, painstaking and thorough. But countless 
F&D agents will agree, too, that the fieldmen it graduates are tops. 
The careful training F&D gives its fieldmen is another good reason 


why F&D is good to do business with. 


Fidelity and Deposit Company 


Bonding and Insurance Baltimore, Maryland 
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INSURANCE CLAIM DEPARTMENT 


reference works 


BEST’S RECOMMENDED INSURANCE 
ATTORNEYS 


(With Digest of Insurance Laws) 


Every county seat of 1,000 or more population is represented on a 
nation-wide basis (including Canada), together with ALL larger cities 
and hundreds of smaller towns. 

Prepared in close cooperation with the legal and claim representatives 
of insurance companies. 

Holds a Certificate of Compliance from the Standing Committee on 
Law Lists of the American Bar Association. 

Every attorney listed has represented insurance companies and has 
been carefully and thoroughly investigated. 

Important features of this work are: the classification of attorneys by 
those branches of insurance law which they are best equipped to 
handle; extensive biographical data, and a verified list of insurance 
company clients. 


1957-8 Epirion 


The 1957-8 Edition contains an up-to-date and concise digest of the 
Insurance Laws of every State and all Canadian Provinces including 


a Tabular Section covering the following phases of insurance: Auto- 
mobiles; Financial Responsibility Law; Limitation of Time for Com- 
mencement of Action; Negligence and Workmen’s Compensation Law. 
The book also contains complete county map of each State and all 
Canadian provinces. 


—and— 


Best’s Directory of 
ADJUSTERS AND 
INVESTIGATORS 


Prepared in close cooperation with the insurance companies, it 
presents, nation-wide (including Canada), carefully selected inde- 
pendent adjusters and investigators who have been found to be 
thoroughly capable of handling insurance adjustments and investiga- 
tions. 

In addition to company recommendations, each adjuster listed has 
been carefully investigated as to experience, character and _ local 
reputation. 1957 Epirion 
The 1957 Edition of BEST’S DIRECTORY OF ADJUSTERS AND 
INVESTIGATORS also shows classes of business in which each 
adjuster is most experienced and those that he desires to handle. 


current editions greatly expanded 


Write for your copy on your own letterhead. These reference works are available 
to claims officials as a service of Alfred M. Best Company, Inc. 


PANY, INC. BOSTON . CHATTANOOGA . CHICAGO : CINCINNATI 
J5 FULTON STREET, NEW YORK 8, N. ¥. DALLAS : LOS ANGELES ° NEW YORK : RICHMOND 
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reports on 
companies 


ALABAMA GENERAL Insurance Company 
Montgomery, Alabama 


To Be Liquidated 


An Alabama Cireuit Court has ordered the liquida 
tion of this company and named Louis Green as liquidat 
ing agent. The order resulted from a petition asking for 
receivership filed by Broughton Lamberth, chairman of 
the board of the company. Prior to the order, the com 
pany’s Florida license was revoked. The company began 
operations in September, 1955 and reported a combined 
and 110% for both 
1956. It was sponsored by two groups, one con 


loss expense ratio of over 1955 


and y 


nected with several automobile finance companies and 


\labama 


the other comprised of 


State Senators and 


Representatives, 


ALLSTATE Insurance Company 


Skokie, Illinois 


Granted Fire Deviation 
Operating in New York 


The North Carolina Insurance Department has ap 
proved, effective December eS 15° tire and extended 
coverage rate deviation filed by this company. Com 
missioner Gold, in approving the filing, stated he felt 
the company's expense ratio justified the deviation, He 
had rejected an earlier filing on the grounds that the 
company had not written these lines for a long enough 
period in the state. The North Carolina Fire Insurance 
Rating Bureau did not oppose the more recent filing. 

Allstate Life Insurance Company, subsidiary of All 
state Insurance Company, has commenced the sale of life 
insuratce from Sears Roebuck stores in New York State. 
This is the second state in which the company 1s operat 
ing, sales having begun in Illinois last September. The 
company expects its first month’s sales in New York 
to exceed the $4 million in Illinois 
Plans call 
for the entrance into twenty more states in 1958 at the 
rate of about five a month. 


force obtained in 
during the first three months of operation. 


AMERICA FORE Insurance Group 
New York, N. Y. 


Commission Adjustment 
Exchange Effective 
Executive Changes 

This group of COMMpPAaTMes has revised its brokerage 
commissions on automobile business in New York State 


For January, 1958 


effective February 1, 1958. rate in 


the tive boroughs of New York City after that date will 


The commission 


be 15° on bodily injury, property damage, medical pay 
ments and miscellaneous liability coverages and 20% on 
fire, theft, comprehensive, collision and miscellaneous 
In the 
will be paid on lability and 25% 
on physical damage lines. 


phy sical damage coverages. rest of the state a 


commission of 18% 

Over 80° of the outstanding stock of the liremen’s 
Insurance Company of Newark has been deposited for 
exchange for stock of The Continental Insurance Com 
pany. The exchange accordingly became etfective De 
ze a 


Continental for twenty shares of I iremen’s 


cember was on the basis of seventeen shares of 
The ex 
change offer was extended to December 31. 

Vice president Frank (. Haley has been made head 
of the automobile department following the retirement 
of vice president Gilbert L. Kerr. Vice president Her 
man P. Winter succeeds vice president E. A. Henne, 
who retired recently, as manager of the Western depart- 
ment. 


AMERICAN EQUITY Insurance Group 


Miami, Florida 
To Reinsure Fire and Casualty Lines 


In the future the American Title and Insurance Com 
pany, Miami, principal company of this group, will 
confine its writing to title insurance only 


The reason 
given in the company’s announcement is that “certain 
states will not permit the licensing of a company for 
title insurance, as well as fire and casualty insurance.” 
The fire and casualty portfolio of American Title will 
he reinsured in its wholly-owned subsidiary, Reliable 
Reliable will, im turn, 
other members of the 
specifically Equity General Insurance Co. 


Insurance Company, Dayton. 
effect retrocession to group, 
> U.S. Branch, 
Swiss National Insurance Co., Ltd.; and U. S. Branch, 
Baloise Fire Insurance Co., Limited. 
will be retroceded to other domestic carriers. 
\ccording to John W. Lamble, president of both the 
\merican Title and the Reliable, the policvholders’ sur 
plus of the latter company will be increased by approxi 
mately $1 million. The company will retire all of its 
outstanding preferred stock amounting to $500,000. It 
will sell 25,000 additional shares of $20 par value com 


The balance, if 
any, 


mon stock at $60 a share thus restoring the capital to $1 
million and adding $1 million to surplus. As of Decem 
her 31, 1956 capital and surplus were reported at $1,631, 
106. 


AMERICAN STATES Insurance Company 


Indianapolis, Indiana 
Dividends on Quarterly Basis 


Chis company declared a quarterly dividend of $121 
pel share pavable January 2 to stockholders of record 
December 10. The company plans to continue its stock 

(Continued « 


n the next page) 
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American States—Continued 


ona S$.50a vear dividend basis but will now declare divi- 


dends quarterly rather than semi-annually as was its 
former practice 


ASSOCIATED RECIPROCAL Exchange 
New York N. b 


Executive Appointments 


Islmer N 


Robert T. 


Dickinson, Jr.. John C. Morrison and 


Norton have been elected vice presidents of 
Keciprocal Managers, Inc., attorney-in-fact and man- 
wer for the Exchanges. Frederic A. Naylor was elected 
assistant vice president and Miss Margaret A. 
issistant 


Dore, 
secretary 


BEACON MUTUAL Indemnity Company 
Columbus, Ohic 


New President 


Paul fe. Buehler, formerly vice president, agency and 
operations, has been elected president succeeding L. H. 
(irinstead who resigned for reasons of health and who 
has been elevated to the position of chairman of the 
board 


Hotel PITTSBURGHER 


PITTSBURGH, PA. 
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BOSTON-OLD COLONY Group 


Boston, Mass. 
Official Appointments 


Walter H. Mosher has been elected a vice president 
of the companies of this group. Richard T. Davidson 
has been advanced to investment vice president ; George 
S. Zacharkow named secretary and John D. Holbrook 
made assistant secretary. 


THE CAMDEN FIRE Insurance Association 
Camden, New Jersey 


New President 


Barry Truscott has retired as president of this Asso- 
ciation and is succeeded by Allen M. Mills, formerly 
executive vice president. Mr. Truscott will continue to 
serve in an advisory capacity and as a director. I, Har- 
man Chegwidden, formerly vice president and treasurer, 
succeeds Mr. Mills as executive vice president. 


CITIZENS CASUALTY Company of 
New York, New York, N. Y. 


Named Vice President 


John R. Wiest, formerly vice president of the Hol- 
land-America Insurance Company and_ affiliates, In- 
sureds Facilities Corporation of Hlinois and Missouri, 
has been made a vice president of Citizens Casualty 
Company. He will be in charge of underwriting with 
special emphasis on the development of the special risks 
and excess of loss departments. 


COLORADO Insurance Company 
Boulder, Colorado 


Stock Dividend 


This company paid a 10° dividend on its non-voting 
Class B stock, thus increasing its capital by $25,000 
through the transfer of that amount from surplus. The 
action was taken to enable the company, which is pres- 
ently licensed only in Colorado, to enter other states. 


FLORIDA HOME Insurance Company 
Miami, Florida 


Stock Dividend 


On December 20 this company paid a 5% stock divi- 
dend to stockholders of record December 10. This ac- 
tion increased the company’s capitalization from $500,- 
000 to $525,000 of $10 par value stock. In 1956 a stock 
dividend of 334%% was declared increasing the capitali- 
zation trom $300,000 to $400,000 after which an addi 
tional $100,000 of stock was issued. 
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GREAT AMERICAN Group 
New York, New York 


Elected Secretary 


Walter W. Custance, 
has been elected a secretary of the Great 
Insurance Company, Rochester American 
Company and American National Fire Insurance Com- 
pany. 


formerly assistant secretary, 


American 


HAWKEYE-SECURITY Insurance Group 


Des Moines, lowa 
Facilities Combined 


The companies of this group and the Farmers Life 
Insurance Company, also of Des Moines, have 
pleted arrangements whereby each company will make 
its facilities available to the agents of the other. 


com 


INSURANCE COMPANY of North America 
Philadelphia, Pennsylvania 


Augments Homeowners Policy 


North America is 
payment life and disability policies 
designed to augment the homeowners’ policies written 
by its parent company, the Insurance Company of North 
America. They will be available generally to agents and 
brokers after the first of the year in states where ap- 
proval has been obtained. They will be written on a 
30-day binder in conjunction with the homeowners’ 
policy. The coverage provided is decreasing term life 
insurance and guaranteed-renewable accident and health 
insurance to provide funds for mortgage payments in 
the event of the death or disability of the insured. 


The Life Insurance Company of 
issuing mortgage 


INSURANCE CORPORATION of America 
Indianapolis, Indiana 
MARQUETTE CASUALTY Company 


New Orleans, Louisiana 
Acquires Control 


The Insurance Corporation of America, Indianapolis, 
has purchased the unissued authorized capital stock of 
the Marquette Casualty Company, New Orleans, 
also has effected an exchange of shares giving ICA 
94% of Marquette’s outstanding stock. The exchange 
was made on a valuation basis of $1.60 for Marquette 
shares and $2.10 per ICA share. Mark H. Kroll, presi- 
dent of ICA, has also been elected president of Mar- 
quette Casualty. Also, Samuel H. Levinson, first vice 
president; John J. F ahrenback, treasurer; and John B. 
Freiden, secretary of ICA have been elected to similar 
offices with Marquette. Roy J. Martin, former presi- 
dent of Marquette, becomes executive vice president 


and 
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Meet “Mister Worcester” 


Mister Willie Worcester is brand new 
but has 134 years of experience behind 
him. Mister Worcester is the Worcester 
Mutual offering you better service for 
bigger sales. 
And remember—now under the same management 
The Worcester Mutual The Guarantee Mutual 


for dividends (SPRINGFIELD. OHIO) 


——s 


alae sil 


for deviations 


FIRE — COMPANY 
* rcester, Massachusetts 
Massachusetts’ Oldest Insurance Company 





and operating head of the company. It is planned to 
expand Marquette’s Louisiana operations and to in 


crease its capital. 


INTERSTATE Fire and Casualty Company 
Chicago, Illinois 


Dividend Declared 


This company paid a dividend of $.30 per share on 


January 2 to stockholders of record December 5. 


KEMPER Insurance Group 
Chicago, Illinois 


Merger 


American Farmers Mutual In- 
and the Federal Mutual 
Boston, both members of this 
20 and 19 respec 
the two companies. The surviving 
retain the charter of the American 
Farmers and will operate under the name of Federal 
Mutual Insurance Company with executive offices in 
Decatur. As of December 31, 1956, the companies 
reported a combined policyholders’ surplus of $3,072, 

094, In 1956 they wrote net premiums of $10,587,119 


(Continued 


Polievholders of the 
surance Company, Chicago, 
Insurance Company, 
voted 
tively, to merge 
company is to 


group, December December 


the next paae 


123 





Reports on Companies 


MARINE Insurance Company 


AA 
rtiaqna 
ana 


Status Clarified 


ruled that 
certificate to 


ludicial Court has 


Issioner can issue a 
+ ] 4 
vrite | Ne issue 


con pats revolved 


around < tlie statute which requires corporations 
neral laws to commence busi 
f the granting of a charter. The 
n decided in the case of an insur 
as the Maine Insurance. 


October, 


The com- 
1955 as the 
nd Casualty Company, therefore 


. declaratory judgment, 


Org nized in 


MUTUAL FIRE | rance Company of 


Hummelstown County, Hummelstown 


Pa. 


Dissolved 


Phis company has been dissolved and its corporate 


existence terminate Phe tinal court decree was issued 


October 1, 1957 


THE NEW ZEALAND Insurance Company 


an Frar Walrornia 


Named U. S. Manager 

Robert formerly acting manager, has been 
appotnted United States manager. I¢lwood Godsall and 
Robert ligginbotham have been appointed secre 


. head 


cretar\ 


respectively in the U.S 


THE OHIO 


Hamilton, O 


CASUALTY Insurance Company 
Increased Dividend 
lared a regular quarterly dividend 


a year end extra of S.06 per 
15 to stockholders of record 


Oris CLARK & Co. 


FACULTATIVE 
TREATY 
| > fod 3 


206 SANSOME STREET 
SAN FRANCISCO 


December 5, This made a total dividend for 1957 of 
$.54 per share compared to the $.50 per share paid in 
1956, 


PACIFIC NATIONAL Fire Insurance Company 
San Francisco, California 
SOUTHWEST GENERAL Insurance Company 


Dallas, Texas 
Reinsures Southwest General 


The Pacific National Fire Insurance Company has 
reinsured all of the in-force agency business of the 
Southwest General Insurance Company. The effective 
date was November 1, 1957. 


PREFERRED ACCIDENT Insurance Company 
New York, N. Y. 


Dividend to Creditors 


\n additional dividend of 10°, the fifth since the 
company was taken over for liquidation on April 30, 
1951, will soon be paid to creditors. New York Super- 
intendent Holz, liquidator, states that this brings to a 
total of 95% the amount paid on allowed claims to date. 
\pproximately 55,000 claims totaling more than $67 
million were filed in the liquidation proceeding. 


PROVIDENCE WASHINGTON Companies 
Providence, Rhode Island 
Merged 

Effective December 31, 1957, the Providence Wash- 
ington Indemnity Company was merged with and into 
the Providence Washington Insurance Company. Ac- 
cording to Roy E. Carr, president of both companies, 
‘No changes in personnel, underwriting policy or states 
in which casualty business will be 
templated.” 


written are con- 


ROYAL-LIVERPOOL Group 
New York, N. : A 


Named Secretary 

Ie. T. Kyllo, formerly assistant comptroller, has been 
appointed secretary of all companies of this group with 
full charge of the newly installed electronic processes 


and all statistical and entry operations. He is succeeded 
as assistant comptroller by F. B. Nilsson. 


SEABOARD MUTUAL Casualty Company 
Philadelphia, Pennsylvania 
Policyholders Assessed 


The liquidation division of the Pennsylvania Insur 
ance Department has sent assessment notices to over 
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44,000 former policyholders of this defunct company. 
The company was dissolved by court order on Decem 
ber 30, 1951. The department is attempting to recovet 
$2,850,000 from the policvholders but is unable 
time to determine $4,000 
ments it will have action, The 


ment estimated 


at this 
in how many of the 
to resort to court 
three times the 
unpaid losses and expense of 
uncollectible 


assess 
assess 
levy is for amount of 
liquidation to allow for 


assessments. 


SECURITY-CONNECTICUT Insurance 


Companies, New Haven, Connecticut 
Named Executive Vice President 
Arthur S. 


tuary of the 
Company, 


Kuenkler, formerly vice president and ac 

United States Fidelity and Guaranty 
has been elected executive vice president of 
the companies of this group. 


STANDARD ACCIDENT Insurance Company 
Detroit, Michigan 


Executive Secretary 


Arthur R. Roeben has been appointed executive sec 


retary of this company and of its affiliate, the Planet 


Insurance Company. 


UNITED STATES Fidelity and Guaranty 
Company, Baltimore, Maryland 


Acquires General Agency 


This company, 


effective January 1, acquired the in 
terests of 


MeCollister and Company, Inec., Seattle, 
general agency and will establish a branch office in that 
city for the territory serviced by the 
Robert A. Bolin, executive assistant of the 
agency and development department, 


formerly agency. 
company's 
has been tem- 
porarily assigned to supervise the establishment of the 
branch office. 


VALLEY FORGE Mutual Insurance Company 
Philadelphia, Pennsylvania 


Dissolved 


By a court order effective November 22. 1957, 
was dissolved and Commissioner 
appointed liquidator. 


matically on 


this 
Smith 
All policies were cancelled auto 
November 22 and July 1, 1958 fixed as 
the last day for filing proofs of claim against the com 
pany. 


fire company 
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A strong 
Multiple Line 
Stock Company 


writing 


FIRE and CASUALTY 


Organized 1922 


IPLOYER 


F—” INSURANCE GOMPANY:“ALABAMA 


HOME OFFICE—BIRMINGHAM, ALABAMA 
WM. H. HOOVER, President and Chairman 


Future New Home Office Bullding of ‘The Empleyers"’ 











new directors 


American Surety Company of New York (New York, N. 


Y.): John C 


the company 


Barrows, vice president and comptrol 


. has been elected a trustee. 


ler of 


Federal Insurance Company (New York, N.Y.): Kenneth 
C. Brownell, chairman of the board of the American 
Smelting ( ——- H. 


1 Lead Company, 
federal fact: of directors. 


N.Y,): 
New 
Bankers 


and Retining 
oft the 


ened 


Company. Crane, 
board of the St 


from. the 


chairman Josey 


has resi 
Glens Falls Insurance Company (Glens Falls, 
Chester 
england 


Baylis, Jr., vice president in charge of the 
Middle Atl 


and lantic activities of the 
Trust Company of New York City 


Providence Washington Insurance oe (Providence, 
Rhode Island): John G. Coffey, senior partner in the law 
firm of Coffey, Ward, Hoban ise McGovern, has been 
elected to fill the unexpired terms as director of both 
this company and the Providence Washington 
nity Company of William Gammell, Jr. 


Indem 
who resigned. 

Security-Connecticut Insurance Companies (New Haven, 
Conn.): Robert S. Reigeluth, 
and treasurer of the New 
and Joseph D. Sargent 
Hartford, 


change. 


executive vice president 


Haven Company, 


Trap Rock 
. partner of Conning 


members of the New 


and Com- 


pany, York Stock Ex 
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Depreciation Insurance—from 89 


ment in Ohio requires that the prop 
erty be rebuilt at the same site. Some 
Lloyds, The 


\ssociation and 


specialty cOMpames, 


factory Insurance 
\ssociated lactory Mutuals permit 
replacement How- 
ever, all forms restrict recovery to 
that would 
have been required at the same site 


at another site. 


the replacement cost 
and they do not cover the cost of the 
new site 

\ll forms restrict recovery to the 
replacement cost of a building of like 
kind and 


SiZe, 


quality. llowever, 


this does not seem to mean that the 
new building must be the same kind 
as the old. It merely means that the 
loss under the policy is limited to 
what a new building of like size and 
quality would cost. Hence, a larger 
or more modern type building may 
be built and replacement insurance 
collected, The recovery, though, 1s 
linnted to the replacement value of 
the old building. 

Under most forms, the insured is 
permitted to accept an actual cash 
value settlement and to collect what- 
ever additional amount he may have 
coming under the replacement cost 
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How- 
ever, the insured is required to re 
build within a reasonable time. In 


form at a subsequent date. 


some states under the standard form, 
the insured has 120 days from date 
of loss to notify the company of his 
intent to make a replacement cost 
claim. 


Differences 


There are interesting ditferences 
The 
standard replacement cost endorse- 


ment contains a LOO% 
clause. In 


In cO-iInsurance Tequirements, 


co-insurance 
avoid 
being a co-insurer, the insured must 
carry insurance equal to 100% of 
the replacement cost. Moreover, the 


other words, to 


clause applies even though claim is 
brought only under the actual cash 
value provision (such as a_ loss 
where the property is not repaired 
or replaced. ) 

The Factory Insurance .A\ssocia- 
tion and Factory Mutuals use a 90° 
co-insurance clause, but the clause 
does not apply in the event a claim 
is brought under actual cash value 
rather than replacement cost. There 
have been a few cases in which an 
insured who found that he would be 
exposed to a heavy co-insurance pen- 
alty on the replacement basis exer- 
cised his right to have the loss ad- 
justed on an actual 
instead, 

The 


write depreciation insurance under 


cash value 


specialty companies who 
a separate policy will write deprecia- 
tion on an 80%, 90% or 100% 
basis. Thus, it 1s possible to carry 
replacement under these forms with- 
out carrying 100 to value and ob 
tain full 


replacement on partial 


losses. 


Coinsurance 


Lloyd's forms normally carry a 
100% clause which offsets somewhat 
the point made earlier when it was 
indicated that the Tlovd's 
picked up not only depreciation Dut 
also deficiencies in basic coverages. 


forms 


However, Lloyd’s coverage can be 
written at coinsurance 
centages at a loaded rate. 

In some states, the standard re- 
placement endorsement contains a 
waiver of inventory clause. This 
provides that there need be no spec 
ial inventory or appraisement when 


lower per- 
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the loss is both less than $10,000 and 
less than 5% of the total amount of 
msurance. The Factory Insurance 
Association, Factory Mutuals, and 
specialty companies — all 
waiver of inventory clause, 


contain 


The companies using the standard 
replacement cost endorsement write 
the coverage only on buildings and 
such permanent machinery, fixtures 
and equipment as may be written 
with the building item at the building 
rate under general rules. 


Intelligent 
Reinsurance 
Analysis 


REINSURANCE 
pony (he 


CHICAGO, ILLINOIS—309 W. JACKSON BLVD. - WAbash 2-7515 
ANDREW J. HELMICK, President 

CHARLES B. CRAM, Vice President 

CHARLES A. POLLOCK, Secretary 








Mutuals write re- 
placement insurance on all property 
except stock and supplies, drawings, 
records and manuscripts. The lac- 
tory 


The Factory 











Association form 
covers all property except stock and 
supplies, tools and dies, drawings 
and 


Insurance 


records, 

The specialty companies write re- 
placement on buildings, machinery 
and equipment and also furniture 
and fixtures while Lloyds forms can 
be tailored to apply to almost all 
property. 





Dwelling Contracts 


Dwelling contracts have not been 
discussed, but most of the broadened 
forms and package policies provide 
replacement insurance on the dwell- 
ing — not contents though; except 
in certain forms where each 
scheduled for a 
These 


item 
definite 
modern dwelling 
forms normally grant replacement 
insurance automatically, if, at the 
time of loss, the insured carries an 
amount of insurance equal to at 
least 80% of the replacement value. 

Little said about rates 
since replacement or depreciation in- 


can be 
amount. 


need be 


surance takes the same rate as the 
actual value The same 
basic rates and co-insurance credits 


apply. 


coverage. 


Actually, one merely pur- 
additional coverage at the 
same rate to insure accrued depre- 
ciation, It might be pointed out here 
that depreciation is, of course, a 
factor in partial losses as well as 


chases 


total losses although, as a practical 
matter, depreciation is normally not 
considered in very small loss adjust- 
ments. In fact, Lloyds sometimes 
write replacement coverage on a 
deductable or franchise basis at a 
reduced rate with the idea that there 
is less likelihood of the adjustor 
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applying a depreciation factor in a 
sinall loss settlement. 

In summary, replacement cost ap- 
pears to be a logical and desirable 
value on which to base insurance. 
It’s now accepted that market value 
or book value is not practicable, and 
that actual cash value is prominent 
principally because of historical sig- 
nificance. One of the outstanding 
valuation engineers in the country 
several years ago wrote an article 
entitled “Depreciation Is \ Stinker.” 
In the article he indicated that to 
his knowledge, no connected 
with insurance up to the highest 
court has ever given a definition of 
depreciation which is acceptable to 
even a substantial minority of those 
having to deal with the subject. 


one 


Hence, replacement insurance has 
the advantage of eliminating this 
item of depreciation. 
More important, though, is the eco- 
nomic significance. Is this not the 
value which best serves the purpose 


bothersome 


when a company insures? Isn't this 
the value which permits the continu 
ation of business with the least ad- 
justment of the balance sheet ? 


CUT PRODUCTION IN 
CONN. RATES 


THe Connecticut INSURANCE Di 

PARTMENT has approved a revised 
filing of liability rates for class 

private passenger cars which 1s based 
upon a reduction in the total pro 
duction cost allowance from 25% to 
15%. which 
filed by the National Bureau of Casu 
alty Underwriters effective Novem 
ber 27, represent an average reduc 
tion of 14.3% for those risks. Class 


The new rates, were 


2 risks are those involving male op 
Due to ad- 
verse experience the rates had gotten 
so high it was felt appropriate they 


erators under age 25. 


should be treated production cost 
wise the same as public livery and 
long-haul trucking risks which for 
time based on a 
total production cost loading of 15% 
The approval of those rates has 
ended the protracted controversy be- 
tween the department and the bureau 
as to the June 19 rate revision. In 
creases in other classifications which 


some have been 


were filed in June remain in force. 


129 











The 
TRI-STATE GROUP 
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Insurance Company 


All 
MULTIPLE LINE 


Experienced Underwriting 
Prompt Claims Handling 


Special Engineering Service 
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Tulsa, Oklahoma 





Offering the 
fullest facilities 
for virtually 
every fire and 
casualty insurance 
need, 


The 
TRI-STATE GROUP 


is licensed to 
operate in the 
following twenty-four 


states: 


ALABAMA 
ARIZONA 
ARKANSAS 
COLORADO 
FLORIDA 
IDAHO 
INDIANA 
IOWA 
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KENTUCKY 
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NORTH DAKOTA 
OKLAHOMA 
SOUTH DAKOTA 
TENNESSEE 
TEXAS 
UTAH 
WYOMING 
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Home Office and Field 


Aetna Ins. Group: Richard L. Wiggin was 
appointed assistant claims manager and 
will be associated with claims manager 
William H. O'Connell. Arthur T. Thomp- 
son is special agent in Louisiana, succeed- 
ing Bruce H. Suter, resigned. With head 
quarters in New Orleans, he will be 
associated with manager A. J. Bolles. 
Richard G. Battey, as special agent in 
New Hampshire, will be associated with 
manager W. L. Wright and special agent 
H. Richard Spurway in Manchester. Ed- 
ward D. McGee took over the duties of 
George T. Holbrook, ill, as assistant man- 
ager of the home office claims department 
and bond claims counsel 


Allstate: Robert S. Seiler has joined the 
home office as senior attorney. 


The White Plains office 
has been moved from 175 Main St. to 
300 Hamilton Avenue. Personnel includes 
state agents David W. Cavert, Bernard J. 
O'Donnell and George FE. Wood; statt ad- 
juster Howard J. Finlay; resident manage 
James F. Atwell and Joseph J. Zak, claims 
manager. 

Edward Prosek, formerly general cashier 
in the Pacific department, has been named 
assistant controller to succeed Harper J. 
Burns, who retired on January |. Dr. Fred 
J. Schilling succeeds Dr. Siegtried J. Nilson, 
retired, as medical director; Dr. Nilson 
assumed the status of Medical Director 
Emeritus. Edward F. Schortman, M.D. and 
James F. Coyle, M.D. were appointed asso- 
ciate and assistant medical director, re- 
spectively. 


America Fore: 


American Equity Insurance Group: A 
field office has been opened at 70 East 
Church St. P.O. Box 3691. Orlando, 
Florida, with special agent William = L. 
Butch in charge. 


American Ins. Group: Jo/in L. Comstock 
has rejoined the Group as special agent 
at Syracuse. John A. Goetz has been trans- 
ferred from Houston and named bond 
manager ot the Philadelphia branch office; 
Robert F. Rougagnac, Jr. succeeds him 


American Re-Insurance (N. Y.): Malcolm 
MacGregor was promoted from. assistant 
secretary to assistant vice president. Wil- 
liam B. Wheeler, of the investment de- 
partment, will replace Mr. MacGregor. 


American Surety: George B. Norberg, Jr. 
has been appointed special agent at the 
Seattle branch othce. Jolin Hagensick has 
been made fire loss supervisor of the 
recently established western fire loss divi- 
sion in Chicago. Formerly a claim repre 
sentative trainee, George H. Enter, Jr., 
was appointed manager at the Pittsburgh 
claim office effective November 4. Theo 
dore Mack, special agent and underwriter, 
was appointed superintendent of bonds at 
the Chicago office. 


American Universal (Providence): /ol- 


ert D. Smith was appointed head of the 
marine underwriting department. 
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Buffalo Ins. Co.: Jolin J. Brady was ap- 
pointed manager of the suburban and 
eastern New York department and Leo J. 
{bbott, manager of the central and west 
ern New York department, thereby divid 
ing between them supervision of the entire 
state. On the west coast, Vernon P. Lynn 
has established a pacific claims depart- 
ment. 


Cole 
secretary 


Church Fire Ins. Corp.: Morgan 
Smith has been made assistant 
and assistant manager. 


Combined: Promotions—Ebb Gordon My 
ers, Supervisor in south western North 
Carolina; J. L. Blackburn, sales manager 
in western South Carolina: Jim Kerfoot, 
sales manager in central west Ontario 
Russ Korenowski and Ed Paton, sales man- 
agers in eastern Ontario; Jerry Wright, 
sales manager in Ontario; Humbert Alessi, 
sales manager in Quebec; Richard DeVost, 
manager in Maine; Geibe, 
sales manager in northern Arkansas; David 
Wilder, sales manager southern Colorado; 
Jack Hughes, sales manager southern New 
Jersey; Thomas Dickerson, sales manager 
southwest Oklahoma; William Fuller, su 
pervisor west central Virginia; Norman 
Sasman, sales manager southern Michigan 


state l/mos 


Continental Casualty: Donald 1. Max 
field has been named assistant vice presi 
dent, and will act as first assistant to the 
comptroller. 


Detroit Ins. Agency: Jee B 
has been added to the 
engineer. 


Castonguay 


statl as safety 


Employer's Group (Mass.): Aenneth E. 
Curran has been appointed acting man- 
ager of the western N. Y. branch at Buttalo 
during the absence (due to illness) of 
Madison M. Fredrickson. Mr. Curran had 
been serving as special agent for the 
northern N. J. department and Long 
Island branch. 


Farjeon, Ballin & Co.: Harry P. Cunning- 
ham was elected president succeeding the 
late Harry R. Farjeon. 


Fidelity and Deposit Co. of Md.: A Rio 
Grande Valley service office has been 
opened in Harlingen, Texas, under the 
direction of Vernon E. Walenta. 


Fireman's Fund: Ficld changes have been 
made in the eastern department. J. How- 
ard Holliday, formerly fire special agent, 
succeeded Carlton Timberman, retired, as 
fire manager tor the Pittsburgh branch 
office under the general supervision. of 
group manager Denny W. Speidel. Special 
agent Edward J. Keane, formerly super- 
visor of the suburban underwriting sec 
tion of the metropolitan fire department 
in New York City, will assist Mr. Holliday. 
In the Buttalo Elmer F. Heinlein 
has been appointed casualty special agent, 
replacing Gerald W. Schmidt. At- the 
Svracuse office, Alexander J. Stanislaw has 
been appointed casualty special agent and 


othice, 


John W. Stevens appointed casualty under- 
writer; both men will work under group 
manager John J. Roone Mr. Stanislaw 
formerly casualty) underwriter I 
Frank Kaelin was appointed assistant man- 
ager of the eastern fire and inland marine 
loss department, succeeding Matthew W. 
Lemburg who was appointed metropoli- 
tan manager of the same department at 
the 116 John St. headquarters 

Edward A. Valentine retired on Janu- 
arv 1, from manager ot the Portland 
branch ofhice. He was replaced by Erling 
Ek. Jacobson who was previously a state 
agent. 


Was 


Florida Home Insurance Co.: Jo/in Pabst, 
formerly executive vice president of Presi 
dential Insurance Company, joined 
this organization as presi- 
dent. 


has 


assistant vice 


Frelinghuysen, J. S. Corp.: Sfuart C. 
Hand was appointed manager of the engi- 
neering department 


Glens Falls: On December |, J. / 
succeeded A. EF. Scryn 
manager of the office. Mr. King 
had been manager of multiple 
line operations in Baltimore 


King 


retired, as 


reour 


saltimore 
assistant 


Great American (N. Y.): Jonnie VW 
Mohundro replaces special agent Charles 
W. Smith, resigned, at the 
departmental office in the \dolpus Tower, 
Dallas 2, Texas. He will be assisted by 
special agent Richard E. Friedell. 


southwestern 


Hardware Mutuals: /. ©. Seifert of the 
eastern district in Newark retired on De 
cember 31. Don Colbey, former manager 
of the Appleton, Wise., branch office will 


succeed Mr. Seifert 


Harleysville Mutual Cas. Co.: /. Wayne 
Covert has joined the company as claims 
manager. 


Hartford Acc. & Indem.: S/erling D. Gos 
sett appointed special agent tor fidelity 
and surety bonds in Indiana. William F 
Igoe, Jr., appointed office manager at 
Washington, D. C., a promotion from 
cashier. 


Hartford Fire Ins. Co. Group: The com- 
pany has purchased the land and two 
story building which was the former U. S. 
otlice of the Caledonian Ins. Co. of Scot- 
land. It occupies a triangular site at the 
intersection of Cogswell and Garden Sts. 


Ins. Co. of N. A. Cos.: The Newark 
service office moved on December 9 from 
its temporary quarters on Washington St 
to 520 Broad St. Managers are William D 
Rogers, fire and auto: George J]. Helmer, 
marine; and Donald B. Allen, indemnity. 
Ihe Minneapolis service othce on Decem- 
ber 13, moved into 2750 Park Ave. Man 
agers there are John W. Hess, indemnity: 
Vernon L. Douthit, fire, auto and marine: 
and Curtis Fuller, life. The White Plains, 


tas ntir + 
(Uo led 


131 





Field Appointments—Continued elections: Norman R. Holzer, John H 
Kistler and Charles EF. Stevens, assistant 
secretaries 

N. ¥. service office has moved from 175 ‘ 

Main St. to 161 Grand St. Managers are Johnson & Higgins: A second branch 

Redman ©. Clark, Ene. Co. ot N. CA: id office has been opened in Venezuela, at 

Hin Bire and Marine. and Beverly P. Maracaibo, with William B. Wright as 


: siden anage 
Smith, Indemnity Ins. Co. of N. A resident’ manager 


John B. Davis has been promoted from Justus Mulert Ins. Co.: Vincent Freund 
assistant secretary to secretary of fire un has been appointed to the sales staff. 
derwriting tor the Ins. Co. of N. A. and 
Phila. Fire & Marine Ins. Co. For the Kemper Ins. Group: Phillip) 7. Dalton, J 
Indem. Ins. Co. of N. A. promotions are Morton Malcomb, Purser kK. Sturgeon and 
is follows: Charles J. Hare, trom liability Floyd O. Terbell have been elected assist 
secretary to assistant vice president: Edwin ant secretaries of Lumbermens Mutual and 
H. Marshall, from accident and sickness American Motorists. John 4. Gilmore was 
secretary to assistant vice president; Fred — elected” assistant) general counsel of the 
C. Clement, Jr... trom automobile secretary same two companies 
to assistant vice president; and Carroll W. 

Latrd, trom. assistant secretary to surety Lang & Associates, Frank: [his firm of 
secretary. For the same company, new marketing and management consultants 
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has opened an office at 521 Fifth Avenue 
New York City. The other office is lo 
cated at One N. LaSalle St. in Chicago 


London Group: In December, the offices 
were moved from 55 John Street to 123 
William St., N. Y. 


National of Hartford Group: Promotions 
in the western department: W. J. Wert, 
transferred from Omaha to the Chicago 
office, to become superintendent of the 
marine and multiple peril department 
and associated with manager fF. B. Rowe: 
Paul Shannon, formerly state agent at 
Sioux Falls, South Dakota, succeeds Mi 
Wert as manager at the Omaha office: lowa 
special agent R. 1. Aschim replaces Mi 
Shannon. 

Carl G. Schaefer, tormerly state agent 
in central and southern Hlinois, has been 
promoted to manager of fire, marine and 
multiple peril operations in that territory. 
He will continue to be headquartered in 
the Myers Building at Springfield, where 
he is associated with special agents Down 
ing, Reed and Schwenk. 


New Hampshire Fire Ins. Group: On 
December 16, Craven P. Pearson, CPCU, 
succeeded Roland H. Winterton, as special 
agent for Md., Dela. and D. of C. His 
headquarters are at 917 Garrett Bldg., 
Baltimore. 


N. Y. Printers and Bookbinders Mut. Ins. 
Co.: Eugene J. Becker has been appointed 
assistant treasurer. He had been in charge 
of all accounting procedures for the com 
pany. 


Pan American (Houston): Jack Smith, 
formerly assistant’) manager of Joseph 
Froggatt & Co., has joined as chief ac 
countant. 


Pearl-Monarch Group: An Omaha service 
office has been opened at 434-441 Omaha 
Natl. Bank Bldg., Omaha 2, Nebr. Lou W. 
Clark was appointed manager, Norman 
AKemmler, state agent for Iowa and J. A. 
Mosher, state agent for Nebraska. 


Phoenix of Hartford: Jolin P. Toben, Jr. 
has been promoted to superintendent of 
the underwriting division at the Provi- 
dence district office. M. FF. dhern, Jr. was 
appointed assistant manager of the Boston 
district’ office and Charles J. O'Connell, 
formerly supervisor, appointed superin 
tendent of the underwriting division. 

Texas developments: FF. Hardie Miller 
formerly casualty superintendent in the 
Raleigh, N. C., district office, was made 
manager of the Houston district office 
with headquarters at I816 Main St. Join 
ing him there is Frank Y. Dickehut, who 
has been promoted to state agent. Judson 
EK. Terry, Jr. was promoted from agency 
supervisor to superintendent in charge of 
the casualty and surety department in the 
Dallas office and Gwen L. Jones, appointed 
casualty supervisor; they will be under the 
supervision of manager HW. Rosy McCatm, 
Jr. at 1310 Tower Petroleum Bldg. 

At Little Rock, Arkansas, R. Norman 
Farris has been promoted to state agent 
in charge and M. Zacharias Bair, ap 
pointed special agent. Their headquarters 
are in the Union Natl. Bank Bldg. 

Newly expanded facilities have been 
opened in’ Manchester, New Hampshire 
under New England district’ managet 
Stanley A. Gibson. State agents Robert H 
Schmid and Vincent A. Wenners, assisted 
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by staff adjuster Arthur J. O'Neil will 
make their headquarters at the new offices 
at 1662 Elm St. 


Phoenix of London Group: Herbert 1 
Schricker was appointed special agent for 
New Hampshire. He will be under the 
supervision of James C. Scotland, New 
England manager, and will be headquar 
tered at P. O. Box 237, Manchester. Rob 
ert H. Wilde will be special agent for 
Westchester, Putnam and Rockland Coun 
ties in New York, with offices at 65 Court 
t., White Plains, and will be under I’. B 
Chittenden, manager of the metropolitan 
department. 


Retail Credit Co.: Iwo 

offices—344-3145 Brown Bldg., 
St.. Waterbury, Conn., W. C. McNeilly, 
manager, formerly assistant manager of 
the Boston branch office, and 629 Wood St.. 
Vineland, N. J., Paul C. Kent, manager 
formerly assistant manager of the Phila 
delphia branch office. 


new branch 
20 E. Main 


Royal Exchange Group: On December | 
James E. Preston became branch secretary 
of Royal Exchange Assurance, State Assur 
ance and Car & General and _ secretary- 
treasurer of Provident Fire in charge of 
all accounting and statistical departments. 


Royal-Liverpool Ins. Group: 2. Gordon 
Callan has been appointed an assistant 
U.S. manager and vice president; he was 
formerly secretary. Robert V. Sands, tor- 
merly at the Richmond office, has been 
made special representative of the inland 
marine-aviation-glass department in San 
Antonio, with headquarters in the Kallison 
Bldg., 454 S. Main St. Three state agents 
appointed: John EF. Thompson, recently 
special agent in Detroit, is now state agent 
in south-eastern Michigan with offices at 
220 W. Congress St. Carl H. Buerger, Jr., 
formerly state agent in Chicago, now holds 
the same position in Peoria. Garrett H. 
Wycoff, was transferred from special agent 
in Joliet to succeed Mr. Buerger. 


Security-Connecticut Ins. Cos.: On No 
vember 18, the Los Angeles office, man 
aged bv resident secretary Richard ] 
Walker, was relocated at 3325 Wilshire 
Blvd. Charles B. Frazier was appointed 
manager of the Rockford branch office 
which is located at 321 W. State St. Wi/ 
liam Pinkney, tormerly agency superin 
tendent for the eastern states. was made 
manager of the automobile department 
Carl Hagenkotter, serving recently as 
workmen's compensation and general lia- 
bility manager for the New England divi 
sion, now assumes responsibility for the 
overall department, covering all territories 
except the Pacific states. Denham Ward 
has joined the companies as state agent 
to travel the central and southern Ky. field 
with headquarters at) 768 Cheryl Lane, 
Lexington. Mr. Ward’s territory continues 
to be under the supervision of resident 
secretary John James in Louisville. 


Springfield Fire and Marine (Mass.): 
The Tulsa, Okla. office was closed on 
December 15, and special agent R. F. 
Wasson resigned. Deane S. Jaeger has 
become manager of Okla. field operations 
in addition to his present Kansas territory: 
he will continue to be headquartered in 
Wichita. Special agent C. D. Hendershott 
assists Mr. Jaeger with northern Okla. 
agents, while those agents in other sections 
are serviced by special agents G. L. Hol 
lingsworth and J. L. Platt, both operating 
from Oklahoma City. 
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Standard Acc. Ins. Co. (Mich.): Merril! 
A. Luhman was appointed manager of 
the bond department at the Washington, 
D. C. branch. On December 1, Gilbert 8. 
Hildebrandt became associate manager of 
the Baltimore branch and Clayton W. 
James, formerly assistant, replaced him as 
manager of the Buffalo branch. Louis G. 
Gebhard was appointed assistant manager 
of the N. J. branch; he had been manager 
of the casualty and property underwriting 
department of that branch. 


State Farm Ins. Cos.: As the first step 
in the decentralized management program 
of the State Farm Mutual Automobile 
Insurance Co., 7. J. Kiesselbach, who had 
been regional agency vice president, was 
named to a newly-created post, assuming 
agency and operating responsibilities for 
N. J. N.Y. and Pa. His headquarters are 
at State Farm's mid-atlantic office at 


Springfield, Pa., which office is now the 
first fully integrated operation under the 
new management plan 


Stewart, Smith, Inc. (Ill.): Frazier S 
Wilson, formerly manager of insurance 
for United Airlines, became vice president 
on December 1. 


Stokes Packard & Smith, Inc. (Pa.): 
Henry B. Keep has joined this firm ot 
general insurance brokers 


Textile Ins. Co.: Richard D. 
merly with Travelers, is now 
the underwriting department. 


Bowers, for 
manager of 


Travelers: John G. Phillips, formerly as 
sistant secretary of the branch office ad 
ministration department, succeeds Horace 
G. Ford (who died December 4) as office 


on the next page 
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Field Appointments—Continued 


manager at. the 
Dante Da 


assistant at 


Harttord office 
! administrative 
Montreal, was appointed office 


} } } 
In Lhe yan 


branch 
formerly 
manage! office administra 
tion department at the Vancouver branch 
ofhice I t fF. lambing has 
pornted claim manager at the 
othice succeeding | D 
tired Mr. Lambin had 
claim manages 


been ap 
Pittsburgh 
Darragh, re 
been assistant 
there 

fidelity ind surety 
lines / nas 
Camden, N. J. 
branch ofhee, succeeding Jolin R. Coakley 
who was named assistant superintendent 
of agencies in the at Hartford. 
Mir. Strange ftormerly was assistant man- 
it Cincinnati. Fight field supervisors 


Casualty and fire 


id marine Strange 


ippointed manager at the 


home ofhiec 


ave 











for these lines were appointed 
and marine, Thomas I 
Ohio: Raymond L. 

Conn.; James R. Moore, Birmingham, Ala.; 
Gregory L. Mulleavy, South Bend, Ind.; 
for casualty, fidelity and surety, Joseph J 
Farmer, St. Louis: James W. Walker, Bir 
mingham; Don J. Thompson, Miami; and 
H. Peck Buckley, unassigned. ‘Two field 
supervisors have transferred—Frank 
H. Miltner, fire and marine, trom Camden 
to Newark, N |. and Bradford D. Davol, 
Jr. casualty, fidelity. and surety, from 
Mass. to Portland, Me The head 
quarters of David Baker, field: supervisor, 
casualty, fidelity. and surety, has 
from Silver Creek to 


for fire 
Werner, Dayton, 
Hilton, Hartford, 


been 


SoOston 


been 
changed Butlalo, 
N. ¥ 

Victor F. and Donald 1 


Johnson have been appointed resident ad 


Kaufmann 





ANNOUNCING THAT» 


NEW YORK 











CaSUaiTICOmpaNis 





OUR UNDERWRITING AND SERVICE 
FACILITIES HAVE BEEN EXTENDED TO 


INCLUDE GENERAL FIRE LINES. 


BALTIMORE 




















Time-element 


INSURANCE 


... needed by most businesses but undersold. 
Our agents rely on our Time-element booklet, work 
sheet and “Quiz Program” leaflet to sell Business 


Interruption and Extra Expense insurance 


hy 








Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY 
On'O FARMERS INDEMNITY COMPANY 


Le Roy, Oh 





MPANIES WHOSE SLOGAN 


Thanh 7 = - fod 
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justers in the claim department at Butte, 
Mont. and Latavette, Ind., respectively. 
Phe former was an adjuster at Spokane, 
Wash., and the latter an adjuster at In- 
dianapolis. George L. Ranier, Jr., formerly 
line adjuster at Tulsa, Okla., has been 
appointed supervising adjuster in charge 
ot the service office there. 


United Air Lines: ©. O. Fckley was ap 
pointed manager of insurance succeeding 
Frazier Wilson, resigned. Replacing Mi 
Eckley as auditor is R. A. Porter who was 
assistant auditor. 


United States Fidelity & Guaranty Co.: 
Fifective January 1, Kenneth C. Edga 
former general superintendent at the New 
York Citv branch office 
ant manager. 


became its assist- 


Zurich-American Ins. Cos.: Robert D. 
Hodson, who had been in charge of agency 
development in the head office, was named 
manager of the Philadelphia branch office 
succeeding E. K. Lukert, resigned. Fred H. 
Oliver was promoted to secretary and 
transferred to the head office to supervise 
and coordinate production activities. Rob 
ert O. Diehl replaces Mr. Oliver as man- 
ager at Detroit. George N. Duncan was 
appointed assistant superintendent of the 
fire department. George T. Stephens, Jr. 
made inland marine underwriter 
Francis J. Slattery was promoted to super 
intendent of group administration and 
William E. Thomas to superintendent of 
group underwriting. John “Pat” Garrity 
has been appointed superintendent of sales 
for the individual accident and health 
department. 


Was 


assn notes 


A & H Club of N. Y.: New officers for 1958 
are President, Raymond C. Williams (asst. 
mer., a & s, Mutual Life of N. Y.):; first 
vice president, Frederic W. Bumby (mer. 
A & H div., W. L. Perrin & Sons, Inc.): 
second vice president, dustin C. Fleury 
asst. mgr., a & s claims, Equitable Life 
Assurance): third vice president, Douglas 
]. Moe (asst. sec., U.S. Life): treas.. Jacob 
H. Gleich (claims approver, Metropolitan); 
sec., James J. Donaldson (mer. a & s claims, 
Mutual Benefit) 


American Foreign Ins. Assn.: Operations 
have been expanded into the Common- 
wealth of Australia by the opening of a 
branch office in’ Launceston, “Tasmania. 
Dr. K. Knowles was appointed manager of 
the branch, which is under the supervision 
of AFIAS Australasian control 
Svdnev. 


office in 


Amer. Inst. of Marine Underwriters: 
Madoe M. Pease, U.S. marine manager 
of the North British & Mercantile Insut 
ance Company, Ltd., was elected president, 
succceding Percy Chubb, 2nd, partner of 
Chubb & Son. Other officers elected in 
clude: first vice president, Miles F. York 
president, Atlantic Mutual): 
president, Emil 4. Kratovil (president, 
Carpinter & Baker, Inc.j: executive vice 
president, Carl bk. MacDowell, re-elected: 
secretary, bk. R. Aing, re-elected: treasurer, 
George Inselman (president, Marine office 
ot America) 


second vice 


American Internati. Underwriters Corp.: 
Clifford A. Roche (president of the Ameri 


Best's Fire and Casualty News 





can Home Agency) was named to succeed 
Iithur H. Henderson as president. 


American Marine Ins. Clearing House: 
At the twelfth annual meeting, Emil 4A 
Kratovwil (president of Carpinter and 
Baker) was re-elected chairman, Les/ie 1 
Ward was re-elected vice-chairman, W. #1 
Curwen, treasurer; Edward R. King, 
tarv and Carroll W. Dawson, 
secretary. 


SCCTC 


assistant 


American Mutual Ins. Alliance: /})\«n/ ( 
Brown was named counsel. 


American Society of Ins. Management: 
Otficers elected at the sixth annual meeting 
are: president, Joe T. Parrett (insurance 
mgr., Carnation Co.); first vice president, 
H. Stanley Goodwin (McKesson & Robbins, 
Inc.); second vice president, W. Howard 
Clem (Schlumberget Well = Surveving 
Corp.); treasurer, George A. Mearns (Sun 
shine Biscuits); secretary, Raymond V. 
Brady (Chase Manhattan Bank). 


Assn. of Casualty Accountants and Stat- 
isticians: Officers re-elected were: presi 
dent, Douglas F. Kirsheman (secretary, 
\etna, Harttord); vice president, Russel D. 
Leinbach (second v.p., Travelers, Hart 
ford); secretary, George D. Moore; treas 
urer, Joseph G. Shimko (chief accountant, 
Home Ins. Co.. N. Y.). The executive 
committee for 1958, in addition to the 
afore-mentioned officers will include: John 
C. Barrows, comptrollers, American Surety, 
N. Yu J. J. Flynn, asst. sec., Hartford 
Accident & Indem. Co.; FE. F. Muller, asst. 
v.p. and statistician, U. S. Fidel. & Guat 
Co., Baltimore; T. Corwin Steele, sec.- 
comptroller, Royal-Globe, N. Y. 


Cincinnati Assn. of Cas. & Surety Mgrs.: 
William L. White, supervising field repre 
sentative for the Cincinnati branch of the 
Standard Accident Ins. Co., elected 
president 


Was 


Eastern Underwriters Assn.: Jrt/ur L. 
Polley, vice president of Harttord Fire, 
replaces John Glendening, vice president 
of Home Insurance, as president. John R 
Robinson, president of Phoenix Assurance, 
was re-elected vice president and will serve 
as chairman otf the executive committee 
George C. Peacock, vice president of the 
Agricultural Ins. Co., was appointed chair 
man of the public relations committee, to 
succeed the late David W. Florence, for 
mer asst. mgr. of the Commercial Union 
Assurance Co., Ltd. 


Fort Worth Chapter of CPCU's: Officers 
elected: William Chappell (Lawrence, 
Highfill and Terry) president, 
Peterson (DeBose, Rutledge and 
vice president, Russell 
Grace Ins.) treasurer. 


George 
Miller) 
(Russell 


Grace 


General Adjustment Bureau: Changes in 
location: the home office, formerly located 
at 99 John St. moved to 123 William St. 
sm November 15; the adjusting  ofhice 
moved trom Til William St. to 55 John St. 
on November 1&8: the Brunswick, Ga 
has been relocated to Hays Bldg., 409 G 
St.. under management of J. R. Carson; 
the address of the Conway, South Carolina 
office is now 212 Elm St.. P.O. Box 1, 
adjuster-in-charge IW. P. Crowgey, Jr. The 
Raleigh, North Carolina branch, under 
the supervision of manager H. H. Moore, 
is now at 203 Phillips 66 Bldg., 401 Oberlin 
Rd., Cameron Village. A new branch ofhce 
has been established in Selma, Alabama, 
at 7 Broad St. P. O. Box 681, under 


othice 
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Henry § Trawick, 
Frederick P. 


assisted by R ] 
Jellison, tormerly 
juster at) Boston, has been 
branch manager at Waltham 
ceeding George C. Kerr, who was promoted 
to general adjuster in New York 


lee . 
senior ad 
appointed 
Mass... suc 


Ins. Federation of N. Y.: Robert B. Doug 
las was elected president 

Insurance Service Assn.: Palrich Lilzpat 
rick (Bout, Dalton and Church) was elected 
president and he appointed David L. 
Imory executive secretary. 


Mutual Ins. Rating Bureau: 
Muir, tormerly secretary 
Fleming, vetired, as 

Kenneth | 


Joseph M. 
succeeds Frank A. 
general manage 
Jones advanced from assistant 
secretary to secretary, Phillip K 
from assistant) actuary to actuary 
Nathan appointed — to 
secretary. 


Stern 
and 
assistant 


Cornell 


Mutual Reinsurance Bureau: Dai! ©. Ayi 
is now casualty underwritet 
ter Schiltz, Jp 
representation 


assisting Wa 


, assistant manager, in field 


National Assn. of Independent Insurers: 
Iwo stock companies-Emplovees Reinsut 
ance Corp. of Kansas City and Kentucky 
Insurance Co., Louisville—and two mu 
tuals—State Automobile, Columbus and 
Mutual of Hillsboro, Oregon, have 
been admitted to membership. Southern 
Insurance ot Dallas become a 
scriber. 


Pioneci 


has sub 


Natl. Assn. of Ins. Agents: Membership 
reached the 33,000 member agencies mark 
on November 1. 


Nuclear Energy Liability Ins. Assn-.: 
Francis X. Boylan was appointed assistant 
to the general manage 


Y ea 





Association Notes 


Oklahoma Insurance Commission: //v) 
ace G. Rhodes, asst. commissioner and 
departmental counsel, has resigned ettec 
tive Dec. | He will become secretars 
treasurer of the United Founders Lite 
Ins. Co. of Oklahoma City William J. 
Robinson (Okla. City attorneys) has 
succeed William | Illey as 
and attorneys. Robert D 
i//en was appointed assistant state insu 
ince 


been 
named = to 
ASSISEANE actuary 


commissioner aod 
December | 


counsel cllective 


Smoke & Cinder Club of W. Pa.: 
tions-president, Milton McNeil; vice presi- 
dent, Richard Moorhead; 
hrederick Slack; treasurea 

vin; 


blec- 


secretary, G. 
Thomas Good 
David McKel- 
Chet Berlin and 


executive committee 
vay, Clyde VanWickle, 


Gordon Waters 


Surety Assn. of America: | he Boston Ins. 
Co. and the Old Colony Ins. Co., of Boston, 
Mass. have been elected to membership. 


Surety Managers Assn. of the City of 
N. Y.: Saanuel M. Williams, Jr. (Marvland 
Cas.) succeeds Guy FE. Conrath (American 
Ins. Group) as president; Fred J. Kehrli 
Harttord Acc. & Indem.) was elected vice 
president 


Surety Underwriters Assn. of the City 
of N. Y.: William J. Flahery (Aetna) suc- 
ceeds Samuel M. Williams, Jr. (Marviland 
Cas.) as president; Guy E. Conrath (Ameri- 
can Ins. Group) elected vice president; 
William Lucy \etna) elected secretary- 
treasurer 





Audits for Casualty and 


Inland Marine Carriers 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


Payroll Audit Service—has the ability and get-up 
get the job done adequately 


Prompt Service—Payroll and other casualty audits 


r r re + id rs 
y representative field auditor 


AGENCY CONTACT ALWAYS 
HOME OFFICE: INSURANCE EXCHANGE Bldg., 
DES MOINES, IOWA + Phones CH 3-8649, CH 3-8640 


}OWA, MINNESOTA, DAKOTAS. NEBRASKA, 

MISSOURI, ILLINOIS, WISCONSIN, INDIANA, 

MICHIGAN, KANSAS, OKLAHOMA, COLORADO, 
NEW MEXICO 





TREND TOWARD 
ARBITRATION 


ARBITRATION OF Casualty insurance 
claims will continue to grow in fre- 
quency of application, Wilson ©. 
Jainsen, president, Hartford Acci- 
dent and Indemnity Co., Hartford, 
Conn., told executives attending the 
\merican Management —Associa- 
tion's fall insurance conference. The 
value of arbitration has been given 
formal recognition in the new un- 
sured motorist coverage policies, 
he noted. Through this coverage a 
motorist protects himself, his family, 
and guests from the financial conse- 
quences of an accident caused by the 
carelessness of an uninsured person. 
The policy specifies that when the 
evaluation of either liability or dam- 
ages creates a breach between the 
insured and the insurance company 
the dispute shall be arbitrated under 
the rules of the American Arbitra- 


tion Association, 


As further evidence of trend 
toward arbitration in casualty insur- 
ance Mr. Jainsen pointed to the 
Nationwide [ntercompany Arbitra- 
tion Agreement, which is concerned 
with subrogation disputes between a 
collision carrier and the third party 
carrier, Some 275 signatory com- 
panies arbitrated approximately 12,- 
QOO claims of this kind last vear, he 
reported, 


A new plan which is now being 
applied in New York City provides 
for arbitration of problems that arise 
when two or more insurance com- 
panies cannot agree on the extent 
of their participation, he reported. 
Often two companies may agree on 
the value of the claim but not on the 
settlement participation of each, In- 
stead of a trial, under the new plan 
each company will temporarily con- 
tribute one half of the cost, with the 
ultimate participation of each to be 
decided by arbitration. Disputes 
arising out of overlapping coverages 
hetween fire and casualty companies 
sometimes leave the insured out on 
a limb while the companies argue 
their respective positions, he said. 
A new formal arbitration agreement 
provides that the insured will receive 
his proper claim settlement promptly 
and the debate between the classes 
of companies involved will be de- 
cided by arbitration. 


\rbitration can help relieve the 
clogging of the courts by cases otf 
property damages where the amounts 
are not in substantial dispute but the 
hability is questioned and the ad 
versaries are business corporations, 
Mr. Jainsen said. Unfortunately, he 
pointed out, arbitration usually can 
not be apphed in personal injury 
cases, and these cases are in the ma 
jority. The result of the large claim 
verdicts which are being handed 
down in the courts will be increased 
agitation for payments based on a 
schedule of benetits irrespective of 
ability, he declared. Unfortunately, 
he said, arbitration cannot eliminate 
the possibility of exorbitant awards, 
although it can enhance speedier 
claims handling and usually proves 
more fair for all parties concerned. 


NATION ON WHEELS 


AMERICAN MANUFACTURERS | built 
over 3,800,000) passenger cars in 
1956, enough so that now 7567. of 
American families own one or more 
automobiles. There was an increase 
of 3,184,000 drivers, bringing the 
number of operators’ licenses out- 
standing to 77,869,000. Those op- 
erators drove a record 628 billion 
miles during the year, an average 
of more than 8,000 miles per individ- 
ual. In 1955, the latest vear for 
which figures are available, motor 
vehicles were used for an average 
of 12.3 vears and were driven an 
average of 110,000 miles before they 
were scrapped. The statistics 
the “Automobile Facts 
and Figures” prepared by the Auto- 
mobile Manufacturers 


are 
from book 


Association, 


SERVING MILLIONS 
RECENT EXPERIENCE with an im 
portant major medical expense in 
surance plan indicated that one out 
of every three families covered incur 
expenses during a single year which 
would entitle them to collect bene- 
fits, Charles A. Siegfried, second 
vice president of the Metropolitan 
Life Insurance Company, told the 
American Public Health Associa 
tion. It does not attempt to change 
the existing patterns of medical 
practice, and doesn't encourage un- 
necessary 
noted. 


hospital confinement, he 
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Rate Changes—from page 94 


AUTO RATE CHANGES 


REVISED RATES for automobile liabil- 
ity insurance written on a_ payroll 
basis for “Division 1” garage risks 
filed by the National Bureau of Cas- 
ualty Underwriters became effective 
Maryland. The 
changes result in an average state 
wide increase of 15.2% for bodily 


November 200 in 


injury and property damage com 
bined. There are also changes in 
minimum premiums. 

Revised automobile lability and 
automobile physical damage 
filed by the N.B.C.U 


tional 


rates 
and the Na 
Underwriters 
Association respectively, have been 
approved in Illinois effective Nov 
ember 27. 


Automobile 


Private passenger auto 
mobile liability rates were increased 
an average of 25% and commercial 
vehicle liability rates an average of 
14.1%. Physical damage rates were 
increased an average of 4.7%. An 
Oak lawn automobile 
filed suit in Circuit Court to obtain 


dealer has 
the rescission of the increases con- 


For January, 1958 


.. made the easy way 
with the help of the 


PEERLESS 


Dwelling Package insurance 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 





Prospect Finding Guide 


ue ANCE COMPANY - KEENE, NEW HAMPSHIRE 


tending that they are excessive and 
uproperly arrived at and that they 
will atfect adversely the sale of au- 
tomobiles in Hlinois and “the entire 
the 
Hlinois and the welfare of the people 
of the state.” 

Revised automobile liability rates 
for commercial cars filed by the Na- 
tional 


economic structure of state of 


Bureau also became effective 
November 27 in Ohio. On the same 
date, rates for automobile liability 
policies written on a payroll basis 
for “Division 1” garage risks were 
revised in that state. 
cial car 


The commer- 
rate changes result in an 
average statewide increase of 8.4% 
and the garage rate changes in an 
average statewide increase of 12.5% 

Revised and 
garage liability the 
N.EC.U. effective in 
Pennsylvania on November 27. The 


vehicle 
rates filed by 
hecame 


commercial 
also 


commercial vehicle rate changes re- 
sult in an average increase of about 
5.6% while the garage liability rates 
are increased about 9%. 

Revised automobile lability rates 
for “Division 1” garage risks filed by 
the Mutual Insurance Rating Bureau 


became effective December 4 = in 
Oklahoma. The increased 
charges for liability 


commercial 


limits 
insurance on 
and related 
sifications were also received. 


cars clas- 
Rates 
for the garage risks were increased 
The amount of 
the increase for bodily injury liabil- 


an average of 21%. 


itv was 10% and for property dam 
age lability 44°. The increased 
limits charges were increased 25% 


FIRE RATE DECISION 


\ Wisconsin ( 
upheld Commissioner Rogan’s rejec- 
tion of fire rates filed by the Fire In 
The 


decision in the proceedings, which 


mRcUIT Court has 


surance Rating Bureau. key 
date back to a filing in October 1955, 
was the upholding of the depart 
that a 46% ex 
pense ratio and a 3.5% profit and 


ment’s contention 


contingencies factor is adequate 
Wisconsin has a model All-Industry 
insurance rating law. The Circuit 
Court decision has been appealed 
by the underwriters of the State 


Supreme Court, 





4 COMPLE’ 


LAST SIX 


EDITORIALS 


perience 


thlyv) 


Mutual 


nes 


Mutual Companies 


BUYERS & LOSS CONTROL 


Po Weil and 
Gallaghes 


Benjamin Lorber 
~epowel 


an PF. Manes 


John BL Dunne 


WV. Thomas 
iH Robinson 


LIFE AND ACCIDENT and HEALTH 


yprments Cmonthily) 
aie Kenneth ©. Berry, 
J. Rasmussen, Roland S. Jack 
Joe Thompson, Jr. CLI 
John PP. Wuatt, Wop 
e flon. Rdiward T. Tait 
levi Aasurah 
tles Bernard J. Daenzer 
Richard J. hat 


Vinehan 
Linstes 
ann, St 


arles N Walhes 
Joseph O° Reaan : 
Robert S. Schoonmaker, J) 


LEGAL AND CLAIMS 


fod NS. dlamilton, Ji 
t! t PP. WV. Winehester 
Vason, CPC 
Vo Walhe 
Rowman 
J) 
thur (monthivy 
Landis, CPC 


Plimimer 


MANAGEMENT & GENERAL 


vichard Butte Pos 

am OF Bailes oo. wept 

cree we lee SR 

// VeBirne UPC . sas oes 

oph oA Vavarve . ; et 
ae Cline Nmith .. Dee 


lerander, Sy 


panies Donald FE. Camphell.Sept. 2 


Jan 

-Nov 

Nov 
Staples Doe 
/ ifhern Sept 
am Bo Reare Aug 
HH. Rodda Jan 
er ee 

Oct 

Nov 


MONTHS 


NOE 


Part IIT ; 
Public Reactions —William J. Munes 
Reinsurance—W. J. Zeites oe eis 2 sf 
Residential Package Contracts John S. MeGuiness, CPCI 

Part es 

Part II : ean : 
Responsibilities of an Underwriter Herbert PP. Stelluwwagen... 
Safety Responsibility Experience Joseph P. Kelly. ‘a 
Surety’s Salvage and Subrogation Gibson Bo Witherspoon 
Test Your Tax 1.Q tmerican Inst. of CPA's Siete : 
Uninsured Motorist, The—Dudleyw FB. Giberson 
Where Are We Going? —-Hugh D, Combs 


OFFICE METHODS 


Annual Statement, The—Joseph B. Glennon 
Around the Office—Guy Fergason (monthly) Cgceeees 
Automation? You've had it for Years Guy Fergason ...... se 
Booklets (monthly) Pee ; Serre ert 
Building Maintenance 
Christmas Parties i re 
Duplication of Forms and Energy Guy Fergason 
Electrostatic Reproduction ; ere 
Filing and Record Preservation—Guy Fergason 
Four Days Sooner—W, J. Weil ........... 
Interviews for Executives — Edicard F. O° Tools 
It Figures . = parateaanen 
Machine Time Utilization- Shirley LaRue Robinson 
Management efficiency —Guy Fergason re : eae 
Mechanization of Agents’ Commissions——Wartin H. Tinsley... 
Modern Aids to Offiee Efficiency (monthly) 
Motivation and Management Guy Fergason 
Office Equipment Direetory (monthly) 
Older Worker in Industry, The—Guy Fergason sien 
One Company's Approach—-Wilfred A. Kraegel, Part TI 
Policy Record Production—A. P. Hyde .........0.ccccescees 
Punched Card Premium Billing--Wendell L. Johnston .. 
Retention of Reeords--Kellum Johnson. ‘ 
Terminal Digit. Middle Digit and Group Filing 

Ralph K Viemoeller 


SALES & EDUCATION 


Aireratt Insurance—Standard Service ...... Sept. 
CPL. Questions and Answers— imerican Institute 

Part I Insurance Principles and Practices July 101, Aug 

I General Edueation ae bee .. Sept. 33, Oct 


I 

I 

\ Law : ‘ Nov. 33, Dee. 
Accounting, Finance and Ageney Management Jan 

Gentle Art of Persuasion, On the John Lairrence ..san 


I 
‘ I 
Part \ 


Grim Specter, A Thomas VW. Stoker .. Ovet 
How Can We Expand? —Darid Schenck, CPECl . NOV 
Insurance Sales Manager, The -Frank Lang -Nov 
Quiz of the Month 

Building Construction, Oceupaney, Fire 

Protection ; Aug. S7, Sept 

Wills, Trust and Taxes ve Oet 

Inland Marine Contracts Sa ... Nov. 65, Dee. 

Casualty .. sa Peek ..Jdan 
Sales Slants (Monthly) are : .. Jan. 
Selling Parade (Monthly) coo. One 
Selling Tips from the Tlome Office Gmonthly) Jan. 
Talk Your Way to Suecess ; : ... Aug 
Who's to Blame? Kurt Vasen ..... .. Sept 


MISCELLANEOUS 


Accidental Deaths 
Association Notes 

Best's Stock Index 
Building Cost Index 
Company Developments 
Conventions Ahead 

ITome Office and Field Appointments 
Insurance Stock Quotations 
Monthiv Fire Losses 
Motor Vehicle Deaths 

New Directors 

New Publications 
Obituaries . 

Rate Changes .. 

Reports on Companies 


RATE CHANGES 


Automobile 
Fla.. Minn., Ohie, R. I 
Massachusetts 
New Hampshire 
New York, Ohio 
Ky.. Mieh., Miss., W. Va 
New York 
Oklahoma : ae ; 
Ark., Calif., Del. Ga. Idaho, Ind... Kans.. Me., Minn., Mo., 
Mont., Neb. Ney N. Mex., Ore., S. Dak.. Utah, Vt., 
Wash Wvo.. D. of C 
Mad., Til, Ohio, Okla., Pa 
Iixtended Coverage 
Texas 
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IFE INSURANCE FACTS IN THE COMPEND— 


IFE INSURANCE SALES FOR YOU! 
ACTS LIKE THESE... 


POLICY ANALYSES The important 
policy provisions of the companies that 
write 98% of American legal reserve 
life insurance! (181 companies in 1957 

at least three more in 1958!) Clear 
capsule outlines of policy provisions! 


PREMIUM RATES — The rates for all 
the most popular contracts issued by 
each company covered! (All the policies 
youre likely to meet up with, including 
the new “FAMILY PLANS”!) Rates 
for regular and special policies (par and 
non par), disability income, double in- 
demnity, and juvenile! Virtually com- 
plete rate information! 


‘(ASH VALUE TABLES — The cash 
values for years in force . . . also at 60 
and 65... for hundreds of policies! 
Particularly potent as sales weapons! 


DIVIDEND DATA — Projections of par- 
ticipating company dividends for the 
next ten and twentv years to illustrate 
potential. Plus dividend histories on 
1938 and 1948 policies — to illustrate 
performance! 


SPECIAL SECTIONS — Including Indus- 
trial Insurance (98% of the industrial 
insurance in force!), Annuities, Settle- 
ment Options, Fingertip Facts (rates 
and values for leading ordinary life polli- 
cies in over 240 companies!), Social 
Security Act Information, Business Fig- 
ures, Mortality and Standard Annuity 
Tables, and National Savings Bank In- 
surance Information! 


FACTS, FACTS AND MORE FACTS! ALL 
ARE YOURS WITH THE COMPEND! ALL 
CAN BE USED TO RAISE YOUR 1958 
INCOME. 


(Remember to group your orders — through your 
home office if your company has a grouping arrange- 
ment with us, but in any case for your entire agency 
at once. That's the way to get maximum discounts!) 











MAKE MORE 
IN ’58 


Your MOST usable 


EASIEST-to-use rate book 


THE COMPEND 


MANY NEW COMPANIES covered this year—in line with the 
COMPEND’S comprehensive coverage of everything im- 
portant to you! 

NEW data on every page—to keep you completely on top of 
every development in premium rates and dividends. 
MORE special policies—including “Family Plans’—adding to the 
most complete descriptions of these policies available 

anywhere. 

The 1958 COMPEND will put you at your most effective best with 
fact-grounded, unchallengeable sales approaches. It's your 
key to successful selling . . . with more data about most 
companies! Here’s why: 

The COMPEND gives you all the facts you need about pone 
rates and dividend scales . . . gives you an edge as a 
salesman. 

The COMPEND impresses the client with your professional stand- 
ing . . . makes your presentation impressive . . . gives it 
weight. 

The COMPEND builds your sales . . . and keeps them solid! 


The COMPEND makes you able to prove your points in seconds 
. always ready to convince a tough prospect . . . to 
clinch a sale. 


Yes, for companies writing 98% of all business in force in the U. S. 
and Canada you have this detailed information: 


Rates, current dividends, and histories Policy analyses 
Cash, paid-up, and extended insurance Rates and values for Juveniles 
values Industrial and annuity premium 


Life Income settlement options Basic Tables for interest and installment 
Yeor-end total business figures figures, paid-up cash values, etc. 


PLUS... 


Savings-bank life insurance 
Social Security information 
National Service Life Insurance 


All this for less than %4 the cost of your daily paper! 


Prices: 1 or 2 books—$4.50 ea.; 
3, 4 or 5 books—$4.27 ea. (5% discount): 
6 or more books—$4.05 ea. (10% discount). 


CFlitcralt weorrorsses 


75 Fulton Street, New York 38, N. Y. 


BRANCH OFFICES + ATLANTA + BOSTON + CHATTANOOGA + CHICAGO «+ CINCINNATI + DALLAS + LOS ANGELES * RICHMOND 


eo - te 





hire 
Texas ; 
¢ senses Nov. By Ne Geacsees te ancl rr 
Wash., Calit » os 
omg 7 gy, ex Calif., Okla., Pa., Tex ..Sept. 41 
; Conn., Del, Idaho, Ind., i one RS : Missouri Pelee pie Oct. 126 
ra., S. ( ee settee AUS. « Illinois, Oklahoma ae: vie fia eae eae 
Liability other than Auto . lee, 28 
Conn., Idaho, Neb., New Hamp., N Ss. Ds 5 evens eeee Matss., N.C. wie eeeeee ees. oan “. -+- Dee. 2 
Conn., Idaho, Neb., New Hamp., N ete ae , . oa 0: Mich., R. I 


Workmen's Compensation 


Texas Rr a ‘ Jan. 4 


INSURANCE COMPANIES REPORTED ON (FROM MAY, 1957) 


Negis Insurance Co., Denver The ¢ 
(Name Changed) Aug. 123 Camden (HeimeareG) .....cccccse ooee. Sune 152 
\etna Casualty & Surety Co. Hartford iNew President) . Jan 
(Premium Budget Plan) Aug. 128) Carolina Casualty Ins. Co.. Burlington General Exchange Insurance Corp., 
Ak ibama General Insurance Co (Form Group of Companies) .. Tene 7 New York 
Be Liquidated) Jan. 121 Caseade Insurance Co., ‘Taeoma (New President) .. +:5:4:6,0:0' «SOUS “oe 
National Insurance Co., Denver (New Company) er 2 General Reinsurance Corp... New York 
Title) Aug. 123 (Subsidiary Organized) .. Aug, 12% (Change of Address) July 124 
Allstate Insurance Co., Skokie Central National Insurance Co. of Omiuthia, Gibralter Fire & Casualty . Co,, Columbia 
(Executive Appointments) June 151 Omalie (Executive Assistant). teens kee, aan 
(New Homeowners Cover ) July 123 (Executive Appointments) Aug epee Glens Falls Ins. Co... Glens Falls 
(Writes Commercial Fire) Oet Central Standard Indemnity Co., Chicago (Heads Department) Nov, 140 
(Granted Fire Deviation Jan (Accident Policies Announced) et Py (rovernment och es ss, W: ishington, ae 
(Operating in "v ork) Jan. 12 Citizens Casualty Co., New York, N.Y (Increased Dividend) : .. Sept. 137 
America Fore ‘ \ ork (New Vice President) . Ter a Great American Group, New York 
Executive ypointu ) F : (Named Vice Preside nt) ; J: ope (Klected Secretary) ay Jan. 123 
(Executive \ President Citizens Mutual Fire Insurance Co. of (iulf American Fire & Cas. Co., “Monts gomery 
Stock Exchan min “puesiaeeatt County, Nazareth (Merger Agreement) .. csccc tO. Fae 
Six Months Results) Ne (Merg ug 
(Heads Claim Division) { Coal Opel re ie Cusur nalty Co. Roc ea The Hamilton Mutual, Cincinnati 
(Heads Engineering Department , (New Company) .. Juty 12: (Consolidation Approved). June 151 
Commission A¢ “tyes tes nt) J: . (Moves Home Office) .Sept 6 Hartford Accident & Inde “mnity c o., Hartford 
(Exchange Effective) Colonial Life, East Orange. N. J (Group Insurance Plans) ... June 152 
(Executive Changes) (Control Sought by Federal (Officers Elected) ...... Ps ee aby 124 
American Aviation & Gem Ins. + 77... 2 ic June 15 (New Group Plans). ri Oct, 156 
Changes ame) se $3 rhe “Colonial Life Insurance Co, of Ameriea, Hawkeve-Security Insurance Group, Des 
American Bonding Co. of Baltimore Kast Orange Moines 
Baltimore (Stock Exchange) Oet. 16 (Facilities Combined). seas. Ok 22a 
(To Consolidate Operations) Sept. 137 Colorado Insurance Co., Boulder Health Service, Ine., Chicas 
American Casualty Co... Reading (Stock Dividend) .. : J: = (New Address) Nov. 140 
lajor Medical Plan) Oet, 15 Combined Insurance Co, of America, Chic: Hearthstone Insurance Co... Boston 
American Equity Group, Miami (Capital Increase) Aug. 1! (New Health Phan) July 124 
Buys Texas Title) Dee, VAT (Stock Dividend) ...... ae 36 Holland America Ins. Co.. Kansas c ity 
(To Reinsure Casualty (FTC Ruling) .. Se 36 (Official Changes) ..... ..... Nov. 140 
Lines) Jan. 121 Commercial Union-Ocean Group New } (New Auto Poliey) vesecesNOV. 140 
American I immers Mutual Insurance Co,, (Executive Appointments) Dee Hlome Insurance Co., New York 
Chicago Continental Casualty Co., Chicago (Elected Treasurer) -...May 157 
(Official Elections et. 1 (Provides Cancer Coverage) ely 923 (Vice President and Secretary)..June 152 
American Fidelity & Ci ‘ Richmond (A & H Facilities) . Ss : \ug bs} (Increased Capitalization) .. Sept. 13 
(Passes Dividend Nov. 139 (Special Dividend) .......... Sept. 137 (Increased Stock Authorized) ....Qet, 15 
American Health Insurance Corp Baltimore (Income Protection Plans) ......Nov. 139 Hospital Service Plan of N. J.. Newark 
(Change of Address) Continental Insurance Co., New York, N.Y. (Enrolling Individuals) .. June 153 
American Tlome Assurance Co (Merger Offer) .....ccccccccceee de, 147 Ifouston Fire & Casualty, Ft Worth 
(Employee Stock Purchase Plan) (Reinsures Insurors Indemnity)..July 124 
American Independent Mut. Cas. Co., ‘ Dallas Insurance Co,, Dallas 
(Moves Home Office) SNe By (Capital Stock Purchased) .... Nov. 139 ICT Insurance Co., Dallas 
American Insurance Co., Newark The DeSoto Fire Ins. Co., Gadsden (Findings Forwarded) . June 153 
(Adopts Quarterly Dividend (Meese AETOOMORT) 5 occ cain Nov. 189 Industrial Indemnity Co.. San Fri nT isco 
Asis) g. 12% The Druggist Mutual, Manstield (Inflation Proteetion Endorse 
American Mereury Insurances (Consolidation Approved) June 15 ment) ... he May 147 
(New Chairman) ay 157 (Named General Agent) . Aug. 124 
(New President) Sept. 135 Employer's Group, Boston Industrial Indemnity Exeh., San Francisco 
American Mutual Liability Insurance Co., (To Enter Life Field) .. ; Oet, WH (Court Upholds Liquidation) .... Dee. 149 
Boston Employers Mutual Casualty Co., Des Moines Inland Empire Ins. Co., Boise 
(New Officers Elected) -Oet, 155 (RMleceted Chairman) May 157 (North Carolina Payments) Sept, 138 
American Progressive THealth Tns., Mt Equitable Fire Ins. Co, of Charleston Insurance Company of N. A. Cos., Phila 
Vernon (Acquired by Boston Insurance). .Sept. 136 (Deviation Granted) . Mary 
(New Address) July 123 (Augments Homeowners Policy). .Jan. 
American Reinsurance Co., New York Farmers Tnsurance Group, Los Angeles Insurance Co, of the South, Jacksonville 
(Executive Appointments) May 157 (Named Vice President) ... July 123 (Form Group of Companies) 
American States Ins., Indianapolis Farmers Mutual Automobile Ins. Co Insurance Corporation of America, 
(To Org » Life Company) June 151 Madison, Berrien County, Bue hanan Indi: inapolis 
(Dividends on Quarterly TPiasis) Jan. 121 CWritee A PA) asics sa baslh <3: 4s (Acquires Control). Jan 
American Surety Co., New York Farmers’ Mutual Fire Insurance Co., Insurors Indemnity, Tulsa 
(Executive Appointments) J » 15 (Name Changed) . Sisk bis a cio eee ee (Reinsured)  ..<..ccse July 
(New Chairman of the Board) e123 sess Mutual Fire Insuranee Co. of Interboro Mutual Indemnity, New York 
(Elected President) Se Dy Northampton County, Nazareth (Elected President) . .. duly 
Animal Insur. Co, of America . (Merged) Sapte ee ; Aug. 125 Interstate Fire & Casualty Co... Chicago 
(To Insure Dogs) Se Ri Farmers Mut. Hail Ins. Co. of Towa, Des (Dividend Declared) Jan 
Argonaut Insurance Co le Moines lowa National Mutual, Cedar Rapids 
(Adds Major Medical) Se 2 (Merger) ; ; Tee, 148 (Named General Manager) .. July 
Argonaut Ins. Exchange, San Franciseo Federal Insura ince ‘Co. New York 
(Conversion Approved) June 11 (Seeks Control of Colonial Life) .June 151 Jefferson Insurance Co, of New York, N. Y 
Arrowhead Ins. Co., Los Angeles (Tourist Automobile Poliey) June 15 (New President) .... ...Aug, 124 
(To Issue Additional Stock) Dee. 147 (Colonial Life Acquisition) July : 
Associated Reciprocal Exchanges. New Capital Inereased) Aug. 12 Kemper Group, Chicago 
York (Ofer Effeeted) ...... Sept. 137 (Intermediate Division Formed) June 153 
(Executive Appointments Jan, 122 (Stock Exchange) . Ort. 156 (Merger) oo. 0am. 123 
Audubon Insurance Co.. Baton Rouge Federated Mut. Impl. & Hadwre., Owatonna 
New Chairman) May 157 (Elected President) ? June 152 Liberty Mutual Fire Insurance Co., Boston 
Fidelity & Dep. Co. of Maryland, Baltimore (New President) .... June 153 
Beacon Mutual Indemnit », Columbus (To Consolidate Operations) Sept. 137 Liberty Mutual Group, Boston 
New President) Jan, 122 Fire Assn, Group, Philadelphia (Executive Advancements) ......Sept. 13S 
rrien Mutual Insurance Co.. Buehanan (Executive Appointment) ... dune 152 London Assurance Group, New York 
New Title) Auge. 1 (Merger Proposed) .. , Ang. 124 (Executive Appointments) ... Sept. 138 
situminous Casualty Corp... Rock : (Consolidation) ae Sept. 1 (Named Vice President) .. «wn Ot, Fam 
(Stock Split) (Change in Group Name) Sept. 13 Lovalty Group, Newark 
(Official Changes) (Changes Approved) : .. Oet. 156 (Stock Exchange) .... ept. 135 
Blue Ridge Insurance 0 el The Fire & Casualty Insurance: o. ot The Lumbermens Mut. Ins. Co., M: bin! > ld 
(Executive Appoint: av 157 Connecticut, Hartford (Reinsures Ohio Mutual) ........Aug. 124 
Boston Insurance Co hoxton (Official Changes) ... ‘ --Oet, 156 Marine Insurance Co., Portland 
(Acquires Equitable re of S.C.) Sept. 136 Firemens Insurance Co., Newark, N. J. (Status Clarified) .. Jan, 124 
Boston-Old sooo Grouy foston (Merger Offer) .. .Dee, 147 Manhattan Casualty Co. New ‘York 
(Official wintments Jan, 122 Florida Home Insur: ance Cc o., Mi: imi (Bought by Bankers Life) ... -Dee, 149 
Bunker rine nsurance Co, Philadelphia (Stock Dividend) Jan. 122 Muanitowoe Mutual Fire Insurance Co., 
(Dissolved) et. 15 Foremost Insurance Co., Grand Ri —_— Manitowoe 
(Elected President) .......... May 157 (Writes Dog Insurance) AP Oct, WT 
Cnuledonian-American Ins. Co... Hartford (New President) Ne June 152 Mansfield Mutual Fire Ins. Co., M: instield 
(Officers Elected) June 151 (New Vice President) ...Jduly 124 (Business Reinsured) ..- Nov. 140 


amden Fire Insurance Association Freystown Mutual Fire, York 


» 
4 
ve 


wee, 


140 
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Marquette ( 
(hxecutive 
(Control Purehused) 

Medical Surgical Plan of N. J., 
(Enrolling Individuals) 

Mennonite Indemnity, Ine., 
(Incorporated) 

Merchants Mutual Insur: ance Co 
(Special Risk Department) June 14 

Mill Owners Mut. Ins. Co., Des Moines 
(New President) - Aug. 124 
(Elected President) Sept. 138 

Motors Insurance Corp., York 
(New President) ....... 

The Mut'l FL Ins. Co. of the Dy of © 
(Absorbed by Pa. Lumbermens) 
Mutual Fire Insurance Co. of 
County, THummelstown 
(Dissolved) 
Mutual Service 
(Named Vice 


asualty Co. New 
\ppointinents) 


Orleans 
June 4 
Jan. 128 
Newark 
June 158 
Akron 
Dec, 150 
Buffalo 


New 
Aug. 125 
Wash 

May 15s 
Hummelstown 


. Jan. 124 
Insurance Co. St. Paul 
President) July 125 


National Casualty Co., Detroit 
(Expands Accident and Health 
PRCUNICR) ccccscesc ; Aug. 125 
(To Reduce Nonrenewals) . Sept. 158 
ational Flood Underwriters, 
(Flood Underwriters Licensed) Dec. 150 
ationwide Companies, Columbus 
(New Company Formed) 
ationwide Insurance, Columbus 
(Subsidiary Expands) .... ... Dee, 150 
(Personnel Benetits) ; Dec. 150 
——— wena Fire Ins. Co.. Nazareth 
(Merg RGk </ace , Aug. 125 
asareth ) Insurance Co., Nazareth 
(Companies Merge) .. ei Aug. 125 
New England Reinsurance Corp., Boston 
(New Underwriting Agency) July 125 
N. J. Manufacturers Ind. Ins. Co., Trenton 
(New President) ......... Sept. 15S 
New lon “aameiee Mutual Fire, Edimeston 
(Merg y June 156 
\ ‘ont and Bookbinders Mut 
Ins . New York 
Elections) .. Sept. 139 
Underwriters Ins. Co. New York 
(Moves Hlome Office) .. Dee, 150 
New Zealand Insurance Co... San Francisco 
(Named U.S. Manager) --Jdan. 124 
North British Group, New York 
(Appointments) ... 
(Merger Planned) ..... 
( . pointed Deputy General 
Manager) . es Nov. 141 
No. British & Mere. Ins Co... Ltd., London 
(New Chairman) ... bois May 158 
Northeastern Ins. Co. of Hartford. TLlartford 
(New Administrative Offices) Aug. 125 


Kansas City 


Oct. 157 


July 125 
Nov 141 


Insurance Co... Hamilton 
(Increased Dividend) : Jan. 124 
Ohio Farmers Companies, name 
(Officials Elected) : 
The Ohio Mutual [Insurance Co., 
(Reinsured by Lumbermens) 
Old Dominion Fire Ins., Roanoke 
(Business Reinsured) 


Ohio Casualty 


Nov. 141 
Salem 
-Aug. 124 
June 15 
Pacific ott New 
(Changes Name) ae 
Pacific inde mnity Co., Los Angels 
(Executive Viee President) 
(New President) 
Pacitie Insurance Co. of 
(New Title) 
Pacitic National 
Francisco 
(Reinsures 


York 
July 125 


Insurance Co,, 


Met. 15S 
.Nov. 141 
os 
July 125 
San 


New York 


Fire Insurance Co., 


Southwest General). 


Jan. 124 








For 1958 


January, 


Pacitie National Ins 
(Appointments) 
(Reinsures Southwest General) 

(Elected Vice President) 1 

Pan American Insurance Co., Houston 
(Preferred Stock Issue) July 125 

Paramount Fire Ins. Co., Francisco 
(Elected) President) June 154 

Venn Mutual Indemnity Co., Philadelphia 
(Ordered Dissolved) June 14 

Pennsylvania Lumbermens Mutual, Phila 
(Absorbs Mutual Fire) May 15S 

Phoenix of London Group, New York 
(Establishes Home Department) May 159 

Preferred Accident Insurance Co York 
(Dividend to Creditors) 

Preferred Risk Insurance Co. FP: 

(Acquires Southwest Casualty) 
(Executive Viee President) 

Property Owners Mutual Ins. ¢ 
(Merger) 

Providence 


(Passes 


Group, San Francisco 
- 


San 


Washington Ins. © 
Quarterly Dividend) 
(Reinsures Westcoast 
(Merged) 
Prudential of Great Britain Grp 
(Elected Secretary) 


business ) 


Quaker City Fire 
Philade Iphia 
(Changes Title) Nov. 141 
Qguaker City Ins. Co., Philadelphia 
(New Title) Nov. 141 
Queen Insurance Co, of America, New York 
(Acquires Old) Dominion 
Business ) 


& Marine Ins. Co 


June 155 


The Reinsurance Corp. of New York, N.Y 
(Increased Dividend) Aug 

Reliable Insurance Co, of Dayton, se 
(Elected Vice President) Nov 

Reliance Insurance Group, Philadelphia 
(New Title) .. Sept 

The Republie Insurance Co., Dadlas 
(New Chairman of the Board) 

Reserve Insurance Co., Chiceage 
(Stock Dividend Approved) June 155 

Richland Knox Mutual Ins. Co.. Manstield 
(Reinsures Business ) Nov. 140 

Rochdale Insurance Co., New York 
(Increases Capitalization) Dec. 150 

Royal-Globe Insurance Group, New York 
(Appointed Secretary) Vu. 125 

Royval-Liverpool Group, New York 
(Named Secretary) Jan. 124 

St. Paul Fire & Marine, St. Paul 
(Offers to Aequire Western Life) July 125 
(St. Paul-Western Life Terms) Aug. 126 
(Acquisition Voted) Sept. 139 
(Exchange Completed) vet. 15S 
(Dividends) , et. 15S 

Seaboard Mutual Casualty Co... Philadelphia 
(Polievholders Assessed) Jan. 124 

Security-Connecticut Companies, New Haven 
(New Vice Presidents) May 159 
(Management Changes) \ug. 126 
(Named Executive Vice Pres.) Jan. 125 

Security Insurance Co, of New Haven, 

New Haven 
(Reorganization). 
Security Mutual Insurance Co. of 
New York 
(New Title) 

Security Mutual Liability, 
(Now Writing Fire) 
(Changes Name) Oct 

Selected Risks Fire Ins. Co., Branchville 
(Merger Approved) Dex 


bet. 15S 


New York, 


et. 15S 
York 
June 


New 


‘FOR A BETILR-READ 


BETIELR-INFORMED AMERICA 


National Library Week 
March 16-22, 1958 


Lridleminity ¢ Tircamelin ithe 
(Merger Approved) Dee. Le 
Service Casualty Co. of New York, New Yort 
(Named Vice President) Oet. TS 
Fire Insurance Co New York 
York 
(Named Vice President Oet. 15S 
Shelby Mutual Insurance Shelby 
(Official Elections) June 1 
Southern Hlome Insuranee Creer 
(To Sell Additional Sto ) 
Southern Mutual Fire, York 
(Reinsures Freystown 
Southwest American Fire 
Houston 
(Placed in Receivership) 
Southwest Casualty Co. Fayetteville 
(Acquired by Pre ferred Risk) 
(Executive Vice President 
Southwest General Ins. Co 
(Reinsures Southwest 
(Reinsured) 
Springfield Fire 
Springtield 
(Employee Stock Purchase Vlan) 
Standard Accident Insurance Co 
(To Head Advertising) 
(Reinsures Westcoast Business) 
(Executive Secretary) 
State Automobile Ins. Assn., Indianapolis 
(Executive Vice President) ; June 
State Farm Companies, Bloomington 
(Upheld in Suit) Oet. 150 
State Farm Mutual Bloomington 
(New Auto Policy) June 16 


Texas Title Guaranty Co., Ine., San Antonio 
(Bought by American Title) Dec, 147 
Textile Insurance Co., High Point 
(New Officers) ... 
Time Insurance Co., 
(To Write Life) .. et. 150 
( Appointed Treasurer ) Oet. 10 
— Coop., Fire Ins. Co., Ithaea 
Merged) .. ‘ Sept. 139, Nov. 142 
Trans America Ins. Co., Columbus 
(Official Staff) “+e 
Travelers Insurance Co., Hartford 
(Budget Payment Plan) 
Tri-State Mutual Grain Dealers 
Insurance Co., Luverne 
(Changes Name) 
rri-State Mutual 
(New Title) 


United Pacifie Insurance Co., 
(New Vice President) 
United States F. and G., Baltimore 
(Executive Appointme nts) 
(Buys Fire Co.) 
(Acquires General \geney) . 
Valley Forge Mutual Insurance Co., 
(Dissolved) 
Valley Forge 
(New Title) .. ; 
West Bend Mut. Fire Ins. Co., 
(Changes Name) .. 
West Bend Mutual Insurance Co., 
(New Title) ... 
West Seneca Mut 
(Merged) ...... en. cee 
Western Life Insurance Co 
(Exchange Completed) 
Woodstock Mutual Fire 
(Merged) ... Sema 
The Yorkshire Ins. Co. of 
(Resources Increased) .. 
Zurich-American C ompanies, 
(A & H Program) ree 
(New A & H Program) 


Selected) Risks 


Aug. 125 
het 1s 
Ddsalliis 

Greneral) Dee, 10 
one Jan, 124 
& Marine Ins. Co 


Nov. 142 
Detroit 


Auto., 


Oet. 150 
Milwaukee 


Nov, 142 
July 126 
Fire 


Oct. 159 
Luverne 
Oet. 150 


Insurance Co., 


Tacoma 
-Dee. 151 


May 15% 
pee Nov. 139 
Jan. 125 
Phila 
Jan, 125 


Insurance Co., Re ading 


Fire Ins. Asso 


W ‘oods tock 
June 1H 
¥. 


Assn., 
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MeGraw-Hill Book Co 
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Massachusetts Casualty Insurance Co., 
Melling & Bevingtons, Ltd., Montreal, Canada 
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New Amsterdam Casualty Co., Baltimore, Md 
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New Hampshire Fire Ins. Co., Manchester, N. H 
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Paull & Son, Ine., Alfred, Wheeling, W. Va 
Pearce Co., K. L., Des Moines, Iowa : 
Peerless Insurance Co., Keene, N its 

Pennsvivania Lumbermens Mutual Ins. Co., 
Phoenix of Hartford Group, Hartford, Conn 
Pittsburgher Hotel, Pittsburgh, Pa. ... , 
Preferred Insurance Co., Grand Rapids, Mich 
Preferred Fire Insurance Co., Topeka, Kansas 


Philadelphia, Pa, 


Recording & Statistical Corp., New York, N.Y 
Redmond and Shaughnessy, Ltd., Montreal, Canada 
Reinsurance Ageney, Ine., Chicago, Hl 

Reliance Insurance ¢ Philadelphia, 

Ritter General Ageney, Denver, Colo. 


Royval-Globe Insurance Group, New York, 

Scott Wetzel Co., Salt Lake City, Utah sie 

Security National Insurance Co., Dallas, Texas 
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Strudwick Co., A. E., Minneapolis, Minn 

Sun Insurance Office, Ltd., New York, N. Y 

Superior Insurance Co., Dallas, Texas 


Tiffany Stand Co., St. Louis, Mo pie ae es 
Traders & General Insurance Co,, Dallas, Texas ... 
Trans-Canada Assurance Agencies, Inc., Montreal, © 
Trinity Universal Insurance Co., Dallas, Texas 
Tri-State Group, Tulsa, Okla. 


United States Casualty Co.. New York, N 
UU. S. Underwriters, Ine., Miami, Fla. 
Utilities Insurance Co., St. Louis, Mo 


Western Insurance Agency, He'ena, Mont 

Willeox & Co., Ine., Albert, New York, 

Wilson Co., Ltd., A. E., Toronto, Canada 
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Woodward & Fondiller, Ine., New York, N.Y. 
Worcester Mutual Fire Insurance Co., Worcester, 
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"The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns.” 


Best's Fire and Casualty News 





nce pointers 
tor Operating pron 


Timety articles on successful ways to 
solve problems that arise in the operation of 
an insurance agency. 


Here is a gold mine of useful information for the 
beginner or veteran. The suggestions in it are sound 
heeause they have been prepared from years of ex- 
perience and study by INA’s Planning and Research 


Division. Its the success of others in a nutshell. 


Here are some of the topics: CHOOSING THI 


Richt Equipment... PLANNING THE Proper Lay- 


Get hold of this special INA booklet... 


our... Orrick Procepures... BILLING AND COoL- 


LECTIONS ... ACCOUNTING RECORDS... FILING Sys- 


TEMS... also other problems of agency operation. 


This is the kind of information that will help 
you gear up for efliciency and new business. Ask 
for a free copy at our nearest Service Office or mail 
your request to the Head Office. attention Planning 
and Research Division. 
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RREINSURANCE, TOO, through its basic service to the insurance 


industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Home Office: GENERAL REINSURANCE BLDG. Midwestern Dept 


1012 BALTIMORE BUILDING. KANSAS CITY 5, MISSOURI 
400 PARK AVENUE, NEW YORK 22, N. Y. facific Dept 


610 SO. HARVARD BOULEVARD.LOS ANGELES 5, CALIFORNIA 





